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ITHAS A 
MULTIPLE 
ZINC COATING 










You’re looking at a small section of the pure 
zinc coating on Republic Fence wire, magni- 
fied 615 times. You can see how the 
numerous zinc coatings have been knitted to 
each other, thus gradually building up electri- 
cally, atom by atom, a super- quality coating. 





Republic leads with an improvement so revolutionary 
that it has deeply stirred the entire fence industry. The 
new Republic Fence is ‘‘Coated to stay—the electric way.’’ 









These electric generators are 
some of the largest and most 
powerful of their kind ever 
built, supplying more than 
600,000 amperes of current. 
The new electro-galvaniz- 
ing formula is a carefully 
guarded secret. 






® Today, after only a few short months, the new Republic Fence 
is generally conceded to be leading the parade in fence progress. 
Why? Because the new electrical method of zinc coating fence 
wire not only does better everything that old methods ever did, 
but does many added things that old methods could never do. 












This giant electro-galvaniz- 
ing unit is approximately 
450 feet long over all, and 
the galvanizing tank alone is 
150 feet long. You can see 
the long series of electrodes 
the wires pass as they travel 
through theelectrolytic bath. 






For example, it applies a multiple zinc coating that is tougher 
and stronger, just as a laminated piece of wood is tougher and 
stronger for its thickness than a single ply of wood. Again, it 
is the only method that can apply a truly pure zinc coating 
directly to the base metal of fence wire...and pure zinc is more 
pliable; more adhesive and resists rust and corrosion longer. 
Again, it is the only method that can be depended upon to 
apply a zinc coating of utmost uniformity of thickness at all 
points, without thin spots at any point...and no zinc coating 
lasts longer than its thinnest point. Finally, this superior zinc 
coating is of satiny, unpolished-silver appearance and is applied 
to copper-bearing steel wire of high strength. 
















The Republic Fence wire has 
a zinc coating so pure it is 
amazingly tough, pliable and 
adhesive. Make these simple 


= tests. Bend this wire back on 
itself in a vise. Pound it with 
a hammer. Splice it. Twist it. 


Just try to get the zinc off. 

























TUNE IN.. 
Republic's Republic has invested more than a million dollars to give you 
a. these selling advantages, and best of all, at no added cost to you. 
manac 
Radio The Republic Jobber -Dealer Policy—The new Republic Farm Fence 
Program will be distributed through jobbers and properly equipped dealers. 


REPUBLIC STEEL CORPORATION (Wire Division) 
7850 S. Chicago Ave., Chicago, Ill. « General Offices: Cleveland, 0. 


Write for Dealer Proposition and New Catalog 


Colorful, full-page farm paper 
advertising ...an outstanding 
radio program...and spectac- 
ular point-of-sale advertising 
features...complete an 
attractive dealer proposition. 
Write for details and the new 
Republic Fence catalog today. 


REPUBLIC FENCE 
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HARDWARE AGE 





Hardware Age, published every other Thursday by Chilton Co. (Ine. ), as and 56th Sts., Philadelphia, Pa. Entered as second- — matter March 24, 1933, at the Post 
Office at Philadelphia under the Act of March 3, 1879. (Printed in U. 8. ) $1.00 per year. Single evupies lie each. Vol. 139, 3. 
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m4 SGuis attention-compelling advertisement will be seen 
by millions of families in the March 6th issue of 


The Saturday Evening Post. 


























HAT more effective cooperation could we extend to hardware merchants 
than to invest substantial sums in advertising designed to send customers 


into your stores? We are doing it—forcefully and consistently. You know, 


of course, that anyone who visits your store to buy a YALE Padlock, Auxiliary Lock 
or Door Closer is a potential customer for any other product you sell. Take advantage 
of our advertising, then, by keeping YALE PRODUCTS displayed in your windows and 
on your counters. Such cooperation will prove definitely profitable to you. 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONNECTICUT, U. S. A. 
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§ YOUVE SOLD REPUBLIC STEELS 





® That line of shovels which you sold so fast 
last summer — that new casting rod that had 
the local Isaac Waltons so excited —that new 
washing machine with the enameled tub that 
changed so many prospects’ minds — that 
window display of Enduro kitchen utensils 
that brought so many new women customers 
into yourstore—in these and countless other 
items you are now selling Republic Steels. 
It is this foresight on the part of many man- 
ufacturers that enables them to place on 
your shelves products that you can sell 
without fear of them coming back — to 
customers who will come back. 

Use the same foresight yourself when you 
buy the“bread and butter” 
hardware items — pipe, 
sheets, nails, bolts, nuts, 
rivets, wire. Sell them to 


at yo cit 








your customers with the same assurance of 
satisfaction that you sell other items made 
of Republic Steel but fabricated by other 
well known manufacturers. Because they 
are the same high quality steels — made in 
the same plants—the product of the same 
research—all are basically correct from a 
metallurgical standpoint. 

Many. hardware jobbers stock Republic 
pipe and sheets in steel, copper bearing 
steel and rust-resisting Toncan Iron; also 
Republic nails, wire and wire products and 
Upson Quality bolts, nuts and rivets. Let us 
give you the name of your nearest distrib- 
utor so that you may specify and be certain of 
receiving Republic products when ordering. 


R abblic Steel 


GENERAL OFFICES --- CLEVELAND, OHIO 
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E national “buying faucet’’ has been 
turned on full force. Manufacturers and job- 
bers alike anticipate the heaviest demand for 
garden hose in years. The retailer who prepares 
for this active market right now is going to sprin- 
kle his till with a lot of extra cash. 


Thermoid Garden Hose is built to develop good- 
will for dealers, because hundreds of tests have 
proved conclusively that it stands the use and 
abuse of home gardening. Tough outer cover- 
ing which stands up under the roughest treat- 
ment; inner construction which resists all kinking. 


A substantial garden hose business can best 
be built with a dependable product. Insist upon 
Thermoid. Your wholesaler can supply you with, 
the complete Thermoid line. Plan now for a full 
season of active sales. 


THERMOID RUBBER COMPANY 


DIVISION OF THERMOID CO., TRENTON, N. J. 


hermol 
GARDEN HOSE 


i 


SUUGALDEN HSE 


No. 300 A deluxe double braid hose avail- 


able in red, green or black covers 


CIDER Ato aL Sed 
DAZSDARG EN HOSE 


BLAM DIP Agi Aes Rube 


No. 325 —A _ rugged two braid hose, avail- 


able in red, green or black covers 


No. 375 —A vastly superior one braid hose 


available in red, green or black covers 


Cord Carcass—A light weight, cord reinforced 


hosé available in red or black covers 


HARDWARE AGE 
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U. S. Government Buys 16,697 


Westinghouse Refrigerators on — 
Lowest Over-all 10-year Cost 
A record-breaking purchase 
by the U. S. Public Works 
| sion is another sales-clinching 
FACT that will help all West- 
inghouse Refrigerator dealers 
to GO PLACES IN 1937. 
Write the factory, at Mansfield, 
Ohio, for complete program. 











“95% pictures!’’ That describes the complete advertising 
and sales promotion material now ready for Westinghouse 
1937 Fan Retailers— backing up the most sensational and 
salable line of new fans ever introduced. Again the real 
story of fan profits will be written by retailers having 
ample stocks of this fast-selling line. Consequently — 
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1937 FAN PROFITS 22e ecrag cexecleed noni ' 
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NEW 1937 LINE 


wy 


BLADES 


New over-size, deeper- 
pieehes Westinghouse 

lades will out-breeze any 
fan you ever saw of like 
size and a. 

QUIE you'll have 
to believe your eyes be- 
cause your ears won't help. 

Be sure you are first to 
offer this entirely different 
line of fans to your trade. 


Westiaghouse 


Westinghouse 
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Here is a key to increased washer sales and profits — 
a “trading up’”’ plan built around a remarkable value — 
to be advertised in color through local newspapers to 


12,250,000 able-to-buy families. 


This prospect-getting traffic building 
value is offered in the form of allotments 
to active retailers. It is designed to in- 
crease your average sale and your net 
profit. It is backed by a 5-point promo- 
tional program: 


(1) Reaching more live prospects. 

(2) More sales actually closed. 

(3) Every sale a larger sale. 

(4) Every sale leading to additional 
sales. 

(5) Every sale productive of more 
prospects. 


. 





The first national advertising of this 
Special Offer appears early in April in 
“American Weekly,” ‘This Week’’ and 
a list of supplementary newspapers. Get 
the details from your Westinghouse 
representative now. 
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Leas! Kesisdanee 














TWO important reasons why Jobbers 


and Retailers prefer (R&S) rivets — 








A\(O J 














1 BECAUSE that portion of our product 
which is adaptable to the hardware trade is 
marketed exclusively through recognized Hard- 
ware Jobbers. This policy definitely eliminates 


unfair competition and allows the Hardware 





trade to recommend and sell our product without 





fear of cut prices. Thoughtful buyers appreciate 


that policy of price protection. You'll find them Tl No. 1B. P. No. 3B.P. 
of Dia. Hd. 5% Dia. Hd. 
specifying T R & S RIVETS! Dia. Body 56 I Die. Body 3% 


9 BECAUSE the quality and efficiency 
of TR&S RIVETS have been thoroughly 
proved for more than half a century. Careful 


craftsmanship, long engineering experience, 





modern equipment — these factors guarantee 


the continuous unfailing service of our products. 





No. 1 TUBULAR No. 3 TUBULAR ; 
| Dia. Hd. 5% , fi Dia. Hd. °3¢, Every T R & S RIVET is guaranteed perfect, is 
Dia. Body %j Dia. Body *% 


accurately drilled — drives easily, clinches 


smoothly, and is not brittle. Remember — when 


you sell TR &S RIVETS you're selling the BEST! 


TUBULAR RIVET & STUD COMPANY 
BOSTON e MASSACHUSETTS 





Southern Rep. Western Coast Rom 
CAVERT AND LIPSCOMB » Jj. T. MeDEVI 
Nashville, Tenn. Postal Telegraph Bidg. 
San Francisco, Cal. 


Dallas, Texas 
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Oil Paint 


Water Paint 
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Success in the oil paint business — 
viewed from your angle — means 
just two things: 


How much volume you can do, 
and — 


How much money you can make. 


It's a matter of having the right 
answers to seven questions. 


For five years we have been turn- 
ing these questions inside out. 
And the 1937 Alabastine Oil Paint 
program gives the answer in posi- 
tive fashion. 


QUALITY MERCHANDISE. We 
hit for super quality for two prac- 
tical reasons; first, to build on a 
rock foundation; second, so that 
you can do the same. 


FINTS 


Sat RANT f 


WATER PAIN’ | 


SMALL INVESTMENT. We devedee 
oped a line of practical completefh 
ness without adding a gang gea 
shelf warmers; just so stocks woulyou 
take care of 99% of popul E] 
demand on from 50% to 60% rE 


the usual investment. 
reta 


QUICK TURNOVER. With nP& 
capital tied up in deadwood item#S*« 
your money is free to turn meme! 
chandise into profit more time#®&' 


per year. PO! 


ATTRACTIVE PRICES. Nothing iva 
tacked on for that extra measur@U! 
of goodness. And, quality considfan 
ered, prices are below the averageiv 


REPUTATION OF MANUFAC@#re 
TURER. Alabastine Company hofor 


SET THE PACE & 1939) 

























il Pain dealers shelves ; 
gettiy off again .. 


LABAS-T0) 


Va d A i i 
ATER PA] N ae aay ALALAST 


7 ENAME! 


e devebeen a famous name in the field 
ompletef home beautifying for nearly sixty 
jang gears. It has the confidence of 
Ss woulyour public. 


60%, FERRITORIAL PROTECTION. 
abastine Oil Paint products are 

tetailed exclusively through inde- 
Jith npendent dealers. We are out to 
J item@stablish lifetime relations with 
rn mefnen whose customers are their 
. timemeighbors. 


POINT-OF-SALE COOPERATION. 
hing iNational publicity is not enough in 
easur®ur scheme of dealer sales assis- 
considtance. Our plan is based on inten- 
rerageéive local advertising, concen- 

trated in each dealer's trading 
JF ACarea, and with a program of events 
ny hofor year ‘round application. 


32PPORTUNITY 
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ALABASTINE 



































Ask Your Jobber 
About Other Famous 
Alabastine Products, 
including: 


ALABASTONE — dry washable casein water 
paint; ALABASTINE — the modern wall deco- 
ration; PATCH-IT — pure white patching plas- 
ter; ALABASTEX — plastic paint; ALCO — wall 
sealer; SIZE-IT—dry cold water size: 
ALABASCO—hot water kalsomine; 
ALABASTINE ART COLORS; ALBALITE MILL 
WHITE. 
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y ACTION STARTS HEF 


ALABASTINE COMPANY, Grand Rapids, Mich. 


LET’S GET DOWN TO CASES 


Name, 


Street and No.  —__y 


City 





If you aim to be 
Paint Headquarters 


in your community 
we offer the kind 


of cooperation to 
help you do the 
job 


A line of outstanding quality — matched to popular 
demand — fairly priced — famously sponsored — 
squarely merchandised. 


Our factory wheels are kept turning by orders re- 
ceived from dealers who put our products into circu- 
lation. We are building our gross volume by building 
local volumes in individual dealer territories. 


We are making the sales success of our dealers very 
much our concern. And we do a real job with those 
dealers who are ambitious to capture the cream of 
local business. 


The Alabastine Oil Paint franchise covers exclusive 
territorial sales privileges on the full Alabastine line 
of Oil Paints, Enamels, Varnishes and Stains. 






If you're aiming for local leadership in 
paint sales, you need us as much as we 
need you. Get the Alabastine Oil Paint 
story in detail; it will come to you by return 
mail — without obligation — if you will fill 
out and send this coupon. 


ALABASTINE COMPANY 
GRAND RAPIDS, MICHIGAN 
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BARNES 
HARDWARE 


@ Whichever type of truck you 
select from the unusually complete 
line of modern, quality GMC trucks 
will prove itself a profit-maker... 
There is the 14-2 ton GMC with its 
scores of proved features that assure 
profit performance-wise and econ- 
omy-wise. At its extremely low 
price—only *525, chassis f. o. b. 
Pontiac—it is 
an exceptional 
value... For 1937, 


HARDWARE 
MERCHANTS 









: oi : == - = : 


you RS 4 tor an Delivery Costs 


ee caeneee, 


the GMC line includes not one 
but two big %-ton trucks — one 
with 126-inch wheelbase for bigger- 
than-average loads, the other with 
112-inch wheelbase priced lower 
than any truck ‘in the history of 
its makers. Both are the kind of 
“truck-built” vehicles you'd expect 
from the world’s largest builders of 
commercial vehicles exclusively. 
GMCs range in capacity from ' 395% oy 
to 12 tons. Prices are extremely 


low on any basis of comparison, <wass:s 6.0.8. eemrinc 


All prices f. 0. b. Pontiac--Time payments through our own 
Y. M. A. C. Plan at lowest available rates 


GENERAL MOTORS TRUCKS € TRAILERS 


GENERAL MOTORS TRUCK & COACH 
_ DIVISION OF 
YELLOW TRUCK & COACH MANUFACTURING COMPANY, PONTIAC, MICHIGAN 
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bythe FLORENCE 


..a Plan based upon thousands of answers to the 
question ‘““What features appealed to you most?” A Plan 
that speeds your turnover, insures your customer satis- 
faction, increases your profit. 


Better Looking: Eye appeal is the big 
attraction: beauty, style, color, finish—and you 
have all the answers in Florence Oil Ranges: 
the complete Line with a model for every need 
and pocketbook. 





Better Cooking: Good cooks 

_ praise the Florence Oil Range, with its 
Focused Heat Wickless Burners and 
Balanced Baking. Women want to know 
about these features—and the Plan gives 
you all the answers. 


Less Work: Easily lighted, 
easily controlled, easily cleaned— 
easily sold, for the Florence features 
are easily demonstrated, easily under- 
stood. That’s easy! 


Yes, sir, you’re in for a good stove business, 
with Florence, the Line that is backed by 65 
years’ experience. 





National Advertising: Pages in color in leading 
. women’s magazines, backed up by a campaign that starts in 
March and runs into the summer months. A list that covers 
the best markets all over the United States. Millions of 


readers will see Florence National Advertising. ;, e Story 
¥ ru . y th 2 ae 
beg és 


$i - 
Window Displays: They click; They tie in your atte am 
store with Florence National Advertising. They put sales en 


appeal into your windows and onto your floor. 


WOMANS WORLD 


Sales Help: Something new this time—bigger and better 
than ever before. Something that will help you sell more, 
because it’s based on facts revealed through years of research. 


Yes, sir—it’s going to be a big year for Florence. Would you like to 
have a copy of “The Plan”? 


Suggestions: Big picture at left shows an all-Florence Floor Display. Below is 
shown a Florence Oil Range Window with cut-out lithos and other material 
free to Florence Dealers. 
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chandise Mart, Chicago; New York, Boston, 
Atlanta, Dallas, Detroit and San Francisco. 


FLORENCE STOVE COMPANY 
General Offices and Plant, Gardner, Mass.; Western 
3 Offices and Plant, Kankakee, Ill.; Sales Offices: Mer- 


OIL RANGES - GAS RANGES - HEATERS + RANGE BURNERS 




















eShaped to fit the hand! ... built to do the job! 
... Osborn Scratch Brushes are sales leaders in 
their class! Blocks are made of selected hardwood 
... fully seasoned to avoid checking and split- 
ting. Smooth, rounded edges of the blocks make 
Osborn Scratch Brushes easy to hold when in 
use. Wire is specially drawn and tempered to 


assure quick-cutting, long-wearing brushes. 


No. 1779 Curved 
Back Type 


Tufts of wire are securely stapled and correctly 


spaced in the blocks. When you sell Osborn 
Scratch Brushes, you gain two objectives: 
satisfied customers and satisfactory profits. Ask 


your jobber or write us for complete details. 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE « CLEVELAND, OHIO 
SALES OFFICES: NEW YORK * DETROIT * CHICAGO * SAN FRANCISCO 
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No. 1777 Curved 
No. 1781 Shoe Handle Type 
Handle Type 
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INGERSOLL SZ 


“+s in DEP EN DEN T N E” 


YOULL FIND THEM 


On the Job 


aA 



























Giving better satisfaction, handling more work, because 
so light, strong, perfectly balanced, and so lastingly 
keen of blade. Men who work with them prefer them. 
There is something decidedly different about Ingersoll 
Shovels. It’s the Steel— 


“TEM, CROSS = 


INGERSOLL PROCESS STEEL 
In these shovels, we use a newly developed tillage steel—the 
result of half a century of experience in producing discs and 
other cutting blades for the world’s largest manufacturers of 
plows, harrows, grain drills, etc. TEM-CROSS Steel has an 
interlocking mesh-grain structure which makes splitting of the 
blade almost impossible. It is also surprisingly tough, light in 
weight, free-scouring and keen-cutting. 
Write for Catalog and further information. 
Address Dept. HA. 


INGERSOLL STEEL & DISC DIVISION 


Borg-Warner Corporation 


























Ingersoll Shovels are available in all 


types and grades, for every purpose, and New Castle, Indiana 
in a price range to meet competition. New York Representative: Dunn & Bryan, 44 Murray St., New York, N. Y. 
, New England Representative: C. Tracy Smelzer, 110 State St., Boston, Mass. 

Round or square point shapes, black or Midwestern Representative: CE. Bullock, Box 358, Galesburg, 11 i a 

: : outhern Representative aird ‘0., 564 Randol emphis, Tenn. 
polished finishes. (The Alloy, A and B Pacific Coast Representative: wohe F. Kegley & Son, 737 Terminal St., Los Angeles, 

Calif. 

grades, heat treated.) Maryland Representative: K. L. Wilson, 512 N. Eutaw St., Baltimore, Md. 
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Get the Jump on Competition 
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sell it to them at no advance over regular fence prices. 


CUSTOMERS LIKE ITS LOOKS—THAT’S HALF YOUR SELLING 


JOB DONE — Bethanized fence starts selling itself as soon as customers 
see its brighter, more silvery lustre. The excellent appearance of a roll of 
bethanized fence has even greater force as a sales help than the effect of 
attractively packaged merchandise. Even a casual examination shows 
what its looks are — the external evidence of quality that extends all 
the way through. 


THEY CAN SEE THAT THE COATING DOESN’T CRACK OR FLAKE 
AT THE WRAPS — The bethanized coating is absolutely flawless along 
every inch of surface — shows no sign of the cracking and flaking at 
the wraps that give rust an easy entrance. This remarkable uniformity 
is a result of the bethanizing process that applies zinc electrically, build- 
ing up a tough, ductile coating so tightly bonded to the steel base that 
the wire can be bent double without affecting the protective coating. 





NO THIN SPOTS TO SHORTEN FENCE LIFE — BASIS FOR EF- 
FECTIVE SALES TALK — Because the bethanized coating is built up 
on the base wire by an exclusive electrical process, there are none of the 
thinner, less protective areas that often cause zinc-coated fence to rust 
out relatively quickly. Every inch of the wire in bethanized fence gets 
the full protection of the zinc carried and is uniformly armored against 
the weather by a long-lasting tube of zinc. 


BIGGEST FEATURE OF ALL—THE PUREST ZINC EVER APPLIED 
TO WIRE — The purer zinc is the better it resists attack by the ele- 
ments. The bethanized coating is 99.99 per cent pure, the purest zinc 
ever applied to wire. As a result, it is practically immune to damage by 
the acids formed from the sulphur gases, present in the atmosphere 
everywhere, the deadliest enemies of zinc-coated fence. Bethanized fence 
literature tells this story convincingly. 


KEY TO READIER FENCE SALES — When youstock Bethanized fence is woven from true copper-bearing 

bethanized fence, you carry merchandise that puts you steel wire containing from 0.20 to 0.30 per cent copper 

far ahead of all competition. You have the kind of fence and is made in the following styles: 

your customers have been looking for — and you can BETHANIZED FARM FENCE, BETHANIZED 
CHICK FENCE, BETHANIZED LAWN FENCE 





BETHLEHEM STEEL COMPANY 


GENERAL OFFICES: BETHLEHEM, PA. 
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INSURING INCREASED SALES FOR YOU BECAUSE 


IT 1S ALSO The N. 4; yy) Ad 444 ) Pine 


& 

par.orr, @ Grasselli Agricultural Chemicals are well knowh throughout the 
country for their quality. Every item in the line is a trade winner—the 
kind that helps build a store’s reputation for reliable merchandise. 


: GRASSELLI Insecticides and Fungicides assure dependable protection 
_ For Better Insect Control = ~—S from insect damage because they are prepared from carefully 
conten See §@€=6selected materials, which are properly combined under the super- 
vision of experienced and capable chemists. Growers know they can 

depend upon uniform chemical and physical properties in Grasselli 

insecticides. And that’s the kind you want to sell to.your trade. 


Order from your distributor or write us. 


E. 1. DU PONT DE NEMOURS & CO., INC. 


@UPDND GRASSELLI CHEMICALS DEPARTMENT 
a GENERAL OFFICES: CLEVELAND, OHIO cht 


(GRASSEL | 
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This Year—the Biggest 


© RUBBERSET’S “4 POINTS OF | 
THE GREATEST PAINT BRUSH 
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IT WILL PAY YOU TO READ ABOUT RUBBERSET’S “4 POINTS” 


IMPORTED BRISTLES. Only the finest Chinese bristles 

go into Rubberset Paint Brushes. Skillful blending of these 
bristles by Rubberset’s trained craftsmen makes them hold more 
paint and spread it more quickly and smoothly. 


PERMANENT SETTINGS. Bristles of all Rubberset 
Brushes are set by the famous Rubberset Process, the most- 
imitated setting process in the world. They can’t pull out be- 
cause they are permanently gripped in hard, vulcanized rubber. 
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CHOICE OF FERRULES. Most Rubberset Paint Brushes have 

trim-looking, nickel-plated ferrules but rubber and leather 
bindings are available in many models. No paint brush line is 
more complete than Rubberset’s is today. 


4 “TAILORED” HANDLES. Rubberset Brush handles are 
shaped to fit the hand. They are made of selected hardwood in 
Rubberset’s own Woodworking Factory. Rubberset controls the en- 
tire brush-making process, assuring prompt deliveries on all models. 
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Yi | Painting Year since 1925 
F | SUPREMACY” CAN BRING YOU 
1 | PROFITS YOU EVER MADE...! 
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GREAT YEAR-1937! 


There'll be bigger profits for most of the 
hardware and paint dealers in America. 
There’ll be EXTRA-BIG profits for every 
dealer who puts Rubberset Paint Brushes’ 
“4 Points of Supremacy” to work for him 
and his cash register! 


Already, Rubberset’s books show amaz- 
ing increases in orders. Already, Rubber- 
set is running way ahead of the big year 
1936. More and more jobbers, dealers and 
customers are learning every day that it 
pays to insist on Rubberset quality. 


THERE’S A HEAVY TREND 
TOWARDS RUBBERSET 


Perhaps you, as a dealer, have noticed the 
unmistakable trend away from “name- 
less” set-in-rubber and vulcanized-in-rub- 
ber imitations to genuine Rubberset. 
Every month, Rubberset sees that trend 


* * 


pick up speed. Nowadays, the wise 
painter isn’t fooled by substitutes or 
counterfeits. He knows better! 


That’s why Rubberset is pressing its 
advantage—making real capital out of 
this growing painters’ preference—with a 
smashing new advertising campaign to 
painters and decorators. It’s a bigger 
campaign. And it’s a sounder story than 
any paint brush has been able to tell 
before. Graphic—selling—readable ad- 
vertisements, many of them full pages, 
are impressing Rubberset’s tried-and- 
proven advantages on paint brush buyers 
everywhere-AND THAT INCLUDES 
YOUR OWN STORE’S CUSTOMERS. 


Our decks are cleared for action. Our 
condensed, modernized line is waiting to 
start a parade of profits into your store. 
Mail, phone or wire your Rubberset 
order now—and be prepared for a record- 
smashing spring rush! 


Insist on Genuine 





RUBBERSET PAINT BRUSHES 


re (TRADE MARK) 


in A 
n- 3 THE RUBBERSET COMPANY . ESTABLISHED 1873 
Is. & 


* NOW UNDER THE OWNERSHIP OF BRISTOL-MYERS CO. 


56 FERRY ST., NEWARK, N. J. + 37 SOUTH WABASH AVE., CHICAGO 1534 SOUTH OLIVE ST., LOS ANGELES 
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WATCH FOR THE MAN WHO 
CARRIES THIS PORTFOLIO! 


He will show you the finest, most complete and fastest-selling line of 


electric fans in the industry! * He will show you the greatest line-up 
of fan sales helps that you have ever seen! * He will show you how 


General Electric Fans will write fan profits in your ledger! 


WATCH FOR HIM! LISTEN TO HIM! 
YOU'LL PROFIT BY HIS SOUND ADVICE! 


GENERAL @ ELECTRIC 


FANS 








APPLIANCE AND MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 
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RED EDGE Scone 


@ It takes repeat business to build profits—and it takes satisfied customers to build repeat: 
business. Once your customers buy Red Edge Screen Cloth, they'll always repeat. 


It is the one screen cloth that always identifies itself—not only by its better service but by 
that red enameled edge . . . the constant 


WRITE FOR SALES HELPS eye-compelling, sale-producing reminder of 
AND PRICES its double protection and double satisfaction. 


Bs Ae: ri Its square, even mesh keeps out not only 

istributed by . - ail 
Pecan Mie Cite. flies but small insects, too. The red enam- 
eled edge retards rusting of selvage wires 

BRANDS : P 
... tight where moisture collects .. . under 
Sun-Red Edge AluminA i 

(electro-plated with zinc) the nailing strip. It guards against breakage 
—— o Sled: of wires along the strip . . . reinforces the 
Sun-Red Edge Bronze firm, heavy body of the screen itself. And 
it accurately measure-marks the cloth every 
six inches ... saving time and eliminating 


waste. 


You'll sell more Red Edge because it's a 
better screen cloth... and it sells faster and 


easier, 
Reg. U.S. Pat. Off. 


REYNOLDS WIRE CO., DIXON, ILLINOIS 
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You Should Hear My Ma 
If You Want a Real 


HAMILTON BEACH 
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By HAMILTON BEACH K<«) 
a] 


Only HAMILTON BEACH 
HAS ALL THESE FEATURES 


Any speed desired 
with steady, full 
power at all 
speeds in thick or 
thin batters—reg- 
ulated by one con- 
trol switch. 


One-hand, port- 
able motor slides 
of stand with 
nothing to release. 
Same hand oper- 
ates single control 
switch. 


Bowl control—an 
exclusive feature 
—insures _ thor- 
ough mixing. 
Shifts bowl to 
prevent mixture 
piling up in mid- 
dle or around 
edges. 


Sturdy, double 
prs beaters 
are attached of 
detached for 
cleaning in one 
unit by the twist 
of a thumb screw. 


Every woman who owns a Hamilton Beach Food Mixer soon discovers 
that it’s the extra convenience features of this mixer that make it so easy 
to attain such grand cooking results. Naturally she’s enthusiastic about 
these features. Naturally it pays you to build your sales story around them. 
Each is easily demonstrated—easily understood. They are her means to 
greater cooking convenience—your means to greater, surer sales. 


POWERFUL PROMOTIONAL EFFORT FOR 1937 


Promotional effort on the New Model “D” will be stronger than ever. New 
window and counter displays—attractive folders—effective newspaper mats 
—all furnished to dealers free on request. Millions of messages in THE 
SATURDAY EVENING POST, GOOD HOUSEKEEPING, BETTER 
HOMES AND GARDENS, AMERICAN HOME, WOMAN’S HOME 
COMPANION and AMERICAN MAGAZINE will tell your customers 
about this efficient kitchen servant and its many labor-saving attachments. 
(Attachments that were sold with Models “B” and “C” fit the new Model 


“EX”) 
YOUR PROFIT IS PROTECTED 


Hamilton Beach Food Mixers are sold through Wholesaler and Retailer—on our one- 
price, profit-protecting policy. We are 100% for price maintenance and a full Dealer 
profit on every sale. Get behind this food mixer that offers you every opportunity 
for volume and profit. Order from your Jobber’s Salesman. Write us for free dealer 


helps. f 
HAMILTON BEACH CO., Racine, Wisconsin 
Division of Scovill Mfg. Co. 
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MILLIONS OF FARMERS, GARDENERS, HOMEOWNERS 
ARE LEARNING ABOUT CARBORUNDUM PRODUCTS 


Tue Famous Carborundum Band, on the air for the 
11th consecutive year, is heard over 18 Columbia 
stations every Saturday night at 7:30 E.S.T. The 
story of Carborundum made products is told to 
millions of farmers, gardeners and home owners 
all over the country. Every one is a potential cus- 
tomer for Carborundum Brand products. 


REACHING A POTENTIAL MARKET 
OF OVER 42,000,000 LISTENERS 


ri (s 
o ‘ompany .- 

Te el mF CARBORUNDUM 
For years ively advertised sp eater than UY M 
has aggeres® oat’s campaign 16 &F now. a7 - 
ucts. pap with this campalge ’ ABRAS'YVE .@@™ PRODUCTS 
ever. Tie UP ine of similar : Moret 
; o other line s A - 

There ” a so well advert : i », 9 


oe or better known. 


THE CARBORUNDUM| 
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SMART NEW PACKAGES WILL STIMULATE SALES 


Order these Carborundum Brand Preducts 
in the attractive new packages NOW! 


Put up in their new sales-inspiring packages, 
The Carborundum made scythe stones, the 
famed “57” File, the fast selling “46” Home 
and Garden Stone and the sensational Lawn 
Mower Sharpeners are now in your jobber’s 
stock awaiting your call for Spring Trade. 


ar Se 


THE CARBORUNDUM BRAND SILICON CARBIDE 
GENERAL UTILITY FILE No. 57—The handiest 
abrasive tool the farmer ever had. A great seller. Packed 
one dozen in display package with special display card. 


os_ 


THE CARBORUNDUM BRAND SILICON CARBIDE 
SCYTHE STONES—The standard for years. Fast cutting, 
long lived — made in three sizes. Packed one dozen in dis- 
play box as illustrated. . 


yl 


THE ALOXITE BRAND ALUMINUM OXIDE SCYTHE 
STONES — Fast, clean cutting stones. Two types — one with 
wire center. Packed one dozen in display box as illustrated. 


ia 

1e : : 
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THE CARBORUNDUM BRAND LAWN MOWER 
S- SHARPENER— A sensational product. Quickly, easily puts 
a keen edge on the blades. No tools needed—no removal 
of wheels or reversing gears. Applied in a jiffy. 











THE HANDY CARBORUNDUM BRAND SILICON CAR- 
BIDE HOME AND GARDEN STONE No. 46— Designed 
for sharpening all sorts of edged farm and garden tools. 
Packed one dozen in display carton with display card. 







(Carborundum and Aloxite are registered trade-marks of The Carborundum Company) 









TOMPANY....NERGARA FALLS,N. Y. 


FEBRUARY 11, 1937 33 





















You know where you stand 
with L-O-F...{a)| 


hardware dealer knows there is a real opportunity to cash in on all this glass 

















The aggressive 


publicity ... almost every newspaper and periodical he picks up carries some 
kind of publicity featuring glass as a building material and for interior decor- 


‘ 


ation. You know where you stand with L-O-F. 

When glass is brought out in front, an attractive window display set, that’s 
when you see the glass sales show up big. It just proves again that people 
need to be reminded. Show ’em and you'll sell ’°em and the profit takes care 
of itself. Especially is this true with the dealer who standardizes on L-O-F 
Quality Glass... glass that is better annealed—there is less breakage in cutting. 

Many years of consistent national advertising have registered L-O-F Quality 
with the public. Folks know the glass and they know the label. Dealers know 
that it pays to put real effort behind the sale of L-O-F glass—it pays to be 
progressive. LIBBEY - OWENS - FORD GLASS COMPANY + TOLEDO, O. 
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EVERY CONTINENTAL ITEM HELPS SELL OTHER MERCHANDISE—because 
each requires the use of other items which you sell—as for 
instance iterns needed for the erection of fence or for application 
of roofing. 


THE CONTINENTAL LINE BRINGS PEOPLE INTO YOUR STORE— because 
it’s a complete line of 83 products—every-day farm and home 
necessities of recognized quality ... nationally known and 
nationally advertised. 


CONTINENTAL WILL HELP MAKE YOUR STORE “FARM IMPROVEMENT 
HEADQUARTERS”—through farm paper advertising . . . a series of 
mailings to your prospects, imprinted with your name, also 
store and window signs, etc.—all tying up with a national 
advertising campaign on ‘‘Permanent Farm Improvements.’’ 


MIXED CAR SHIPMENTS —TO REDUCE INVENTORY—When you buy 
from Continental, you can carry complete stocks without 
heavy inventory ... fence of various types, popular styles 
of roofing, nails, barbed wire, posts, gates, etc. ... you can 
include your needs of each product in a single mixed carlot. 


CONTINENTAL OFFERS WELL KNOWN LEADERS—Continental ‘‘FLAME- 
SEALED” Fence. TYL-LYKE and other popular styles of 
Continental roofing of special analysis steel with SUPERIOR 
zinc coating—are headliners that will assure you of quick 
turn-over and a profitable volume. 


Mail the coupon for details of Continental’s 1937 merchandising program 
for building volume and profits for dealers. 


CONTINENTAL STEEL CORP., KOKOMO, IND. 


PLANTS AT: KOKOMO, INDIANAPOLIS, CANTON 


The Continental ‘'83"' line includes ‘‘Tyl-Lyke’’ corrugated, V-Crimp, ‘‘Drainrite’ and 
Aquatite” sheets; roll roofing; farrn, poultry, lawn, Diamond Mesh, Chain-link fence; nails 
of all kinds and finishes ; bale ties, wire corn cribs, and many other items of every day necessity. 


—Staples —Wire 
—Pliers Stretchers 
—Hammers —Water 
—Gates Troughs 
—Pumps, etc. 


—Snippers 
—Lead Head Nails 
—Tongs 
—Seamers 
—Sheathing 
—Valley and Ridge 
Rolls 
—Downspout 
—Soldering Material 
—Paint 
—Miscelleanous 
Hardware and 
Building Material 


STYLES 


NOTICE TO DEALERS 


There is a real opportunity in the new Continental plan 
—a complete dealer plan embodying 83 modern steel 
products for farm and home ?mprovement. dust return - 
this coupon with your name. ere is no obligation. 
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DEALERS 


Ask your jobber. If he cannot 
immediately supply this fast 
moving welded fabric, write us 
f and we will tell you the near- 
est Wickwire Brothers source, 
and send catalog promptly. 














SPECIAL MATERIALS... made from our copper 
alloy low sulphur, rust-resisting steel, Gray Diamond 
begins with a basically stronger, tougher wire, devel- 
oped in the Wickwire Brothers, Cortland mills. 


WELDED JOINTS... 
stiff that when unrolled, this patented fabric stands erect 
like sheet iron. Stronger, tougher, this perfected Gray 
Diamond is more rigid than twisted netting. 


hold the more uniform mesh so 


UNROLLS FLAT... 
use without sagging or bulging. Requires only minimum 
of stakes and often reduces installation to a one-man 
job. Our exclusive non-extendible selvage edge adds 


and goes easily and smoothly into 


to strength, long life and fine appearance. 


TWO SIZES AND WEIGHTS... Heavy —150-ft. 
bales; 2, 3 and 4 ft. wide, 18-gauge wire, l-in. mesh. 
Light — 150-ft. bales, 20-gauge wire, 1-in. mesh. Also 
2-in. mesh in same widths, 18-gauge. Hot galvanized 
or green painted. 
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WIRE « WIRE CLOTH « POULTRY NETTING « HARDWARE CLOTH «¢ WIRE NAILS 


WICKWIRE BROTHERS 
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¥ New Giant-Spark Aero- 
type Magneto Ignition 


¥ + Magnet 


% New Acrotype Carbu 
tetion by Stromberg: 








DEMONSTRATE 


Right at Your Store! 


No water tank 
needed! You can 
start and run the 
sensational air- 
cooled Eclipse on 
any bench or dis- 
play stand! That's 
what buyers want 
to see—and what 
you daren’t nor- 
mally do with out- 
boards! It makes 
sales! Try it! 











Magneto $ 
Model 6 9 SO 
Battery Ignition Models 


$61.50 


F. O. B. South Bend 
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ECLIPSE All-Electric 


Runs from ordinary storage 
batteries! Perfect for 
family summer home 
use—for fishing—for 
yacht dinghy service! 
Absolutely silent — 
waterproof—all en- 
closed—simplest con- 
struction imagi- 
nable. Priced to 
move fast—and 
do not overlook 
the battery sales $3550 
and serviceitwill ro.B. 

build for you! South Bend 





You ll finish tt thE monty, 













worlds startin-est' outboard! 


Bendix has moved performance standards in the outboard motor industry to the 
highest level in history! Here’s a motor that sparkles with powerful sales features. 
Light weight! Air cooling! No water pump and water jacketing to clog! Pioneer 
of streamlined outboard style! AND IT STARTS—like no outboard in history ever 


did before! Certainly you can sell it—whether you’ ve 
ever tackled this big, eager outboard market before 
or not! Send the coupon NOW! 


ECLIPSE 


Air-Cooled 
OUTBOARD MOTOR 








BENDIX MARINE PRODUCTS COMPANY 
(Subsidiary of Bendix Aviation Corporation) 
481 Bendix Drive, South Bend, Indiana 


Send at once full details regarding sales arrangements for Eclipse 
Air-Cooled and Electric Outboard Motors 
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National Builders’ Hardware 


meets all the ay of those 
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who insist 
on the best 


ATURALLY your trade is 
interested in securing de- 
pendable hardware that will 
deliver complete satisfaction. 


Often an otherwise fine con- 
struction job is spoiled because 
of the installation of cheap 
hardware. But, thanks to the 
better appreciation of correct 
design and quality materials, 
a more intelligent buying pub- 
lic is now calling for National 
Hardware. 


A fine prestige has been built 
up for this most complete line 
of hardware by its well-earned 
reputation in service. 


Dealers everywhere realize the 
value of selling merchandise 
of this caliber. It creates such 
a favorable impression that it 
builds up a profitable repeat 
business for the many prod- 
ucts which comprise the full 
National line. 


Join this progressive group of 
National dealers. Full details 
for representation will gladly 
be sent on request. 

National Hardware is sold direct to the 


retail dealer—a policy that promotes qual- 
ity, service and direct selling cooperation. 


NATIONAL MANUFACTURING COMPANY ESS 
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ee ee new fence 
gives protection against rust in 3 
different ways. See diagram below. 


What’s more, each roll carries a 
printed guarantee of this complete 
rust-protection. See tag. 


Yet, this better fence is priced no 
higher than ordinary brands. No 
wonder farmers—and dealers—are 
switching to the new American! 

Handsome, Bright, LongLife Wire 
It took many years to develop 
the new American LongLife 
Wire. But the result is well 
worth it. For here is the 
brightest, longest-wearing, 


American Steel & Wire Company, Chicago 
Tennessee Coal, Iron & R. R. Company, Birmingham 


U Rete? ep 





more-for-the-1n0oney fence you ever 
offered your trade! 


The process by which the new U-S‘S 
American LongLite Wire is made is 
patented. No other fence can offer 
this complete 3-way rust-protection! 
Read about the double-barreled cash 
prize contest that gives dealers du- 
plicate cash money prizes. And find 
out more about the dealer proposi- 
tion on this new American Fence! 


Wire core of full content copper- 
bearing steel. This resists rust. 


Zinc-iron alloy which forms a 

tight chemical bond between 

zinc and steel. Zinc is fused with 

the steel, not just plated on. 
3 This alloy resists rust. 


Heavy outer coating of uniformly 
applied commercially pure zinc. 
No air holes which permit rust 
to work in. 
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| THE ONLY FENCE GUARANTEED 10 
VE 3-WAY AUST PROTECTION ! 


a—— Dealers are switching to 


THE NEW U-S-S 
AMERICAN FENCE 


(AND OTHER U-S-S FENCE”) 
Made with the bright new 
U-S-S American LongLife 
Wire — priced no higher 
than ordinary brands 














$2,600.00 


CASH PRIZE MONEY FREE TO DEALERS! 


We've annpunced a cash prize contest to your farm 
customers on this subject—‘‘What I Like Best 
About American Fence.” For the best letters we 
will award the following prizes: 


First prize $500 in cash 
-Second prize $250 in cash 
Third prize $100 in cash 


350 prizes of $5 in cash each 
(Contest applies to any type of U-S:S Fence such as 
American, Anthony, Ellwood, Prairie, Royal, Mon 
stor, Nationalor U.S.) 

And here’s where you come in: 

In order to enter the contest your customers 
must call at your store for an official Entry Blank 
which we supply to you free, and which gives de 
tails of this simple contest. On each blank is a place 
for your name. If an Entry Blank procured at your 
store wins a prize, you will be awarded the same 
amount of cash as the winning customer. All you 
do is help contestants, upon request, in preparing 
their letters. In cases of ties, duplicate prizes will 
be awarded. Contest closes midnight, April 15, 1937. 

Special Window Posters Free which advertise this 
contest and bring people into your store. Ask for 
these posters! 


Columbia Steel Company, San Francisco 
United States Steel Products Company, New York, Export Distributors 
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No. 5 
For Boys 
and Girls 


Back To The Days Of Abraham Lincoln 


Abraham Lincoln, the beloved sixteenth president of the 
United States, was often characterized as “Honest Abe” 
because of his absolute truthfulness as a man and a law- 
yer. His upright character, rugged individualism and 
humane act of freeing the slaves, endeared him to the 
nation. 


“Union” Roller Skates are honest, too—they have a cer- 
tain “character” that endears skaters to them. Their 
re-enforced channel construction makes them rugged. 
Their ball-bearings and oscillating trucks with shock- 
absorbing rubber cushions free skaters from the “slavery” 
of shocks and jars so often experienced in roller skating. 
And the straps are protected by a formed steel loop which 
prevents their cutting or pulling out. 


A complete line at popular 
prices. Sold by Leading Job- 
bers. Ask your Jobber to sup- 


ply you. 


SEREEPBAEL 

HARDWARE COMPANY 

een 
TORRINGTON. CONN. 


NEW YORK OFFIC HAMBERS STREET 
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ROGRESSIVE dealers are 
Gold Stripe Brushes. 


“ringing up” real profits with 


And no wonder! A Gold Stripe Brush is a better brush—a 


finer working tool for painters. 


It has many practical advantages—features you can talk about. 
And it presents a quality story that every user—amateur 
or professional—is quick to appreciate. 


The Brush With The 7 Talking Points 


Top Quality Bristle. Clean—uniform 
—straightened. The large number of 
“flags” insures maximum paint cafry- 
ing Capacity. 

Accurate Formula Mixing. Bristle 
mixed by master brush makers. Each 
brush designed for a specific use. 


Vulcanizing Under Pressure. Every 
bristle-butt locked in rubber in a 
vise-like grip. No “streakers.” 


Tapered Construction. Provides 
greater stiffness and more accurate 


control at the painting edge. Pre- 
vents “fingering.” 


Perfect Balance. Hardwood handles 
especially shaped to give better bal- 
ance. Less wrist and arm strain. 


Riveted Metal Ferrules. Brushes 
riveted—not nailed. Greater resist- 
ance to stress and strain. Easier to 
clean. No cut or scratched fingers. 


Gold Stripe Jacket. Every brush fur- 
nished with a special fiber jacket to 
protect the bristle and keep it lively, 
straight and clean. 


If you are not handling these fine, color-marked brushes, you 
are missing something good. Write for our dealer proposi- 
tion and for further information regarding the money-making 


Gold Stripe line. 


A PRODUCT PITTS B U RG H 
PLATE GLASS COMPANY 
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YOU HAVE pole Se 
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IMPROVEMENT TO 
SELL 














Tue introduction of a new engineering principle— 
the Rollator— started Norge on the road to a position 
of leadership. 


Today, Norge introduces another advance—the greatest improvement in 

home food preservation since the introduction of the Rollator. The new Low- 

Temp Rollator Refrigerator—like the Rollator itself—is a fundamental 

advance. It will keep foods PRIME FRESH from 2 to 5 times longer with 

no increase in current consumption. Temperatures up to 20 per cent lower 

| are maintained, together with humidity high enough to allow foods to retain 
natural moisture. 























That’s something to talk about—something to sell. Especially since the 
new Low-Temp Norge has all the important features of style, convenience— 
every practical use advantage that has been proved sound. 


Get all the facts about Norge Low-Temp Rollator Refrigeration—the 








2 of the 9 New 
Flexible Interior Arrangements 
Any woman can see at once the advantages of 





‘ aggressive advertising and promotion program behind it. Liberal finance plans this new feature—an extremely easy method of 
make it easy to be a Norge dealer. Write for details. adapting the shelves to meet ever-changing ’ 
storage requirements. As many as nine different é3 
NORGE DIVISION Borg-Warner Corp., 606-670 E. Woodbridge St., Detroit, Mich. arrangements are possible in most models. 
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ROLLATOR REFRIGERATION GAS BURNERS 
(Domestic and Commercial) 

, FINE-AIR a 
GAS AND ELECTRIC RANGES 
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Hereis a hardware store in Akron, Ohio, as it looked after a new Pittco Store Front was installed. Use a Pittco Front to make your hardware 
6tere more attractive, to draw more trade and higher clase trade. 


HEN people say that about your 

store, your selling job is half 
done. For hardware customers nat- 
urally patronize the store that looks 
the best, and by ite ,ery appearance, 
promises better hi cdware and better 
service. If you dress up your store 
with a Pittco Store Front, people not 
only talk about it, but buy there. 





i i ie tlie ate” dl ili it te 


ap te om 






Hardware merchants throughout 
the country have used Pittco Fronts 
to build up business. And they have 
found, almost invariably, that a Pittco 
Front draws more ree and a better 
class of trade, increases their unit of 
sale, and givesa larger margin of profit. 

Beene your hardware store with 
a new Pittco Front. Our staff of store 
front experts will gladly cooperate 
with you and your architect in plan- 
ning a front suited to your needs. 
And so that you'll have complete in- 
formation . . . send the coupon for 
our new book. It contains facts, 
figures and photographs of Pittco- 


ITTCO 


Pl RE FRONTS 


CARRARA STRUCTURAL GLASS * PITTCO STORE FRONT METAL * PITTSBURGH PAINTS 


PITTSBURGH MIRRORS * 
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PITTSBURGH POLISHED PLATE GLASS ° 


TAPESTRY GLASS 


“"S-a-ay! That’s a 
t GOOD Looking Store!’ 


' 
} 









modernization everywhere. And don’t 
miss the Pittco Store Front Caravan, 
visiting Louisville, Nashville, Knox- 
ville, fligh Point, Charlotte, Atlanta, 
Savannah, Jacksonville, Tampa, 
Miami and Birmingham during Jan- 
uary and February. Contact our local 
branch for specific dates and locations. 


PITTSBURGH TIME PAYMENT PLAN 


Take up to 2 years to pay for your 
new Pittco Front. Pay 20% down, 
then settle the balance out of income. 


ZQof-. PITTSBURGH 
Past PLATE GLASS COMPANY Glebe. 


: Pittsburgh Plate Glass Company, 
2398B Grant Bldg., Pittsburgh, Pa. 

Please send me, without obligation, 
your new book entitled “Producing Bigger 
Profits with Pittco Store Fronts.”’ 
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BERNARD BERNARD 
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Not Shelf Hardware 
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ig BERNARD 
MECHANICAL HAND in a NEW DISPLAY 


This Bernard No. 102 Plier deserves real sales vol- 
ume and is getting it. True, it’s a high quality tool and 
priced accordingly, but every user of tools, especially 
the home mechanic, appreciates and wants one and 
will buy it if given a chance. 

So we’ve changed the No. 102 Bernard Plier from 
shelf hardware to SALES HARDWARE through the 
use of a new 4 Plier Selling Unit that holds two 614" 
and two 54” Bernard No. 102 Pliers. This unit will 
make “Buyers out of Eyers”’ and to your profit. 





Your profit‘is also given a boost. We’ve worked out 
a special discount to you—jobbers and dealers—on 
your orders for Bernard No. 102 Pliers when bought 
in the new selling unit of four pliers. We are giving 
this extra discount to pay you for your counter space 
—paying you to make more profit for yourself instead 
of going after volume in chain stores. 





Write us today about a new, special discount, vol- 
_ ume sales plan that will add much to your profit. 


See our advertisement on page 32 in the 
Hardware Age Directory Number 


THE WM. SCHOLLHORN COMPANY 
416 CHAPEL STREET, NEW HAVEN, CONNECTICUT 
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that adds toe your Profit 


Here is an attractive counter display that adds much to 
the appearance of your store and yet displays its products 
conspicuously to the interested purchaser. Its blue color 
coupled with the red bakelite handles of the Knife Sharpen- 
ers and the natural colors of the abrasives gives a pleasing 
and lasting effect. ® Most important is the opportunity for 


excellent profits in the continuous resale of these abrasive 


articles all of which are used in homes, home 
E RLING workshops, machine shops, garages 
and repair shops of every description. 


It will pay you to send in the coupon for particulars of this unit 





which will cost you less than $5 and bring you handsome profits. 


Send Coupon Today... 


PTHE STERLING GRINDING WHEEL CO. 
| TIFFIN, OHIO 


Without obligation please send full informa- 
tion about the Free STERLING Merchandiser. 


Name 





¢ 


wl ; Pgs ) \e Company 


Street and No 
City 
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Faster 


Turnover-- 


Satisfied 


Customers oe 


ACTION /-™ ction 


YOU GET Oran 


Minn. Mining & Mfg. Co. 





when you sell MINNESOTA QUALITY BRANDS 
of SANDPAPER and EMERY CLOTH 


Their extra sharpness and longer life helps you Don't forget to use the Three-M Free Selling 
develop an increasing volume of repeat business Aids. Imprinted circulars, and window and 
from satisfied users. counter display material are yours for the asking. 











pai SINCE 1898 (tet«‘«‘C*YS SINCE 1906 | SINCE 1907 
B-A Brand Flint Paper 9’’x11” 3-M Brand Flint Paper 9’’x11” | PIONEER Brand Flint Paper 83/,’’x10!/,”’ 
STAR Brand Flint Paper 83/,’’x10!/2”’ IMPERIAL Brand Flint Paper 83/,’’x10'/.'" | WAUSAU Emery Cloth 9x11” 

B-A Emery Cloth 9’’x11” | CRYSTAL BAY Emery Cloth 9’’x11”’ 


and SANDY SMOOTH HOUSEHOLD SANDPAPER PACKAGES 
Made in U.S. A. by 


MINNESOTA MINING & MFG. COMPANY 
SAINT PAUL MINNESOTA 
Baeder Adamson Co. Wausau Abrasives Co. 
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A window like this will make your store ‘Head- \ 
quarters for Good Tools”. It’s the kind of a window 





























, that will stop to-day’s tool users — men with money 
to buy — and bring them in. 
Only Stanley—“The Tool Box Of America”—offers 
this complete, sales-tested program. Big display piece, 
Lae ment includes, wore, EBS rand coo individual tool displays, and attractive eye-catching 
needs 0 ie, colorful booklets. Ask your jobber about it to-day, or send the : 
Artractm ent of planet ENT No- 7 eral , 
his assortme” pan assORTM Fice coupon for complete details. 
ANE D _, 3-90 
i th Plane -sapeaerentines 4.40 SSSSSSSSSSSSSSSSSSSSSSSSESSSSS SESS eeeeeaerteeesaeeeeeeee 
he a aades H.A. 2-11 
STANLEY TOOLS 


New Britain, Conn. 


Send the complete story telling how we can make our store 
“Headquarters for Good Tools”. 


Prices slig 








Name 
(Please print plainly) 





abou 
Gssorement 


to-day- 


Address 











STANLEY TOOLS 


New Britain, Conn. 
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N NEED to do any head-scratching 
to answer that question. Paint- 
ers are on the job all year long.. 
painting big areas. And building up 
a big volume of business for the 
stores that get their trade. 


What stores are those? 


Here again the answer is simple. 
The typical painter does not “shop 


WHERE PAINTERS BUY THIS 


a, > Wied: BOY 
e : 


— they also 
buy these! 


Who’s Your Best Customer? 





around.” The store that sells him 
white-lead is the place where he goes 
for everything he needs. Win his 
white-lead business and you win all. 


Think that over. And you'll agree 
that your best—and most profitable 
—move is to stock and push Dutch 












ALL-PURPOSE 
SOFT PASTE 









WHITE LEAD 


Se., 







Boy White-Lead...the most sought- 
after item in the painters’ line. 

Other Dutch Boy products widely 
used by painters are: Dutch Boy 
Linseed Oil, Dutch Boy Lead Mix- 
ing Oil, Dutch Boy Colors-in-Oil, 
Dutch Boy Liquid Drier, Dutch Boy 
Wall Primer and Dutch Boy Quick- 
Drying Red-Lead Primer. 


Selling Suggestion 


One sure-fire method for attracting 
painters’ business is a Dutch Boy 
Department. Stage a get-together of 
your Dutch Boy products and line 
them up in a good position on your 
shelves. That tells painters how 
well-equipped you are to serve 
them. It’s an idea that has paid out 
in store after store. 


DUTCH BOY 


PAINTERS’ PRODUCTS 


NATIONAL LEAD COMPANY 


111 Broadway, New York; 116 Oak St., Buffalo; 900 W. 18th 
Chicago; 659 Freeman Ave., Cincinnati; 1213 West Third 
St., Cleveland; 722 Chestnut St., St. Louis; 2240 24th St., San 
Francisco; National-Boston Lead Co., 800 Albany St., Boston; 
National Lead & Oil Co. of Pa., 316 Fourth Ave., Pittsburgh; 
John T. Lewis & Bros. Co., Widener Building, Philadelphia. 
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THE 1937 KITCHENKOOK 

















ight- | 
Boy omer OA 
Mix- 
-Oil, 
Boy : Dealers from every part of the country confirm our state- silencer and regulator, welded steel frame construction, 
ick- e ment that the 1937 KITCHENKOOK not only is far and many other important improvements. 
be ahead of any other make of gasoline pressure stove, but Seventeen different models—from full porcelain deluxe 
P it even surpasses all previous KITCHENKOOK models. table top ranges to inexpensive two and three burner low 
k stoves—make it possible for you to meet every require- 
e Among the many new features on the 1937 models are ment, whether for the utmost in conveni e and pp 
ing —_ pr controlled instant rege — ance or for economical price. 
with its sealed-at-the-factory automatic valve. You light 
Boy ; the KITCHENKOOK exactly as you would a city gas bee et ay, ei om Toe? Siatted potatos KS, _ 
r of « stove yet the valve never requires adjustment, even when also KAMPKOOKS, TRAILERKOOKS, RE ADY.LITE 
line i changing generators. Other new features include auto- LANTERNS, and many other liquid fuel appliances for 
our f matic cooking burner lighter and oven lighter, air intake which you will find an unusually responsive market. 
LOW 


a AMERICAN GAS Waste Joc Catalog 
| MACHINE COMPANY, Inc. oclay for 


American Gas Machine Company, Inc. 
General Office and Factory Allbert Lea, Minnesota. 


ALBERT LEA, MINN. Please send your illustrated catalog including prices and dealer 
4242 Hollis Steet —_“iscounts. 





-™— 
Take: 


360 Furman Street 
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Opens Wide the Door to the 
1937 -1938 


KKKKK 


HARDWARE MARKET 


HARDWARE AGE 
Verified List 


The Authoritative List of 
WHOLESALE HARDWARE HOUSES 


The Only List of Hardware Jobbers in Book Form Published. 


Recognized by all who sell thru hardware channels as an essential need for 
effective selling to Hardware Jobbers. 


» @ THEIR NAMES and ADDRESSES 
GIVES: @ CAPITALIZATIONS 

@ LINES HANDLED 

@ TERRITORIES COVERED 

@ NUMBER of MEN TRAVELLED 

@ NAMES of OFFICIALS and BUYERS 


Obviously information useful in personally contacting jobbers — in making 
credit arrangements—and in direct mail sales promotion advertising. 
2t¢+e 
Contains the following complete lists:— 


SHELF HARDWARE JOBBERS 

HEAVY HARDWARE JOBBERS 

DISTRIBUTORS OF MILL SUPPLIES 
PLUMBERS’ AND TINNERS’ SUPPLIES JOBBERS 
MANUFACTURERS’ AGENTS 

HARDWARE CHAIN STORES 

HARDWARE ASSOCIATION LISTS 


These Lists Are Needed by All Who Sell Thru Hardware Channels. 
Price $10.00 a Copy—Remittance With Order. 


HARDWARE AGE Verified List 
239 W. 39th Street New Yerk,. N.Y. 


14TH EDITION—READY FEBRUARY 20, 1937 
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MORE EYES 
SEE 


SHERWIN-WILLIAMS 


MORE PEOPLE 
BUY 


SHERWIN-WILLIAMS 





Four separate surveys by three leading national maga- 
zines and one builder’s magazine have again confirmed 
the fact that four times as many paint buyers prefer 
Sherwin-Williams to the closest competitive brand of 
paint. This 4 to 1 preference for Sherwin-Williams 
simply means that your selling chances... your profit 
chances...are at least 4 to 1 greater than when you 
stock any other brand of prepared paint! 


NO WONDER YOU CAN SELL MORE SWP! 


Do not the unbiased facts of these surveys make it worth your while to look further in- 


TN TY 
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to the sales possibilities of a Sherwin-Williams Authorized Dealership in your com- 
munity? Write today for full information to The Sherwin-Williams Co., Cleveland, Ohio. 
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Mr. Hunter uses the National Cash Register 
System which enables him to control depart- 
ments, transactions, salesperson records, and 


store expenses. 


FURNITURE 


Mr. R. M. HUNTER, of the Hunter 
Hardware Co., Nicholasville, Ky., 
has proved that accurate records are 
needed for profitable operation. 
“During the time we have used 
our modern National Cash Register 
System,” says Mr. Hunter, “our stock 
shortage has averaged only $73.86 
per year—an exceptionally low 
amount for a hardware store! And 
we give credit to the 3-way control 


Milional Cub 


which our National System makes 
possible. 

“For it furnishes totals of Cash, 
Charge, Received-on-Account, Paid- 
Out, Merchandise Credit, and Re- 
funds, giving us the control we need 
over our transactions. And its sepa- 
rate department totals give the proper 
departments credit for the merchan- 
dise sold — which is also very valu- 
able to us in managing our store. 


(D. 


Cash Registers * Typewriting-Bookkeeping Machines * Posting Machines * Bank-Bookkeeping Machines 
Check-Writing and Signing Machines * Analysis Machines * Postage Meter Machines * Correct Posture Chairs 


“The register gives us complete 
records of each clerk’s sales and makes 
each responsible for the money he 
handles. This has made them more 
accurate and provides an incentive 
to increase their efficiency.” 

Losses cannot go unnoticed, cash 
leaks cannot be hidden, carelessness 
or inactivity on the part of clerks 
cannot be concealed with such a Na- 
tional System in operation. It pro- 
vides the protection and accurate 
records that enable you to get all the 
profits you earn. Have our repre- 
sentative show you how it works — 
and what it can do for you. There’s 
no obligation, of course. 
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Panther and Dragon tapes sell easily and 
quickly. Their rapid turnover makes them a 
favorite with contractors and dealers every- 
where. Are you getting your share of this 
business? 















HAZARD INSULATED 
WIRE WORKS 


Division of 


THE OKONITE COMPANY 


Factories: Wilkes-Barre, Pa. Passaic, N. J. 
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PIKE’S PEAK 


“‘We feel personally inter- 
ested in your ad showing 
the Cog Road engine and 
coach which climbs Pike's 
Peak. 
“Our city is at the very foot 
of this grand old mountain 
and it is from here the Val- 
sparred engine and coach 
begin their big climb up the 
mountain.”’ 
The Paint Supply Company 
E. R. Stone 
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SUPER VALSPAR 
PROTECTS STEEPLE 


‘In the many years that I 
have had Super Valspar— 
it is one of our best ma- 
terials which has given the 
greatest satisfaction. It has 
been used for many items 
too numerous to mention. 
One of them being a Church 
Steeple.’’ 
Sam Lazar Paint Store 

Yonkers, N. Y. 






















FROM KANSAS 


‘“‘I have been handling 
Valspar for 20 years and 
have been so perfectly satis- 
fied that I have no thought 
of changing. Our dining 
table has been varnished 
with Valspar for more than 
10 years and is just as 
pretty and perfect as when 
it was done.”’ 

James A. Smith 
Humboldt, Kansas 





OUTSIDE 


weather.”’ 


Full 






















While there might be some products that could show 
a total of 100,000 years’ dealer selling, we wonder if 
any other product could be so well thought of... Natu- 
rally not— because no other company has Valspar’s 
quality with the dealers who sell paint! 


reputation for 


Feee! Mail coupon for your copy of 100,000 Years. 
It’s a gold-mine of information contributed by dealers 
who have made big profits from Valspar. It contains 
many fresh proofs of Valspar Quality —and it shows 
why Valspar’s full-page color ads in The Saturday 
Evening Post and Collier’s are real business- 
getters. Your copy is FREE—ACT NOW! 


“‘We have been handling 
Super Valspar since it was 
put on the market and we 
find the best use for it on 
table tops, outside doors and 
anything exposed to the 


S. J. Wolford & Son 
Columbus, Ohio 


DOORS 














Page Color Ads in The 
Saturday Evening Post 


and Collier’s 
Sell Valspar to Your 
Customers. 





Dear Si 


MARE... 


STREET ADDRESS... 
CITY’ AND STATE....... 


rs: 


I have read with interest the letters reprinted 
above. Kindly send me a copy of this free Booklet. 
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FIREMEN USE 
CHEMICALS 


“‘An oil heater in my store 
became overheated and ex- 
ploded. Since this fire was 
mostly an oil fire it was 
necessary for the firemen to 
use chemicals. Your 
Birks washed off the wood- 
work and to the astonish- 
ment of everyone 
store, it looked as good as 





The M. M. Alberts Paint Co. 
Hartford, Conn. 








































Valentine & Company, 388 Fourth Ave., N. Y. C. 


DEALERS 
Who Sell 


Ever find it slow to figure the selling price of a hundred feet of rope when you sell it by 
the pound? That is one of the things the Columbian Automatic Chart instantly does for 
you. It has the added advantage of figuring mark-up on any article you sell. And it also 
gives you a complete strength and weight chart for Columbian Rope. 


CALCULATES SELLING PRICE FOR ALL SIZES FROM 3/16” TO 112” 


Let us say you have a call for 100 feet of %” Columbian Tape-Marked Pure Manila Rope 
and your selling price is 28c a pound. Turn the disc until 28 appears in the slot at the top 
of the chart and glance down the column opposite %”. The price to the customer is $1.15. 
For 1” rope it is $7.56. It's as simple as that. No figuring necessary. 


FIGURES ANY DESIRED MARK-UP— 
PROVIDES WEIGHT AND STRENGTH CHART 


On the reverse side of the Columbian Aut tic Chart is a scale which makes it easy to 
figure mark-up. Turn the disc to the cost price in bottom slot, then look opposite percentage 
of mark-up desired on top scale and you have the correct selling price. On the back also 
you will find a weight and strength chart for Columbian Rope that is certain to be useful. 





You can get this handy chart without cost—provided you handle Columbi 
Rope—by merely writing us and giving your jobber’s name. Ask for the 
Columbian Automatic Chart. 
COLUMBIAN ROPE COMPANY 
352-80 Genesee St. 
Auburn, “The Cordage City,” N. Y. 
Branches: New York Chicago Boston New Orleans 


UMBIAN ssn ROPE 
PURE MANILA 
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GENERAL @ ELECTRIC 
CAN OFFER YOU THESE ADVANTAGES 


because only MAZDA lamps 
made by G-E are 





extensively advertised ! 


On y General Electric can offer its lamp agents 
a 3-point program that coordinates advertising. 
display, and merchandising to help make greater 
bulb sales and more profit. Because only Mazpa 
lamps made by G-E are so extensively advertised 
as to make this possible. For example: as a retailer 
you want: 

1. To increase store traffic —The more people who 
see your merchandise, the more merchandise you 
sell. G-E’s nation-wide lamp advertising, now in its 
39th year, is creating an increasingly greater pref- 
erence for lamps made by G-E. In 1937 alone. 
more than 400,000,000 lamp messages will appear 
in leading consumer magazines. It’s this advertis- 





ing plus window and store display that increases 
store traffic. 





2. More sales of all merchandise —General Elec- 
tric’s merchandising ideas and display material 
give you opportunities to increase the sale of every 
commodity you handle. 


SPREE TREN 





3. To increase the sale of bulbs — General Electric’s : 
EXTRA! sic 1. £.5. “SEEING IS BELIEVING’ CAMPAIGN WILL BOOST SPRING SALES. 


dvertising, display and merchandising ideas, aa gat aa - Stites a 
advertising, display an 8 - By tying in with the big L.E.S. Better Sight Lamp “Seeing Is Believing 


properly used and coordinated, make it possible campaign scheduled for this spring, you can bring even more customers 4 
> P . ° 7 ¢ ie’s 
for you to show a substantial increase in bulb sales. into your store, sell more portable lamps and more lamp bulbs than ever. is 


See your jobber for further details, or write direct to General Electric Company, Dept. 166, Nela Park, Cleveland, O. 


EDISON MAZDA LAMPS 


GENERAL &@ ELECTRIC 
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EVERY DETAIL OF THE 








Dollar for Dollar 


The Cooper Clipper 
is the Greatest of All 
Low Priced Mowers 
























Priced at 


$'79-50 


F. O. B. 
Marshalltown, 


Iowa 





Tue Cooper Clipper is a great new power 
mower selling at amirresistible low price, when you check every detail and f 
compare its fine points with any other power mower selling for less than 
$100.00. e Itis a completely powered mower, using the new Briggs & 


O xsey — ie be ti Stratton motor, the finest power unit of its kind. ¢ Its heavy duty Worces- 

epeN ao : ter Quiet-Mo (Special) Deluxe quality cutting unit, is the best that money 

O 18” fully adjustable, ball can buy. ¢ High grade rubber tires add to its smooth, easy operation. 
bearing reel. e Fully adjustable 18” ball bearing reel is made from the finest materials 

Wit obtainable. ¢ Cast aluminum alloy deck holds the motor rigidly in place, 

O aa cere les anes and strengthens the entire assembly. ¢ Elimination of all clutches reduces 
rer et pene, ; wearing parts. ¢ Simple adjustment is accomplished thru positive chain 
and sprocket takeup. e Check every important detail with any other 

@ Aluminum alloy deck. mower, and learn why the Clipper has more real quality at near the 

price. ¢ Ask your hardware jobber, or write us direct for details of the | 
Heavy duty Worcester opportunity to make more money selling this new mower to a new market. | 


Quiet-Mo (Special) Deluxe 
high quality cutting unit. 


memacvalty. rebhes See COOPER MANUFACTURING COMPANY 
412 South First Avenue » » » Marshalltown, Iowa 
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AMERICA’S FINEST LOW PRICED POWER MOWER 
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SECOND ROUND- 

The second round of the first 
test case of alleged violations of 
the Robinson-Patman Law took 
place in Chicago, IIl., on January 
28 and 29, 1937. This is the well- 
known Bird-Ward case. The first 
round was reported in HARDWARE 
AcE in our Dec. 31, 1936, issue. 
Another first hand report, dealing 
with the second round appears in 
this issue. Unfortunately, a group 
of retail witnesses, called in by 
the Federal Trade Commission 
were not of much help. They 
either forgot, changed their minds 
or were strangely yet completely 
oblivious to Montgomery Ward 
& Co. competition on floor cover- 
ings, despite their proximity to 
a large Ward store. I am glad 
to say they were not hardware 
men but came from the ranks of 
linoleum, furniture and such 
stores. So that you may continue 
to appreciate the difficulties inci- 
dent to investigation of alleged 
violation under the Patman Law, 
I urge you to read carefully the 
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report of the second round in this 
issue (page 67). 


PATMAN LAW- 


I still consider the Robinson- 
Patman Law the greatest single 
legislative effort promoted in the 
interests of independent distribu- 
tors. And I continue to believe 
that its greatest strength is in the 
observance of the “spirit of the 
law” and in the realization that 
its passage and administrative de- 
velopments (test cases, etc.) mark 
a trend in our legislative thinking. 
There is ample evidence that many 
producers are getting into line 
with revised sales policies and 
price structures. Of course some 
are seizing this law as an oppor- 
tunity for boosting price struc- 
tures. The majority are equalizing 
their price policies either because 
they believe in the “spirit of the 
law” or fear the consequences if 
caught violating its principles. In 
this procedure some hardships 
will be faced by larger dealers 
who enjoyed preferential dis- 


counts not warranted by their vol- 
ume — but that is unavoidable. 
Basically, the law promises more 
equitable prices to the majority 
and for that reason it is funda- 
mentally a sound premise and 
worthy of continued support. 


STATE LAWS- 


As suggested many times, on 
these pages, state Patman laws are 
required to properly obtain the 
fullest possible advantages from 
the (Federal) Robinson-Patman 
Law. A suggested model state 
law has been presented by the Na- 
tional Association of Retail Drug- 
gists whose Washington headquar- 
ters have very actively studied 
and promoted legislation helpful 
to retailers in all fields. The text 
of the suggested model state law 
will appear in our next issue 
for the information of our readers 
and in the hope that sufficient 
hardware groups will become in- 
terested and align their organized 
strength with the druggists, gro- 
cers and other interested retailers. 
No single retail group can hope 
to successfully promote the pass- 
age of such state laws. Collective- 
ly the independent retailers in any 
state represent formidable polit- | 
ical strength sufficient to get 
proper action. 


DAILY DOZEN- 


The retail hardware business is 
an active calling. In the good 
stores, hardware men are on their 
feet long hours and do plenty of 
walking about. A. M. Julseth, con- 
nected with Jacobson Bros. Hard- 
ware Co., of Rolla, N. D., has 
walked from 12 to 13 miles a day 
when busy and constantly aver- 
ages from 5 to 6 miles daily on 
ordinary days. He found this out 
by wearing a pedometer during 
store hours. Take the lower group 
of mileage figures, multiply by 
300 working days and we find Mr. 
Julseth walks a minimum of from 
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Brilliant 4-Color Display 
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One Turnover 10.91 Profit MERCHANDISE 


1 No. 401—26” 8 pt. Ship Hand Saw 
2 No. 65—26” 8 pt. Ship Hand Saw 
1 No. 51 —26” 8 pt. Ship Hand Saw 
dealer gets the brilliant FREE four- 1 No. 59 —26” 8 pt. Ship Hand Saw 
1 No. 11 —12” Compass Saw 

1 No. 2 —12” Compass Saw 

a minimum stock of saws and tools Stn ® “thdleas 


And in addition every hardware 








color display...with the purchase of 


1 No. 15 —11 1/2” Trowel 
12—7"' Hand Saw Special Files 


- ++ quality merchandise that will satisfy a customer 





and bring him back for more. Order through your 


jobber or write direct to Atkins. 

















E. C. ATKINS AND COMPANY, 410 SOUTH ILLINOIS STREET, INDIANAPOLIS, INDIANA 
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1500 to 1600 miles a year working 
in'the Jacobson store. 


NATIONAL INCOME- 


Expenditures of the Federal 
government in the fiscal year 1935 
amounted to 12.8 per cent of the 
national income as compared with 
13.6 per cent in 1934, according 
to the National Industrial Confer- 
ence Board. The decline in the 
percentage figure was due entirely 
to the increase in the national in- 
come during the period, not to re- 
duction in government spending. 
Federal expenditures increased 
slightly, rising from $6.8 billion 
in 1934 to $6.9 billion in 1935. 
The national income, however, ad- 
vance from $50.3 billion in 1934 
to $53.8 billion in 1935. 

The Conference Board’s study 
of the ratio of Federal expendi- 
tures to national income covers 
the 15-year period from 1921 to 
1935. In 1921 government ex- 
penditures amounted to 9.3 per 
cent of the national income. 
Thereafter the ratio was reduced 
each year, due both to rising in- 
come and a decline in expendi- 
tures, and reached a post-war low 
of 3.8 per cent in 1927 and 1928. 
From 1929 to 1933 the ratio 
increased uninterruptedly. The de- 
cline in the ratio in 1935 as com- 
pared with 1934 was the first that 
has taken place since 1927. 

The following table shows the 
ratio of Federal expenditures to 
national income in each of the 15 
years from 1921 to 1935: 


Federal Expenditure as Per Cent of 
National Income 


1921 9.3% 1929 3.9% 
1922 5.7% 1930 4.6% 
1923 48% 1931 6.1% 
1924 4.3% 1932 10.2% 
1925 40% 1933 10.8% 
1926 3.9% 1934 13.6% 
1927 38% 1935 12.8% 
1928 3.8% 


BARBER SHOP-— 


Ernest Lindeman, a New York 
City barber, is credited with a 
comment that offers good funda- 
mental sense for all businesses 
that contact the public for profit 
sales or services. Barbers are tra- 
ditionally gossippers, loquacious 
and pseudo-philosophical. Says 
Ernest to his helpers “Keep quiet. 
The customer does not come in 
here to get a college education.” 
This same pointed piece of in- 
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struction would serve well in some 
retail hardware stores whose sales 
staff are a self-appointed weather 
bureaus, weather prophets, polit- 
ical and social economists, etc. 


MORE HEADLINES- 


Several times I have commented 
on the inaccuracies of some news- 
paper headlines in dealing with 
the retail view on important legis- 
lation, notably the Patman Law, 
fair-trade laws, etc. Some good 
examples in large type are the fol- 
lowing: “Price-Fixing Divides Re- 
tailers” and “Supreme Court 
Decision on ‘Fair Trade’ Cases 
Widely Debated by Merchants.” 
In smaller type, however, in the 
same news story I read “Small 
Dealers Hail Opinion as Presag- 
ing the End of ‘Loss Leader’ Cut- 
ting” and “Larger Stores Oppose 
It.” And there you have the com- 
plete story told in headlines. An- 
other way of telling the story is 
to state that department stores, 
chains and mail order houses are 
against such legislative activities 
but that independent retail hard- 
ware men, druggists and grocers 
are for it. Numerically, the ap- 
proval has the votes but often the 
opposition is too efficient and too 
well financed in fighting such con- 
structive measures. The casual 
reader doesn’t get the full story 
unless he reads the entire story 
and all of the headlines, particu- 
larly the sub-headings. 


PRICE PHILOSOPHY- 


A prominent manufacturer who 
has successfully sold various lines 
to and through hardware channels 
has a gift for apt expressions. A 
recent letter has these gems: 
“Price cutting is a matter of news. 
Under and up to 5 per cent is only 
mild information. Ten per cent 
or more is news. No wholesalers 
ever loved a manufacturer ‘more 
than 5 per cent’ and no manufac- 
turers loved a wholesaler ‘more 


than 5 per cent’.” 


UNCLE SAM- 


Every time some progress is 
made in curbing price cutting, 
Uncle Sam himself upsets the 
apple cart. When the NRA was 
going strong and promised much 
in the way of making business 
competition decent, there were ex- 


ceptions in all codes, permitting a 
let-down on merchandise or ser- 
vices rendered to government. 
Then came the Walsh-Healey and 
Tyding Bills and the Robinson- 
Patman Law. These various legis- 
lative efforts, through equally as 
varied procedure, aimed at more 
legitimate and more profitable 
competition and decent wages. But 
always there was an exemption in 
favor of Uncle Sam. Why govern- 
ment’s purchases should be on a 
basis more favorable than enjoyed 
by those who pay taxes to make 
government possible, I don’t know. 
But always it is so. In the scheme 
of things, one might reasonably 
expect that in all reform activities, 
intended to improve business, and 
make competition more equitable 
through law, government would 
lead the way. Instead government 
seems to discourage its own reform 
programs by immediately claim- 
ing an exception to all the rules. 
This is at least inconsistent. 


GOOD ROADS- 

Whenever hardware men think 
about good road projects they 
naturally think of the late Horatio 
S. Earle, president of North 
Wayne Tool Co., Detroit, who 
pioneered such developments, par- 
ticularly in Michigan. The Earle 
Memorial Highway in that state 
is tribute to his wonderful efforts 
in this direction. He supervised 
the first mile of hard surfaced 
highway in the entire country and 
was for years Roads Commissioner 
of Michigan. In this issue is a 
story about road building projects 
developed by governmental 
agencies in Tennessee. This par- 
ticular road program was under- 
taken under TVA, WPA and simi- 
lar governmental; alphabetical 
agencies. A survey among whole- 
sale and retail hardware men in 
the area improved, indicates a 
thorough appreciation of the im- 
portance of good roads. Ad- 
mittedly this material and the 
photos come under WPA and TVA 
auspices. Nevertheless, there is 
an important point to this story 
—and it is that better roads mean 
better business. For several years, 
taxpayers have become increas- 
ingly worried about the high cost 
of the Federal Government’s vari- 

(Continued on page 138) 
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The new sport shop of Bab- 
cock, Hinds &. Underwood, 
Binghamton, N. Y., presents a 
modern appearance. Its ads an- 
nounce store events that bring 
in the customers. 
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have long looked to the 
hardware store of Babcock, 
Hinds & Underwood, Inc., Bing- 
hamton, N. Y., as a good place to 
get their needs for “fishin’ and 


He bs and hunters 


999 


huntin’” trips, but it was not un- 
til early in 1936 that the company 
branched out to seek sales for all 
manner of athletic equipment and 
sportsmen’s needs, with the grand 
opening of Babcock’s Sport Shop. 
It was a real grand opening that 
inaugurated the company’s special 
sport shop, in its own store, ad- 
joining the other premises occu- 
pied by the firm. For three days 
there were demonstrations of the 
manufacture of fishing lines and 
of the sewing of covers, by hand, 
on baseballs in the show windows. 
In addition there were motion 
pictures of a trip through an am- 
munition plant and exhibitions by 
a professional fly caster. Free 
souvenirs were given to adults— 
key cases made from football 
leather and Calftex cases for hunt- 
ing and fishing licenses. 

Most stores holding grand 
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Sport Shop a Success 


Binghamton, N. Y. 
hardware firm en- 
joys big benefits 
from demonstrations, 
displays, ads and 
newspaper publicity 
when grand opening 
was held. 





openings, whether they are of 
modest or elaborate proportions, 
hope and pray for good weather 
for such events. Real large estab- 
lishments even seek insurance to 
protect them against losses from 
inclement weather. When Bab- 
cock’s Sport Shop was opened the 
management found that poor 
weather was an advantage for as 
B. M. Babcock, secretary of the 
company, says, “Fortunately poor 
weather prevailed as larger crowds 
could not have been accommo- 


dated.” 
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Ski Expert Will Talk Here 
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Quality lines strike the keynote 
for Babcock’s Sport Shop. Says 
Mr. Babcock, “In every sport that 
we equip we have looked over all 
the manufacturers—and it is our 
belief that in each case we have 
selected the very best. When a 


Ouo Schuieds, Dartmouth College ski coach, whe will lecture on 


the sport here Tuskday night. 
S rt M - — yoy this, 
the result of initia- 
- _— tive on the part of 
Will Be Shown the firm, pH 
sportsmen into t 
Also by Coach store ; ened part- 
tees ly sold. 
Mester Will Appear 
at 





One of the foremost authorities 
on akling ‘in the United States, 


Otto Schniebs, will o 


customer comes to us for merchan- 
dise we want to be able to say, 
‘this is the finest that is made,’ for 
that particular sport. We make a 
specialty of servicing entire teams 
of clubs, schools and industrial 


News stories in the Bing- 
hamton papers were invalu- 
able to Babcock’s. But it 
took enterprise te make the 
news. 
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units, as well as wholesaling the 
general sporting goods lines to 
dealers.” 


Opening Was Big News 


The opening of Babcock’s Sport 
Shop was big news to sportsmen 
and athletes in and around Bing- 
hamton. Accordingly considerable 
newspaper advertising was done 
—ads in a variety of sizes being 
used, one being large enough to 
occupy the space which five com- 
plete columns of news items would 
take. One ad which showed the 
entrance to Babcock’s Sport Shop 
and two interior views said in 
part, “The formal opening is to- 
morrow, Friday and Saturday. Be 
sure to come! See for yourself 
this new, modern store with every- 
thing worthwhile for every sport. 
Merchandise out where you can 
see it, displayed in the latest mode. 
Intelligent salesmen who can ad- 
vise about sports, because they are 
sportsmen themselves. We believe 
this new shop is as fine as our 
athletic supplies .. .” 

Another ad with cartoon style 
illustration showed men and 
women rushing along and saying, 
“Everybody Going To Babcock’s 
Sport Shop Opening—Thursday- 


~*~ 
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Sewing covers on baseballs in Babcock’s window, Binghamton, N. Y. 





Friday-Saturday.” And below the 
figures the ad read, in part, “Don’t 
miss the grand opening of Bing- 
hamton’s exclusive sporting goods 
store—this week-end. You'll find 
a real sportsman’s paradise! A 
brand new store where you can 
select leisurely from the world’s 
finest sports lines for your favor- 
ite sport. Everything before you, 
modernly displayed.” Other ad- 
vertising named the experts from 
various factories whose lines are 
handled by the store and invited 
the public to “Come in and meet 
these gentlemen.” Signs displayed 
in the windows of the Sport Shop 
prior to the grand opening were 
removed the first day of the open- 
ing and the space was given to 
demonstrations of manufacturing 
steps in the making of baseballs 
and fishline. One sign stated, 
“Just name your favorite sport 
and we'll show you the finest 
equipment made for it.” 
Babcock’s Sport Shop is located 
at 123 State St. and adjoins the 
company’s hardware store, which 
runs through the block to 174 
Washington. The Sport Shop has 
its own separate entrance, with 
two show windows and is con- 
nected to the main store by an 





8-ft. doorway—a convenience to 
customers and an aid in encour- 
aging greater store traffic. 


A Model Sport Shop 


Of modern layout, the sport 
shop has a modernistic touch in 
the chairs for customers wishing 
to try on shoes for golfing, base- 
ball, tennis and other games or 
sports, or for those desiring to 
rest awhile. The interior color 
scheme is orange and blue. Ceiling 
lights are of semi-indirect type, 
while wall case and show window 
illumination is concealed. In every 
sense of the word the shop is a 
model store, there being plenty of 
room for sportsmen to examine 
guns, fishing tackle, baseball, ten- 
nis and football equipment as well 
as other lines of athletic goods to 
their heart’s content. Babcock’s 
Sport Shop measures about 18 by 
78 feet. 

Related lines are grouped to- 
gether as is the custom in any de- 
partment of an up-to-date hard- 
ware store. A full length mirror 
in the back of the store gives the 
golfer or tennis player a good 
view of his playing “form” or en- 
ables him to see how sports attire 

(Continued on page 126) 
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HARDWARE AGE 
FIFTY YEAR 
CLUB 





TWO HUNDRED AND 
TWENTY-EIGHT YEARS OF 
SERVICE with the J. Wiss & Sons 
Co., Newark, N. J., cutlery manu- 
facturers, is the total record of Al- 
bert Lehman, Gottlieb Ott, John 
Bohle and Paul Lee. 





Four of the older veterans of J. Wiss & Sons Co., Newark, N. J., and their years 
of association with the company are left to right:—Albert Lehman, 61 years; 


ALBERT LEHMAN was a lad Gottlieb Ott, 58 years; John Bohle, 57 years and Paul Lee, 56 years. 




































of 15 years when, back in 1876, he 

joined the Wiss company, and, like 

the other three members of the HARDWARE AGE 
FIFTY-YEAR CLUB who are affiliated with the Wiss 
company, has never worked in any other organization. 
Today, at the age of 75, he is active as a supervisor in the 
assembly department. Walking is his favorite pastime. 


GOTTLIEB OTT, next in order of age, is foreman of 
the heat treating shop and has been a Wiss man since 
1879. He is 73 years of age and is particularly happy 
when tending his garden. 


JOHN BOHLE, the “youngster” of the four, went 
with the Wiss people back in 1880. Like his fellow mem- 
bers of the club, he is a production man and at the age of 
69 looks back on a cutlery career that began in 1880. His 
favorite recreation is fishing. 


PAUL LEE, who is foreman of the drilling shop, 
joined the Wiss company in 1881 and is 70 years young. 
His favorite diversion is reading. 
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ALLEN H. SWALM be- 
gan his retail hardware career 
in 1875 at the age of fifteen as 
a sales clerk for A. J. Luburg, 
Shenandoah, Pa., hardware 
retailer, and bought his em- 
ployer’s store in 1892, remain- 
ing there until 1907, at which 
time he moved to Pottsville, 
Pa., buying out the business 
of D. L. Esterly & Sons. Until 
1933 he operated the store in 
Pottsville as the Swalm Hard- 
ware Co. and although that 
year marked his retirement as 
a hardware retailer, he has 
since been active in business 
as a purchasing agent, in 
which capacity he is happy to retain his contact with the 
hardware trade by purchasing paints, fencing, etc. 


ALLEN EH. SWALM 
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The First Test Case Hearing 









Federal Trade Com 
mission incestipates 
alleged violation of 
law by Bird Oreanisa- 


MAROWARE Ace DECEMBER 91, 1986 


Under the Robinson-Patman Law 







If you read the report of the first Robinson-Patman test case you will want to read the second 


chapter published here. 


The Second Chapter of the 


First Patman Test Case Hearings 


More than a dozen retail witnesses prove disappointing, furnish- 

ing only general statements about competitive conditions faced 

in areas where Montgomery Ward & Co. operate. Hearings to 
continue at Dallas and Houston, Texas. 


HE second chapter of the Bird- 

Ward test case, investigating 

alleged violations of the Robin- 
son-Patman Law, took place at Chi- 
cago, Ill., on January 28 and 29, 
1937. Sessions were held at the 
Knickerbocker Hotel with Trial Ex- 
aminer Charles F. Diggs presiding, 
as before. The Federal Trade Com- 
mission was again represented by 
William L. Pencke assisted by 
George Carmichael, an investigator 
for the Commission on whose find- 
ings these particular sessions were 
developed. Montgomery Ward & 
Co.’s legal battery was again headed 
by Stuart A. Ball, secretary of the 
company, and Bird & Son was repre- 
sented by Richard J. Potter and John 
Palfrey, surviving partners of the 
late Pierpont Stackpole, who previ- 
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By CHARLES J. HEALE 


ously represented this respondent. 

These sessions were devoted to an 
effort to obtain pertinent testimony 
from more than a dozen retailers, op- 
erating in areas adjacent to Ward’s 
retail operations in Chicago and in 
Joliet, Ill. Apparently, all of these 
retailer-witnesses had been visited 
and interviewed by Mr. Carmichael, 
prior to the hearings. Presumably, 
Mr. Pencke’s examination of these 
witnesses was premised on comments 
and statements furnished Mr. Car- 
michael but in the net result the testi- 
mony in the aggregate amounted to 
very little. 

If these witnesses had given evi- 
dence of being injured by the com- 
petitive selling prices of Respondent 
Ward, there would have been data 
needed to comply with that section of 
the Robinson-Patman Law, which re- 


quires that discriminatory prices be 
shown as the basis for selling com- 
petition on a basis that is harmful. 
Practically every witness stated 
that many customers complain about 
prices and claim that “other stores” 
sell cheaper but that such tactics by 
consumers are not important because 
of their frequency. Most of them 
also said they tried to show such 
prospective buyers that their lines 
were better, etc. They all agreed 
that price competition was severe and 
getting worse and was harmful but 
would not place any of the blame 
for such price competition on Ward. 
Their answers on this point were 
vague and general. The Commission 
tried hard to tie down each witness 
to commit him to a statement that 
Ward prices hurt his business but 


(Continued on page 158) 
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Spring Demands Snappier 


Window Trims 


HERE may be times when a 
little neglect of windows 
may get by with little notice, 
but in springtime there is one im- 
perative command for the hard- 


ware store —snappier windows! 
Hardware windows call upon 

















housekeepers to brighten up their 
homes, to buy new furnishings and 
renew things generally; therefore 
the example and incentive should 
be set by the store in its own dis- 
plays, both window and store. The 
window should be thoroughly 
cleaned, not only the glass but the 
background, a new coat of fresh 
paint being provided if your back- 
ground is of a paintable type. The 
idea is to suggest brightness and 
newness in the window that the 
customer may look upon it and 
find it so pleasing that she will 
be inspired to buy new things for 
her home. 


These windows are designed to 
put this thought over with a bang. 
Put your best work into them and 
you will find that you too can 
make a “clean up” on merchan- 
dise that should be made to move 
while the moving is good. 
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Builders’ Hardware and Tools displayed by Popken Hardware Co., Oak Park, Ill. 
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The farmer comes to town more 
frequently when roads are good. 
The picture, second from top 
shows the condition of a road be- 
fore WPA improvement. The other 
photos show the new roads. Good 
roads and substantial bridges are 
essential to increased farm trade in 
rural communities. In circle: Col. 
Harry S. Berry, Tennessee WPA 
Administrator whose idea started 
the National WPA Farm-to-Market 
road program. 


The Farm- 
Will Help 
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HAT decided advantages 

I for the retail hardware mer- 
chant, in both industrial 

and agricultural areas, will come 
from the farm-to-market better 
roads programs is very definitely 
established by the experiences of 
hardware men in Tennessee. The 
opinions of both wholesalers and 
retailers confirm this according to 


a recent investigation gathered by © 


the WPA operating in Tennessee. 

Improved markets for farmers’ 
produce due to better road condi- 
tions, increased motor travel, ac- 
celerated tourist and vacationist 
traffic, all spell increased sales for 
the retailer and particularly the 
hardware man. One observer, a 
southern railroad executive, states 
that the program will “eventually 
touch the life of every individual 
in this country, wherever he may 
live. That means a big push to 
business, too.” The road program 
itself has put some 939,000 men 
into employment in all of the 
states, 

Of the answers received from 
hardware men, both wholesale and 
retail, 97 per cent were emphati- 
cally of the opinion that bridges, 
grading, surfacing and other road 
improvements would better the 
farmer’s markets by making them 
more accessible, reducing trans- 
portation costs, lessening break- 
age and spoilage of farm produce. 
Farm-market road building has 
helped smaller towns more than 
any other WPA activity, say many 
of the merchants. Exactly 95 per 
cent of those answering agreed 
that the road building and repair- 
ing will bring many more rural 
residents to towns and cities. This 
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the Hardware Dealer 


opinion is given because of the 
fact that roads heretofore impass- 
able many months of the year due 
to hub-deep mud or backwaters in 
low places will be made usable 
the year ’round by construction of 
culverts and bridges. Often a 
single bridge or fill-in will open 
up miles of territory, not only 
bringing farmers to town more 
frequently but enticing townspeo- 
ple to the country either as resi- 
dents or visitors. 


Tourist Traffic 


Some of the most brilliant 
scenery in the country is in the 
Tennessee rural areas and tourist 
traffic is, judging by the results 
of a recent survey of opinions of 
hardware men, expected to show 
a great increase as the roads be- 
come known to the rest of the 
country. Historic spots hitherto 
seldom visited by persons from a 
distance will now become familiar 
to thousands. All these factors 
will contribute to the increased 
volume of business done in the 
areas served by the better roads. 
Citizens who will benefit the way- 
side vendor of farm produce, the 
rural craftsman with his rustic 
furniture, pottery, baskets or 
home sewing, whose revenue from 
wayside customers would natural- 
ly reach the retail stores in the 
towns and villages, in payment for 
fencing, tinware, roofing, paint 
and household necessities of every 
kind. 

The TVA lakes promise much 
in the way of sporting areas. Nor- 
ris Lake alone has more than 800 
miles of shore line and the WPA 


is busy in a small-lake program. 


The lakes will not only aid in the 
conservation of water, benefiting 
stock and dairy farmers, but hard- 
ware men will come in for a share 
of profits through the sale of fish- 
ing tackle and other sporting 
goods. 

The cost of the farm-to-market 
road work is financed jointly by 
the WPA and the various counties 
in which the work is done. In 
Tennessee the counties receive a 
part of the license tag funds plus 
two cents per gallon accruing 
from a total of eight cents per gal- . 
lon gasoline tax. Out of this ap- 
portionment the counties provide 
matching funds in the ratio of 30 
per cent county and 70 per cent 
WPA. Federal funds are allocated 
on the basis of relief load on this 
type of work and run from $432 
to $594 per man-year. The wage 
scale is based on population den- 
sity. It follows that in small, 
sparsely settled counties both the 
traffic and relief loads will be low. 
Funds coming from the revenues 
mentioned and from WPA aid, 
consequently, will be proportion- 
ately low. 

At the head of the WPA in Ten- 
nessee js Colonel Harry S. Berry. 
Colonel Berry is a strong believer 
in transportation facilities. He 
originated the national WPA 
farm-to-market movement and is 
giving his state ‘recognition by 
providing five first-class airports, 
one of which, at Nashville, will be 
a model for the nation. Being a 
West Pointer, and having won a 
Congressional medal in combat 
service, and an engineer who once 
headed the State Highway Depart- 
ment at the height of its activity, 
it is natural that he should lean 
to transportation facilities that 
may be important in national de- 
fense plans. Further, he knows 
that the bulk of relief labor is of 
the unskilled type best fitted for 
manual work of the kind needed 


on roads. 
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HARD WEAR 
Speak Seven Languages 
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These advertisements 
have an unusual angle 
that gives them a per- 
sonality—or at least 
reflect the personality 
of the man who wrote 
them—in this case A. 
L. Kommers, of An- 
tigo, Wis. 


These 
for 


Antigo, Wis., dealer 
gets a human touch 
into his advertise- 
ments that makes 
people receptive to 
buying suggestions 





mers, Antigo, Wis., have 
more than usual interest in 

the advertising messages written 
and published weekly in the local 
newspapers over the hardware 
firm’s signature. Mr. Kommers 
gets a human touch into his ads 
so well that customers look for 
them to see what unusual thing he 
has to say. They ask of him 
“what is to be in next week’s ad?” 
“Since 1916,” says Mr. Kom- 
mers, “instead of merely jotting 
down the cash receipts, I put 
down ‘weather cloudy’, ‘rain’, 


(Uj nea of A. L. Kom- 
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e 
r | A. L. Kommers 


Quart of Paint, others ask only 50c and less. 


| Unusual Ads Attract Customers 


MY CUSTOMERS often say to me Al you ask 95c for a Good 
Why is that? 


Here Is The Answer 
MY PAINT CONTAINS NO 


‘snow , if eighty degrees or above, ieee Meaning 
I note how much—if zero or be- p ‘ 


Calcium Sulphate 3 
Vegetable Oil Si 
Mineral Spirits 
Emulsion 


low, I mark down how much.” 
This hardware merchant also 
notes special local or national 
news along with his cash receipts 
and these jottings come in handy 
when writing later advertisements. 
For instance: “November 24, 
1936, one twenty-six p. m., Wil- 
son elected on a recount. My re- 
ceipts were $52.30 and it rained 
here. Election was November 7.” 
“May 21, 1937, Lindberg arrived 
in France. Antigo weather fair, 
cash receipts $219.65.” 

There is an appealing off-hand- 
edness about Kommers’ advertis- 
ing that puts it over locally. Tak- 
ing the information from his copy 
of Harpware Ace he ran the fol- 
lowing: 


salesman what are the ingredients (if he knows). 
proportions are correct. 







the sun took the 
that oli. But now 
Field St. in the 
So you see, 


i 1 I was told ' 
a boy going to schoo o 
fo ts. the soil and ~ ae bt a argh pn 
i ifferent. € : om 
a png ‘nothing for the sun to work on in Ju 
s 


another dry spell. 


FRIDAY AND SATURDAY ~~ . 
Four Hour Varnish, 99c a Gallo 


! 
YESTERDAY'S PRICE WAS AN ERROR 


A. L. KOMMERS 


HARDWARE FOR HARD WEAR 


oming, July 3-4-5 
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(Continued on page 124) 


Powder Sand 

Chalk 

Plaster 

Burnt Plaster of Paris 
Not Linseed Oil 
Kerosene 

Water 


The next time you are offered Quality Paint for less than 95c a quart, ask the 


Call 306 and I'll tell you if his 




















Study these little ad- 
vertisements and note 
the off-hand style that 
inspires confidence in 
the store. Many hard- 
ware dealers can draw 
inspiration for their 
own copy. The ads 
here get the person- 
ality of the dealer 
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| hae re the Family to the Legion Home Cc 


over to the public. 
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Spring Merchandise Tables 
T’S cleaning time! With your increase the sales from your display play them with good effect. They 
windows nicely trimmed with tables if you will fill your bins with are in full view, easily accessible 
bright, attractive displays, make fresh, well cared for merchandise and always replenished. Never let 
sure that the suggestion of home and then see to it that your overhead the bins get to a point where selec- 
brightening is carried into the store, illumination is just the right inten- tion is retarded. It may appear that 
where the actual purchases are sity to make the items look their one or two in a bin are sufficient to 
made. Cleaning and polishing sup- best. supply the demand, but customers 
plies can be well displayed or they The syndicate stores get volume like to make selection from full bins, 
can look badly. You can materially sales on these items—-and they dis- in the belief that one particular ar- 
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ticle is a shade better than the 
others. Of course, it is imaginary 
on the part of the customer, but en- 
courage the shopper by -having full 
bins. It costs less in the end. You 
do not lose as many sales. 

You will note on the plan layout 
of the table illustrated that the num- 
ber to the bin is given as well as the 
price suggested. The suggested table 
arrangements are intended for 
March display, when the cleaning 
and polishing season is in full 
swing. 

A plumbing goods counter is one 
which hardware dealers are finding 
more profitable and sales producing, 
particularly in the turnover items 
pictured in the illustration on the 





+, 
Bited 


i pet 


bottom of this page. They are se- 
lected in their best selling sizes. 

It may be easy to permit such 
items as plumbing supplies to get 
into a disorderly condition and over- 
look the cleaning and dusting of the 
bins. It is fully as important to care 
for this type of merchandise as any 
other, because the mere orderly ap- 
pearance and absence from dust 
makes sales occur more readily. Re- 
member to use price tickets on each 
bin as indicated in the illustration, 
in order that your tables may do 
their full duty. 

A plumber may not actually need 
a small valve, a few nipples, or any 
of the number of items displayed on 


ie wae 
bars 
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the tables, besides the item he calls 
for, but such a display will cer- 
tainly remind him of one or more 
items he will be glad to take along 
for some use he had not thought of. 
And, even though he may not ac- 
tually purchase it at the time he 
makes the other purchase he will 
remember you have it when he does 
need it. 

Display tables like these are con- 
stant reminders of items the cus- 
tomer has only vaguely in mind or 
not at all, but the secret of success 
with them is full bins, plain pricing 
and clean merchandise. Three of a 
kind beat two pair—see that you 
have these three factors working 
hard on your tables. 
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ASSETS 


CURRBNT 

| ere near pe rete 

Accounts Receivable— 
Aare 

Notes Receivable—Trade . 

DE sci Gao winacca 


Comparative Balance Sheet Dec. 31, 1936 


Dec. 31 Dec. 31 Increase 
1935 1934 Decrease* 
$2,484.16 $1,932.08 $552.08 
23,181.75 22,010.15 1,171.60 
2,100.00 2,315.10 215.10* 
84,295.67 75,482.91 8,812.76 








Total 


Prepaid Values ............ 
Store Fixtures ............ 
Automobiles & Trucks....... 
Office Equipment .......... 





Current ....:. $112,061.58 











$101,740.24 $10,321.34 
824.25 830.72 6.47* 
6,028.42 5,914.85 113.57 
2,117.95 2,117.95 
1,741.18 1,741.18 








Total Assets ........ $122,773.38 








$112,344.94 





Net INCREASE IN ASSETS 


LIABILITIES 


CURRENT 


Accounts Payable—Trade. 
Notes Payable—Trade ... 
Notes Payable—Bank .... 
Accrued Payroll ......... 
Accrued Taxes .......... 








$10,428.44 






$9,867.92 $11,251.74  $1,383.82* 
18,485.46 20,272.80 1,787.34* 
10,000.00 000.00 2,000.00* 

782.30 794.25 11.95* 


952.60 


827.70 




















*Decrease in Assets or Liabilities. 


Total Current ....... $40,088.28 $45,146.49  $5,058.21* 
Reserve for Depreciation . 3,879.42 2,890.67 988.75 
Capital Invested ........... 50,000.00 50,000.00 
Undivided Profit ........... 28,805.68 14,307.78 14,497.90 

Total Liabilities ..... $122,773.38 $112,344.94 

NET INCREASE IN 

LIABILITIES ........ 


$10,428.44 








J. C. SNELL 


There is only one fig- 
ure of any real value in 
a balance sheet—the one 
which shows the amount 
of equity the owner has 
in his business—just how 
much more does the pro- 
prietor own over what he 
owes. 











Adequate Accounting Records 


By J. C. SNELL 


Of the Accounting Firm of Snell- 
Austin & Co., Los Angeles, Calif. 


HERE are certain princi- 
ples in connection with 


adequate accounting rec- 
ords that should be maintained. 
They should be simple in form, 
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and at the same time be so con- 
structed that they reflect the true 
results of operations of a basi- 
ness over definite periods. They 
sheuld automatically reflect the 
financial status of the organiza- 
tion at definite specified dates, 
after all financial transactions 
have been recorded, and should 
be susceptible to current reports 





which will reflect to the manage- 
ment the “soft spot” in a busi- 
ness, if any, and serve as a guide 
in formulating the future policies 
of operations. 

The profit or loss from oper- 
ations should be ascertained at 
the end of each thirty-day period. 
It is not sufficient for the man- 
agement to know the profit or 
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loss at the end of the year, as a 
number of months have already 
passed by during which time 
any element of mismanagement 
or error of policy might have 
been corrected, and change the 
results of the operations for the 
year from a loss to a profit. It 
is not enough for the manage- 
ment to know that he has made 
a profit over any particular pe- 
riod, but he should also know 
where these profits are finally 
reflected. Profits may be re- 
flected in two different places, 
either in the increase of assets 
or a decrease in liabilities. This 
can easily be determined by com- 
paring the assets and liabilities 
at the close of a period with the 
same items at the beginning of 
the same period. The records 
should be so constructed that this 
information is automatically ob- 
tainable. 

One of the major reasons for 
adequate records is that informa- 
tion may be furnished showing 
whether or not the business can 
be conducted at a profit. By de- 
partmentalizing it can readily be 
determined which department is 
operating at a profit and which 
department is operating at a loss, 
and if certain departments are a 


burden on other departments or 
on the business as a whole. 

By carefully considering your 
business it is not difficult to divide 
it up into departments. An ordi- 
nary division might be Hardware, 
Housewares, Paint, Implements, 
etc. It is not a difficult matter to 
segregate the sales under these 
various departments. The cost of 
sales by departments can be 
found by some adequate method 
of costing out the sales, either on 
an actual cost basis of each in- 
dividual sale or on a percentage 
basis. The latter method, we be- 
lieve, is the most practical. It is 
sufficient for all practical pur- 
poses, and its accuracy can be 
proven when a physical inventory 
is taken, and if necessary adjusted 
for the following period. 

After the sales have been ac- 
cumulated by departments, and 
cost of sales determined under the 
same divisions, the gross profit 
is available on each department. 
This is the difference between the 
sales and the cost of merchandise 
sold. This gross profit must be 
sufficient in each department to 
pay all items of overhead and 
contribute a net profit to the busi- 
ness. 

The accounting records should 


be so constructed that an intelli- 
gent itemized statement of over- 
head expense is available. All 
direct expenses in connection with 
any particular department should 
be allocated to that department. 
After this has been done, there 
will remain certain items of ex- 
pense, as overhead, that must be 
borne by all departments. The 
total of these items should be 
spread to departments on some 
equitable basis so that each de- 
partment will stand its true pro- 
portion of overhead. After this 
is done, the results shown will be 
the net profit or loss by depart- 
ments. By this method it is easy 
to determine the class of mer- 
chandise that is being handled 
at a profit and also the class that 
is being handled as a burden to 
other departments. 

With the Merchandise Account 
properly segregated by depart- 
ments it is easy to determine the 
monthly or annual “turn over” 
by departments. This is very im- 
portant in operating a profitable 
business with a minimum work- 
ing capital. 

The following illustrates the 
method of computing inventory 
“turnover” : 

(Continued on page 122) 





Amount 
$174,838.75 


128,856.34 
Gross Profit .... $ 45,982.41 


EXPENSES 
Advertising 
Bad Accounts 
Depreciation 
Salaries 
Rent 
General Overhead 


2,118.14 
1,842.17 
988.75 
17,178.46 
2,400.00 
6,956.99 


Total Expenses $31,484.51 
Profit or (Loss). $14,497.90 


( ) Indicates Loss. 





Profit and Loss Statement for 12 Months Ending Dec. 31, 1936 
Total 


Hardware 


% To 
Amount Sales 


$80,496.76 100.0 
52,472.16 
"$28,024.60 


% To 
Sales 


100.0 
73.7 


26.3 


65.2 
34.8 


1,205.82 
814.15 
452.50 

10,142.22 

1,018.40 

3,183.31 


$16,816.40 
$11,208.20 


18.0 
8.3 


20.9 
13.9 


Houseware 


Amount 
$42,874.91 


29,874.18 
$13,000.73 


506.94 
408.15 
230.18 
3,221.69 
666.10 
1,715.00 


$6,748.06 
$6,252.67 


Paint 

Jo To 
Sales 
100.0 


% To 
Sales | 
100.0 


69.7 


30.3 


Amount 
$51,467.08 
90.4 


46,510.00 
$ 4,957.08 9.6 


405.38 


2,058.68 
$7,920.05 
($2,962.97) 


15.7 
14.6 








It will be noted that in the paint section, a loss is shown of $2,962.97, or 5.7 per cent. 


The store as a whole makes a gain of 


8.3 per cent on gross sales. 


“Hardware” an 


*“*Houseware”’ sales 


profits would be nearly $3,000.00 more had the “Paint” section been eliminated. These figures were purposely 
worked out in this fashion to show how a hardware dealer must departmentize and watch the showings of each de- 
partment in his store. A chart of this sort enables the dealer to analyze his figures and to put his finger on the 
weak parts of his business. In this case “Paint” should be receiving better window, newspaper and general pub- 
licity. Perhaps too much stock is carried for the amount of business done, perhaps the right kind of paint is not 
carried for the locality needs. Anyway, the paint section requires considerable thought. 
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News of Retailers, Jobbers 
and Manufacturers and 


Salesmen 
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W. B. DODGE ADDRESSES 
HARDWARE BOOSTERS 





WALTER B. DODGE 


“Why New York Salesmen Are | 
Underpaid,” was the subject of | 
an address by Walter B. Dodge, | 
general sales manager, Yale & 
Towne Mfg. Co., Stamford, Conn., 
at the Jan. 29 meeting of the 
Hardware Boosters held at Pon- 
tin’s Restaurant, 47 Franklin 
St., New York City. Mr. Dodge 
stated that the hardware _busi- 
ness is recognized as necessitat- 
ing a longer and more intensive 
training than almost any other 
endeavor. He urged thinking of 
things that members of the in- 
dustry, as a group, can do to 
improve business, as any im- 
provement here helps business in 
other sections. Every salesman 
is, he declared, in business with 
everyone whom he sells, and all 
a salesman gets out of business 
is what he puts into it. All 
branches of the industry are de- 
pendent upon each other; if one 
fails others are affected. A lively 
discussion followed Mr. Dodge’s 
address. 

Jerome Kassewitz, William L. 
Blumberg Co., New York City, 
said that the Robinson-Patman 
act will be beneficial to the hard- 
ware industry and that he looks 
for a great improvement in busi- 
ness. He emphasized that a 
jobber can only pay his salesman 
in accordance with what he 
makes, 

George H. Griffiths, president, 
Harpware Ace, declared that 
salesman are paid in accordance 
with their value to the company, 
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which is affected by the effort 
they put into business. “If you 
give you will get.” 

Seymour Sears, manufacturers’ 
representative, said there was too 
much thinking as to how cheap- 
ly something can be sold. Mr. 
Sears emphasized that unless a 
salesman’s house is making 


| money, the salesman cannot make | 
| 


any. 

The following new members 
were elected: Harry M. Soutar, 
Willard H. Kemp, Kenneth M. 
Lanyon, and Arthur Segerdell, 
all of Yale & Towne Mfg. Co.; 
Conrad Kunz, Fred L. Stellwagon 
& Son, New York City, and L. H. 


| Johnson, W. J. Dennis & Co., 


Chicago. Vice-President, M. E. 
Wyckoff, Hardware World, pre- 


sided. 


MOHAWK VALLEY ASSN. 
ELECTS OFFICERS 


W. E. Kidd, Canajoharie, N. 
Y., was elected president of the 
Mohawk Valley Hardware Deal- 
ers Association for 1937, at the 
Jan. 14 meeting of the associa- 
tion at the Hotel Utica, Utica, 
N. Y. Roy McGibney, Herkimer. 
was elected 
John Spohn, 
treasurer. 

Members at the meeting ex- 
pressed their approval of the 
continuance of the Milk Control 
Board, holding that the main- 
tenance of prices paid the farmer 


vice-president and 


Utica, secretary- 








will benefit the hardware and 
other industries. The possibility 
of steel strikes was discussed as 
a depressing factor on the hard- 
ware business. 


NEW HAVEN HDWE. CLUB 
ELECTS OFFICERS 


At the annual meeting of the 


| New Haven Hardware Club held 





at the Dutch Treat Tea Room, 
Jan. 14, the following were elect- 
ed officers for 1937: president, 
Edward M. Walsh, E. M. Walsh 
Co.; vice-president, Edwin L. 
Dickinson, Lightbourn & Pond; 
secretary, William E. Janswick, 
The John E. Bassett & Co., and 
treasurer, Charles H. Anderson, 
F. S. Platt Co. The entertain- 
ment committee is composed of 
Gordon H. Marvin, chairman, 
Jackson Marvin Hardware Co. 
Membership committee includes 
Mr. Janswick as chairman and 
Louis L. Rosenberg. L. L. Rosen- 
berg Co., and Fred H. Wilcox, 
The John E. Bassett & Co. 





STOLLBERG HDWE. CO. 
EXPANDS QUARTERS 


The Stollberg Hardware Co., 
wholesale, Toledo, Ohio, has 
leased a three-story brick build- 
ing in the rear of its present 
preperty at Ontario and Monroe 
Streets, giving the company an 


additional 50-foot frontage on | 


Ontario St. and 30,000 additional 
square feet of space. 








| Salesmen of the Townley Metal & Hardware Co., Kansas City, 


Mo., met at the mills of the Keystone Steel & Wire Co., Peoria, 
Ill., for a sales conference Jan, 22. A feature of the program was 


an inspection tour through the mills. S 


ted at the speakers’ table 











in the above photograph are, left to right: M. J. Matusak, Mace 


Advertising Agency; 


W. Townley; 


D. P. Sommer, general 


superintendent, Keystone; W.H. Gardner, general sales manager, 
Keystone; A. A. Nelson, assistant sales manager, Keystone; E. R. 
Morrison, chairman, Townley board; O. A. Brock, advertising 
manager, Keystone; and C. H. Busby, Townley sales manager. 





HARDWARE MEN ON 
COMMERCE COMMITTEE 


At the annual dinner meeting 
of the retail division of the De- 
catur Association of Commerce 
in the Decatur Club, Decatur, 
Ill., Jan. 27, three hardware mer- 
chants were elected to the 15- 
member executive committee, 
which will direct merchandising 
and other activities during 1937. 
The are, Roy Black, Black & Co.; 
Robert Humphrey, Morehouse & 
Wells Co., and Walter Dennis 
of B. M. Dennis & Son. 

A feature of the meeting was 
an address by J. T. Meek, Chi- 
cago, secretary of the Illinois 
Retailers’ Association. Mr. Meek 
spoke on the Robinson-Patman 
Act. Robert Vail, a local at- 
torney, discussed consumer re- 
action to retailing in Decatur. 


O-PAN-TOP MFG. CO. 
MOVES QUARTERS 


The O-Pan-Top Mfg. Co., 
manufacturer of carpet sweep- 
ers, has announced removal of 
its general offices and factory to 
497-511 New Jersey Railroad 
Ave., Newark, N. J. The com- 
pany’s new telephone number is 
Bigelow 8-2652. 


NEW FIRM WILL 
MAKE RIVETS 


The General Rivet Co., has 
been organized at 1313 W. 80th 
St., Cleveland, Ohio, to manu- 
facture a complete line of hollow 
rivets of copper, and 
bronze. Officers of the company 
are Clark McConnell, president 
and treasurer; W. H. Schwab, 
vice-president and general man- 
ager, and B. B. Johnson, secre- 
tary. 


steel, 


N. Y. PAINT, VARNISH 
ASSN. MOVES 

The New York Paint, Var- 
nish & Lacquer Association has 
moved its offices to 360 Furman 
St., Brooklyn, N. Y. The asso- 
ciation’s new telephone number 
is Triangle 5-1974. 
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HOUSE FURNISHING 
BUYERS ELECT 


Fred Cowperthwaite, H. & S. 
Pogue Co., Cincinnati, Ohio, was 
re-elected president of the Na- 
tional House Furnishing Buyers 
Club. Vice-presidents _ elected 
are: P. M. Jelense, The Dayton 
Co., Minneapolis, Minn.; A. R. 
Malone, J. L. Hudson Co., De- 
troit, Mich.; Julius Hertzberg, 
S. Kann Sons Co., Washington, 
D. C.; C. W. Amos, Scruggs- 
Vandervoort-Barney Dry Goods 
Co., St. Louis, Mo.; A. Porce- 
lain, Jordan-Marsh Co., Boston, 
Mass., and P. Weil, Denver Dry 
Goods Co., Denver, Col. Louis 
Zinngrabe, The Fair, Chicago, 
was elected secretary-treasurer, 
and Warren Edwards, secretary, 
National House Furnishing Man- 
ufacturers Association, Chicago, 
corresponding secretary. 

The board of directors elected 
are: F. Cowperthwaite, C. S. 
Maginnis, James Ginsburg, Rob- 
ert Johns, A. C. Berg, W. A. 
Ricker, and T. E. Maley. Ad- 
visory committee to the National 
House Furnishing Manufacturers 
Association consists of: C. S. 
Maginnis, F. Cowperthwaite, P. 
M. Jelense, Robert Johns, W. A. 
Ricker, A. C. Berg, and A. R. 
Malone. 


ALABASTINE CO. HOLDS 
SALES CONFERENCES 


At a recent three-day sales 
meeting of the Alabastine Co., 
Grand Rapids, Mich., 28 execu- 
tives and salesmen of the com- 
pany were present. John C. Cor- 
coran, treasurer and_ general 
manager and Will H. Hall, sales 
director, presided over the meet- 
ings. 

Mr. Corcoran spoke on the 
Robinson-Patman Act and _ the 
company’s plans for selling its 
products within the terms of that 
law. He also commented on the 
progress of the company during 
the past year in the manufacture 
of the complete oil paint, enamel, 
and varnish line, in addition to 
the regular line of Alabastine 
wall finishes. Mr. Hall discussed 
the various phases of the mer- 
chandising plan of the company 
for this year. 

W. T. Hegg, director of pro- 
motion and advertising, an- 
nounced the company’s program 
for advertising and sales promo- 
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tion plans for 1937. Harry C. 
Jones, general factory superin- 
tendent, with the aid of his fac- 
tory assistants, demonstrated the 
special features of the Alabastine 
Oil Paint Line, and O. W. 
Jarred spoke with regard to the 
present brush situation. A trip 
was then made through the com- 
pany’s oil plant. A dinner meet- 
ing was held at the Browning 
Hotel, and the salesmen all ex- 
pressed themselves in an encour- 
aging manner, after which talks 
were made by V. M. Tuthill, 
president, Mr. Hall and Mr. Cor- 
coran. 


CHANGES IN AMERICAN 
STEEL & WIRE CO. 


C. F. Hood, who has been 
vice-president in charge of oper- 
ations of the American Steel & 
Wire Co., Cleveland, has been 
appointed executive vice-presi- 
dent, a newly created office. 





c. F. HOOD 


M. W. Reed, who has been 
Mr. Hood’s assistant and chief 
engineer, has been named vice- 
president in charge of opera- 
tions, succeeding Mr. Hood. H. 
B. Jordan, who has been man- 
ager of the Cleveland district 
mills, has been named assistant 
to the vice-president. G. H. 
Rose, formerly construction en- 
gineer, has been appointed chief 
engineer. B. H. Gedge, who has 
been superintendent of the Cuya- 
hoga works, succeeds Mr. Jordan 
as manager of the Cleveland 
district mills and is succeeded 
by W. F. Munford, who has 
been assistant superintendent of 
the Cuyahoga works. 





G. F. SMITH ON LAKES 

EXPOSITION COMMITTEE 

G. Franklin Smith, president, 
Osborn Mfg. Co., Cleveland, has 
been elected to the executive 
committee of 25, which will 
guide the 1937 Great Lakes Ex- 
position in Cleveland. 





G. FRANKLIN SMITH 


Industry, science, and agricul- 
ture set the theme for “The 
Making of a Nation,” this year’s 
central attraction. Grounds which 
covered 125 acres on Cleveland’s 
lake front last year are being 
enlarged to include many new 
attractions for the 1937 show, 
which opens May 29. 





SOUTHERN JOBBERS RULE 
ON ENTERTAINMENT 


At a recent meeting of the 
executive committee of the 
Southern Hardware Jobbers As- 
sociation, a resolution was ap- 
proved by unanimous vote, re- 
questing that those giving cock- 
tail parties and dinner parties in 
connection with the coming con- 
vention of the association at New 
Orleans, April 19 to 22, start all 
cocktail parties not later than 
6.00 P. M. and end all dinner 
parties not later than 8.30 P. M. 

The purpose of the resolution 
is to insure more prompt and 
more complete attendance at the 
opening joint business meeting 
of the two associations on Mon- 
day night, April 19, and at the 
general convention entettainment 
features, which will be arranged 
for the two following nights. 








GOODRICH CO. MAKES 
PERSONNEL CHANGES 


B. W. Huling has been named 
assistant manager of the automo- 
tive accessories department of 
The B. F. Goodrich Co., Akron, 
Ohio; E. R. Bell, assistant man- 
ager in charge of miscellaneous 
merchandise, and T. H. Clarke 
continues as assistant manager in 
charge of batteries. 

F. E. Stephan, M. B. Wilcox 
and Clyde Withers have been ap- 
pointed special department rep- 
resentatives. Mr. Stephan will 
handle the St. Louis, Kansas 
City, Dallas, Houston, and New 
Orleans districts; Mr. Wilcox, 
the Buffalo, Pittsburgh, Cleve- 
land, and Detroit districts, and 
Mr. Withers, the Washington, 
Charlotte, Atlanta, and Cincin- 
nati districts. P. V. McLaugh- 
lin has been assigned to special 
duties with the department, with 
headquarters in Akron. 

R. E. Noble has been named 
manager of the Charlotte, N. C., 
district, succeeding C. L. Camp 
bell, who has been appointed 
manager of the Philadelphia dis- 
trict. 





ACKNOWLEDGMENT 


Through the courtesy of 
Edward L. Poss of the 
Minnesota Retail Hard- 
ware Association, we were 
permitted to present to 
our readers, in the Jan. 
28 issue of HArpWarE 
AcE, a number of photo- 
graphic views of the Jen- 
sen Hardware Co.’s newly 
modernized store in Roch- 
ester, Minn. An uninten- 
tional omission occurred 
when we failed to men- 
tion the fact that this 
fine store was designed 
and the new installation 
made by Mr. Poss. Harp- 
WARE AGE regrets this 
omission and _ congratu- 
lates Mr. Poss and the 
Minnesota Retail Hard- 
ware Association on the 
arrangement of this mod- 
ern, efficient, hardware 
store. 
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REPUBLIC GIVES KELLY 
NEW POSITION 


F. A. Kelly, manager of the 
Culvert Division of the Repub- 
lic Steel Corp., has been ap- 
pointed building products co- 
ordinator, attached to the general 
sales department of the corpora- 
tion. The new position was 





F. A. KELLY 


created because of the wide in- 
terest the corporation has in the 
building field through its sub- 
sidiaries, the Truscan Steel Co., 
the Berger Mfg. Co., and Steel 
& Tubes, Inc. The resumption 
of the Berger Mfg. Co. as a pro- 
ducer of building materials was 
recently announced. 

Mr. Kelly has been associated 
with Republic since 1931, when 
he became vice-president and 
general manager of the Canton 
Culvert Co., then a subsidiary. 
He spent some years as a news- 
paper man and in 1927 joined 
Electric Research Products, Inc., 
the sound division of Western 
Electric Co. Following two years 
with that organization he became 
vice-president of the Enterprise 
Aluminum Co., Massillon, in 
1929, continuing there until he 
joined the Republic subsidiary. 

WASHING MACHINE 
MFRS. ELECT 


C. G. Frantz, president of the 
Apex Electrical Mfg. Co., Cleve- 
land, has been reelected for the 
third time as president of the 
American Washing Machine Man- 
ufacturers’ Association. William 
H. Voss, Voss Bros. Mfg. Co., 
Davenport, Iowa, was elected 
treasurer for the 30th successive 
year. He has served continuously 
in that office since the forming 
of the organization. 

Other officers for 1937 are: 
R. D. Hunt, the Dexter Co. Fair- 
field, Iowa, vice-president; 
Walter K. Voss, Voss Bros. Mfg. 
Co., assistant treasurer. The fol- 
lowing executive board was elect- 
ed: Edward N. Harley, Jr., pres- 
ident, Hurley Machine Co., 


Maytag Co. and W. Neal Galla- 
gher, Automatic Washer Co., 
Newton, Iowa; L. C. Upton, pres- 
ident, Nineteen Hundred Corp., 
St. Joseph, Mich., and A. H. 
Labisky, Barton Corp., West 
Bend, Wis. 

At the annual meeting of the 
association in Chicago, President 
Frantz declared, “American wo- 
men will put at least 2,250,000 
home laundering appliances into 
their homes this year and the 
proportion of full installation of 
both units will break all record.” 





IRON & HDWE. GROUP 
HOLDS BANQUET 


The New England Iron and 
Hardware Association held its 
' 44th annual banquet at the Hotel 
Somerset, Boston, Jan. 21. Over 
150 representatives of the hard- 
ware, iron, steel and metal indus- 
tries of Massachusetts were in 
attendance. 

Following the dinner, Presi- 
dent George M. McClintock 
made his welcoming address and 
introduced Alfred H. Marchant 
of the Boston Post as toastmas- 
ter. The principal speakers of 
the evening were “Bill” Cunning- 
ham, sports editor of the Boston 
Post, and the Reverend Samuel 
M. Lindsey. Mr. Cunningham 
spoke on his experience while at- 
tending the Olympic Games while 
the Rev. Mr. Lindsey discussed 
his experiences in Berlin and 
Russia. Both warned their lis- 


teners that we ought to realize 
the great liberty of thought and 
speech we have in the country 
and guard it zealously. 





EXTEND TAX PAYMENT 
DEADLINE TWO MONTHS 


First quarter payments due 
on Title 9 of the Social Security 
Act based on payrolls of 1936 
have been extended two full 
months, the deadline having been 
extended until April 1. There 
will be no penalty incurred—no 
assessment of interest--in fail- 
ing to file returns during that 
two months’ period. The delay 
permits a more adequate and 
careful presentation of the tax 
payable and also permits the use 
of current funds for that much 
longer a period of time. This 
extension of time applies only to 
Title 9 (Unemployment Compen- 
sation Insurance) of the Social 
Security Act. 

F. W. HEITMANN CO. 
ELECTS OFFICERS 


The following were elected 
officers of the F. W. Heitmann 
Co., wholesale, Houston, Tex.: 
F. A. Heitmann, president and 
manager; J. W. Dittmar, vice- 
president and assistant manager; 
Mrs. F. A. Heitmann, vice-presi- 
dent; H. A. Newman, secretary- 
treasurer, and G. E. Ploeger, 
assistant secretary-treasurer. The 
officers were also elected direc- 
tors of the company. 








The first meeting of the Hard- 
ware Trade Association of New 
York was held at the Railroad 
and Machinery Club, 30 Church 
St., New York City, Thursday, 
Jan. 28. Among the 40 present 
was Frank Campbell, sales man- 
ager, Fayette R. Plumb, Inc., 
Philadelphia, representing the 
hardware luncheon club of simi- 
lar purpose in Philadelphia and 
after which the New York club 
is patterned. 

H. L. Gilliam, Wood Shovel & 
Tool Co., president of the club, 
conducted the meeting and the 
election of officers, following the 
luncheon. By-laws were adopted, 
providing for: eligibility to mem- 
bership on active and contribut- 
ing lists, of wholesale dealers 
and manufacturers of hardware 
and kindred lines in the greater 
New York area, New Jersey, and 
Connecticut; active members 
shall pay annual dues of $15.00, 
which will be used to defray all 
luncheon expenses; a fine of 
$1.00 shall be ordered by the 
Chairman on any member guilty 





Chicago: George M. Umbreit. 
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HARDWARE TRADE ASSN. OF NEW YORK 
HOLDS ITS FIRST MEETING 





of bringing up specific business 








matters of a controversial nature 
in the course of lunchecns, and 
regular meetings to be held on 
the third Tuesday of each month 
at 12.30 P. M., and adjourned 
at 2.00 P. M. 

The purpose of the club is 
avowedly to create a more cordial 
feeling among its members 
through frequent social gather- 
ings, for the furtherance of mu- 
tual interest and the gathering 
of information. 

The officers are, president, H. 
L. Gilliam; vice-presidents, W. 
W. Edwards, Federal Haidware 
Co., W. E. Clapp, The Yale & 
Towne Mfg. Co., H. C. Dienst, A. 
P. Dienst Co.; secretary, E. S. 
Norvell, E. C. Atkins & Co. 
Directors are: 1 year, R. E. Doti, 
Igoe Bros.; M. C. Harriman, 
American Iron and Steel; 2 
years, W. E. Hanson, Hanson & 
York; Charles J. Heale, Harp- 
warE AGE; 3 years, Fred Scholl, 
Long Island Hardware Co.; Wil- 
son F. Barnes, N. Y. Wire Cloth 
Co. Chairmen of committees: 
wholesale committee, Herbert E. 





FATHER AND SON JOIN 
AS MFRS. AGENTS 





JOSEPH T. HUGHES and 
BEN LOWE HUGHES 


Joseph T. Hughes and his 
son, Ben Lowe Hughes, have re- 
cently became associated as 
manufacturers’ agents, handling 
the lines of several manufactur- 
ers through the eastern states. 
They have consolidated their 
activities as Joseph T. Hughes 
& Son with offices at 9823 Lake 
Ave., Cleveland, Ohio. 

Mr. Hughes, the elder, repre- 
sents the Wood Shovel & Tool 
Co., Piqua, Ohio, in eastern 
Ohio, New York outside of the 
New York City area, Pennsyl- 
vania, and New England; the 
Union Fork & Hoe Co., Colum- 
bus, Ohio, in eastern Ohio, Penn- 
sylvania, New Jersey, New York, 
outside of New York City area, 
and New England; the Warwood 
Tool Co., Wheeling, W. Va., in 
eastern Ohio, Pennsylvania, New 
York, outside of the New York 
City area, and Delaware, and the 
American Pullmatch Co., Piqua, 
Ohio, in eastern Ohio and Penn- 
sylvania. His son will assist his 
father in these activities, and 
calling upon wholesalers and 
mill supply firms. 

Joseph T. Hughes was former- 
ly associated with the Ames 
Baldwin Wyoming Co., for 24 
years. He began his hardware 
career at his father-in-law’s 
shovel plant, C. H. Myers, Beaver 
Falls, Pa., for whom he traveled 
in 26 states. He then went to 
Boston for four years and to 
Pittsburgh for two years. Five 
years ago Mr. Hughes became 
associated with the Wood Shovel 
& Tool Co., and for the past 
two years has been a district 
sales manager for the Union 
Fork & Hoe Co. On Jan. 1, he 
took on the Warwood Tool Co. 
and American Pullmatch Co. 
lines. 

Ben L. Hughes, upon his grad- 
uation from the Boston Univer- 
sity, became associated with the 
W. Bingham Co., Cleveland. For 
the past two years he has been 
calling on industrial plants with- 





Edge; golf, R. E. Doti. 





in 100 miles of Cleveland. 
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50TH ANNIVERSARY OF 
PETERS CARTRIDGE 


The Peters Cartridge Co., 
Bridgeport, Conn., is celebrating 
the golden anniversary of the 
founding of the company on 
Jan. 24, 1887. The ammunition 
company was established by 
G. M. Peters, a Baptist clergy- 
man and son-in-law of J. W. 
King, president of the King 
Powder Co. The first building 
was located on the site of the 
present plant on a strip of land 
between the Little Miami River 
and the hills at Kings Mills, 
Ohio. 

Mr. Peters developed the 
mechanically-loaded shotgun 
shell using the “round-table” 
machine which has been in use 
in the industry since that time. 
The new method of loading shot- 
gun shells aided the efforts of 
the industry then to produce 
fixed loads for shotgun ammuni- 
tion, which was just then coming 
into the field, and which marked 
a distinct improvement in the 
accuracy of the ammunition. The 
most noteworthy advance in am- 
munition making which the 
company has made for the in- 
dustry was probably the electric 
spark photographing machine. 
By this process, the effect of 
shot patterns, leakage of gases 
and the pressure of gun wads 
on the shot column has been 
determined and more accurate 
ammunition has been achieved. 

In May, 1934, the Peters Cart- 
ridge Co. was acquired by the 
Remington Arms Co., which now 
operates the plant at Kings Mills 
as a division of the Remington 
company. Remington Arms is 
a partly-owned subsidiary of E. 
I. du Pont de Nemours & Co. 





PEXTO ADDS TO 
SALES FORCE 


Robert P. Kelly, experienced 
in hardware sales, has become 
associated with The Peck, Stow 
& Wilcox Co., Southington, 
Conn. He is traveling in the 
eastern part of the country at 
present and represents the com- 
pany’s tools and hardware divi- 
sion. 

SCHAEFFER BRUSH 
MOVES QUARTERS 


The Schaeffer Brush Mfg. Co. 
has moved into new offices and 
plant at 117 W. Walker St., Mil- 
waukee, Wis. 


GUILDENER REPRESENTS 
FREDERICK TRADING CO. 


J. Russell Guildener, Jr., is 
representing the Frederick Trad- 
ing Co., wholesale hardware, 
Frederick, Md., in Virginia and 
western Maryland. His _ head- 





FEBRUARY 11, 1937 








| quarters are at 112 South Pros- 


pect St., Hagerstown, Md. Mr. 
Guildener is the son of J. Rus- 
sell Guildener, who represents 
Starline, Inc., Harvard, IIl., and 
a grandson of the late Frank 
Guildener, who represented Sar- 
gent & Co., New Haven, Conn. 





FAIRBANKS, MORSE NAMES 
REPRESENTATIVES 
W. Paul Jones, general man- 
ager, Fairbanks, Morse & Co., 
Home Appliance Division, In- 
dianapolis, Ind., has announced 
the appointment of J. H. Hop- 
wood, R. E. Eshman, W. H. Hay- 
ward, and D. B. Keller, as spe- 
cial representatives to assist dis- 
tributors in applying sales plans 
and adapting the national pro- 
gram to local conditions. 





VALSPAR NAMES CENTRAL 
DISTRICT MANAGER 

E. Koldhoff, associated with 
Valentine & Co., New York City, 
for 12 years, has been promoted 
to the central sales managership 
of the company. Mr. Koldhoff 
gained his first merchandising 
and retail selling experience in 
his father’s store near Scranton, 
Pa. He became connected with 
Valentine in 1924 and has sold 
Valspar products to both the 
paint and automotive trades 
throughout New York and Cen- 
tral Pennsylvania. 

Oliver Williams has been ap- 
pointed resident manager for 
the company. Ralph H. Riker 


-of the Valentine Trade Sales or- 


ganization has assumed charge 
of the sales of Valspar Marine 
finishes in the East. Mr. Riker 
is well versed on paint prob- 
lems and on the type of mer- 
chandising and sales promotion 
most beneficial to the dealer and 
the yard. 

NORTH & JUDD NAMES 

WEST COAST AGENT 

T. C. DeLoach of the sales de- 
partment of North & Judd Mfg. 
Co., New Britain, Conn., has 
been appointed sales representa- 
tive for the company on the 
Pacific Coast, with headquarters 
in the Postal Telegraph Bldg., 
San Francisco, Cal. Mr. De- 
Loach has had broad experience 
in the hardware business and is 
thoroughly acquainted with the 
varied lines manufactured by the 
company. 

He succeeds J. T. McDevitt, 
who represented the company on 
the Pacific Coast for the past 
36 years, and who retired from 
active business Jan. 1, 1937. 





WALL ROPE APPOINTS 

NORDBY SUPPLY CO. 
Wall Rope Works, Inc., 48 
South St., New York City, has 
appointed the Nordby Supply 





Co., 1300-02 Western Ave., Seat- 
tle, Wash., distributor in that 
territory. 





REMINGTON NAMES MGR. 
SHOOTING PROMOTION 


Frank J. Kahrs has been ap- | 


pointed manager of shooting pro- 
motion (rifle section) for the 
Remington Arms Co., with head- 
quarters at Bridgeport, Conn. 
For a number of years Mr. Kahrs 
has promoted rifle shooting, and 
maintained an intimate contact 


| with riflemen throughout the 
country. He will now devote his 
| entire time to that activity. 





NEW YORK DEALER 
WISHES CATALOGS 


Nicholas Garbis & Co., Inc., 
| retail, 912 Eighth Ave. New 
York City, would like to receive 
| manufacturers’ catalogs on hard- 
| ware, housefurnishings, paints, 
inp ing electrical goods and 
| also list prices for general mer- 
| chandise. 





Hardware Products In Demand 
Throughout Flooded Areas 


Hardware Men Busy Serving Human Needs 


Once again large areas of the 
country have been stricken by 
turbulent flood waters. Thousands 
upon thousands are homeless. 
They have been put in dire need 
of food, clothing, shelter, and es- 
sential equipment with which to 
begin the work of rehabilitation. 
To the more fortunate cities have 
come calls from the flooded ter- 
ritory appealing for flashlights 
and batteries, lanterns and oil 
stoves. Collapsible cots are 
needed. Three and _ five-gallon 
jugs or bottles for water are in 
demand. This, for a time, was 
the only way of obtaining drink- 
ing water. 

Again this year, as in the last, 
hardware firms, not the least 
struck by devastating floods, 
have rendered invaluable  ser- 
vices to stricken communities. 
Reports have come from several 
firms in the flooded area that 
have been more fortunate in es- 
caping serious damage. They 
have given freely to alleviate suf- 
fering and flood damage, and will 
play an even larger part in the 
reconstruction work that is now 
under way. 

From Luther R. Stein, vice- 
president and general manager 
of the Belknap Hardware & Mfg. 
Co., wholesale, Louisville, Ky., 
we learn that water in the base- 
ment damaged only heavy hard- 
ware, which can be salvaged, and 
that 90 per cent of the stock re- 
mained unharmed. The entire 
organization has been working 
tirelessly, sending goods out on 
a 24-hour schedule to supply the 
variety of needs that have arisen. 

The Columbia Steel Tank Co., 
Kansas City, Mo., proved itself 
ready to act in the emergency. 
In response to a long distance 
call from Mr. Stein, E. L. Bier- 
smith, assistant sales manager of 
Columbian, had scores of work- 
men and office employees in the 
factory preparing boats for ship- 
ment to Louisville in the early 


hours of the morning following 
the call. So efficiently did the 
forces work that early the fol- 
lowing morning the first two car- 
loads of boats left the loading 
dock. The remainder, consisting 
of 200 round and flat-bottom steel 
boats, left in other cars before 
noon to be used for relief pur- 
poses. 

W. F. Kennedy, president, Ott- 
Heiskell Co., wholesale, Wheel- 
ing, W. Va., writes that his com- 
pany’s quarters suffered two rises, 
the first coming into the sub- 
basement to a depth of about 2 
ft., leaving, then returning in a 
few hours to a depth of about 
4 or 5 ft. Fortunately, however, 
the stock had been removed be- 
forehand and no damage was suf- 
fered. 

Other hardware firms had pre- 
pared themselves similarly and so 
suffered no damage to stock. 
Greer & Laing, Wheeling, W. Va., 
had 2 ft. of water on its office 
floor. The American Hardware 
Supply Co., Pittsburgh, Pa., had 
8 ft. of water in its basement. 
Joseph Woodwell Co., Pittsburgh, 
was perhaps the most fortunate, 
for the water receded in time to 
prevent any damage. 

In the flooded areas there will 
be many retail hardware stores 
which will have suffered complete 
damage to its stocks. These will 
be sorely in need of new catalogs 
and price lists, and the receipt of 
these from manufacturers and 
wholesalers will help them great- 
ly in restocking their shelves. 


RELIEF CONTRIBUTIONS 
TO RALPH S. ALLEN 


As chairman of the Hardware 
Division in the New York met- 
ropolitan area of the American 
Red Cross, Ralph S. Allen, Dia- 
mond Expansion Bolt Co., Inc., 
48 W. Broadway, New York City, 
will accept contributions for re- 
lief in the flooded areas. 
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PHILA. GROUP TOLD TO 

BEWARE OF RACKETEERS 

Robert L. Davis, regional di- 
rector of the State Unemploy- 
ment Compensation Fund, told 
retail hardware men to beware 
of racketeers who are calling on 
owners of stores and small busi- 
nesses and selling them blanks 
purporting to be required in 
keeping records of employees 
under the compensation act. Mr. 
Davis addressed the Jan. 21 
meeting of the Retail Hardware 
Association of Philadelphia in 
Stouffer’s restaurant. 

Mr. Davis is a former con- 
gressman and directs the ad- 
ministration of the Unemploy- 
ment Compensation Act recently 
passed by the Pennsylvania State 
Legislature. He said that such 
blanks are not required by law 
and that the racketeers are sell- 
ing them for as high as $6.00, 
record books, that can be dupli- 
cated in any stationery store for 
15 cents or so. 

William A. Kilian, third vice- 
president of the association, dis- 
played a book of forms sold him 
by a young woman, who called 
at his store, representing herself 
as being from the Social Security 
offices. She not only charged 
him an exorbitant price but mis- 
informed him on the provisions 
of the law. 

Mr. Davis also warned against 
unscrupulous accountants who 
are profiting by ignorance of the 
new laws on the part of many 
business men, by proffering and 
charging for services the Unem- 
ployment Compensation Bureau 
gives without charge. 

Roy Geppenger, sales man- 
ager of the Supplee-Biddle Hard- 
ware Co., gave the men some 
hints on the outlook for spring 
business. “Painting up and re- 
decorating the store has much 
to do with influencing sales,” he 
said, “for the ration of 88 per 
cent of the buying being done 
by women prevails for the hard- 
ware store as well as any other 
retail establishment.” 


MASBACK HARDWARE CO. 
TO HOLD OPEN HOUSE 


Invitations to attend an “At 
Home” day, Feb. 21 and 22, from 
10 a. m. to 4 p. m. at the Mas- 
back Hardware Co., wholesale, 
326-330 Hudson St., New York 
City, are being mailed to its 
dealers in the New York metro- 
politan area. Of interest to dealers 
will be the displays of manufac- 
turers’ new products, not included 
in the company’s catalog, and 
the display of its private brand, 
Red Diamond, merchandise. Each 











floor of the company’s quarters 
will also feature a special dis- 
play. A buffet luncheon will be 
served. 

Masback Hardware, in addi- 
tion to the Loring Lane Co., was 
also recently appointed distribu- 





tor of the Yard Man “Silent” 
Lawn Mower line. 

On Saturday evening, Jan. 9, 
the third annual supper-dance at 
the George Washington Hotel, 
New York City, was tendered by 
the Masback sales force and the 





Masback Hardware Co. to all 
members of its organization. 
E. R. Masback addressed a few 
words of greetings to the assem- 
blage and the features of the 
affair were a floor show and con- 
tinuous dancing. 


s—= OBITUARY = 


FRANK C. NICHOLS 


Frank C. Nichols, 68, for 
nearly 30 years vice-president of 
Colt’s Patent Fire Arms Mfg. 
Co., Hartford, Conn., and as- 
sociated with the company for 
36 years, passed away Jan. 6, 
after an illness of several months. 





F. C. NICHOLS 


Mr. Nichols came to Hartford 
in 1901 as a salesman for Colt’s 


and in 1905 was made sales 
manager. He became vice-presi- 
dent on Feb. 14, 1907. In 


addition to his executive duties, 
he was in charge of the export 
business of the company. 

He leaves his widow, and two 
grandchildren. 





HERMAN HAAS 


Herman Haas, 83, who fought 
Indians from the driver’s seat 
of a stagecoach, died Jan. 24 at 
his home 500 W. 112th St., New 


| York City. 


Mr. Haas came to the United 


| States from Germany at the age 


of 14 and went to Portland, Ore., 


| where he first worked in a de- 





partment store and then as a 
horse dealer. In 1876, he started 
driving a mail coach over the 
line between Baker City, Ore., 
and Silver City, Idaho. Mr. 
Haas later became a merchant 
in Baker City, then contracted 
to supply ties to the Oregon 
Short Line as it pushed its way 
down through Idaho. Finally 
he opened a store in Weiser, 
Idaho, when the only other busi- 
ness establishments were six 
saloons and a smithy. The store 
grew with the community until, 
during the war, it covered an 





entire block. Mr. and Mrs. 
Haas have lived in New York 
since 1920 but their name is 
perpetuated in Weiser by “Haas 
Grange,” a section of the town 
donated by Mr. Haas as a site 
for schools, churches, and other 
public uses. He leaves his 
widow, and a son, Louis G. Haas, 
who operates the Haas Hardware 
of St. Albans, Long Island, New 
York. 


FRED J. DUESBERRY 


Fred J. Duesberry, 49, presi- 
dent of the Flint Die and Tool 
Co., Flint, Mich., passed away 
recently. Mr. Duesberry came 
to Flint in 1916, becoming a 
tool and die maker at the Buick 
factory. He was night super- 
intendent in the sheet metal 
plant, No. 12, when he organized 
the die and tool company with 
a partner. His widow, a daugh- 
ter, and a son, Eugene, survive. 





G. MURRAY WILSON 
G. Murray Wilson, 85, hard- 


ware man of Washington, Pa., 
died at his home there, Jan. 24. 
He had been associated with the 
D. B. Baker hardware store since 
he moved to Washington in 1896. 
He leaves a son, Leroy Wilson, 
three grandsons and three grand- 
daughters. 


E. CLARE DUNHAM 

E. Clare Dunham, 51, a mem- 
ber’ of the Dunham Hardware 
Co., Lansing, Mich., passed away 
Jan. 26 following an emergency 
operation. Since the retirement 
of his father from active par- 
ticipation in the hardware com- 
pany, Mr. Dunham had been its 
general manager. He was also 
at one time an alderman on the 
Lansing city commission. He 
leaves his widow, three daugh- 
ters, a son, Brayton, and his 
father. 


WILLIS H. WILLIS 
Willis H. Willis, 74, engaged 
in the hardware business at 
Lynchburg, Va., for 45 years, 
passed away recently after a long 
illness. His widow, a son, and 
a daughter survive. 





ALBERT T. KALTWASSER 

Albert T. Kaltwasser, 56, trea- 
surer of the Witte Hardware Co., 
St. Louis, Mo., passed away re- 





cently of heart disease. Mr. 
Kaltwasser had been connected 
with the company since 1899 
and had been treasurer for the 
past 10 years. He is survived 
by his widow and a son. 





EDWARD JARMAN 
Edward Jarman, 56, of the R. 
E. Jarman & Son Hardware Co., 
Baxley, Ga., died suddenly Jan. 
24 of apoplexy. His widow and 
three brothers survive. 





RUSSELL W. HARPER 


Russell W. Harper, 59, presi- 
dent and treasurer of Harper & 
McIntire Co., Ottumwa and 
Cedar Rapids, Iowa, wholesale, 
died at his home there Jan. 26. 
He had been ill only a few days. 

Mr. Harper started with the 
company as a clerk and when 
the company was incorporated 
in 1913 was elected treasurer 
and several years later vice- 
president. His elevation to the 
presidency followed the death of 
his brother, C. S. Harper. He 
also had served on the member- 
ship committee of the National 
Hardware Association. His 
widow and a son, Russell W. 
Harper, Jr., survive. 





GEORGE C. HEMENWAY 


George C. Hemenway, 78, 
founder of the Hampden Mfg. 
Co., Inc., metal specialties, 17 
Warren St., New York City, 
passed away Jan. 16. He had 
been president and treasurer of 
the company since its organiza- 
tion in 1912. He leaves two 
daughters, a grandchild, and a 
brother. 

HUDSON COUNTY 
ASSN. ELECTS 


At a recent meeting of the 
Hudson County Hardware and 
Housefurnishings Association, 
New Jersey, M. B. Perlman, Jer- 
sey City, was reelected president; 
J. Perkle, Union City, secretary, 
and Herman Krug, Union City, 
was elected treasurer. 





OHIO RETAILER 
WISHES CATALOGS 
The George F. Dinser Hard- 
ware, 3540 Montgomery Road, 
Cincinnati, Ohio, dealer in 
paints, glass, and household 
utensils, would appreciate receiv- 
ing manufacturers’ catalogs. 
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TOOL BUYERS ARE COMING TO TOWN 


They are invited to see the new 
TRUE TEMPER Tools—the tools with 
six new features that add beauty 
and value. And are these buyers 
excited? For they want new models 
with modern improvements, in 
tools as well as automobiles. Now 
TRUE TEMPER provides the first 
real improvement in farm and 


garden tools for over twenty years. 


And so, to our thousands of friends 
in the hardware trade we say, 


“Don’t miss the boat.” 


Al jv TRUE TEMPER 


FORKS © RAKES © HOES © SHOVELS © AXES © HATCHETS © HAMMERS © SCYTHES « FISHING RODS AND BAITS * GOLF SHAFTS 


FEBRUARY 11, 1937 


The buyers are coming to town — 
be ready to show them the new 
TRUE TEMPER Tools. Your jobber 
can supply you or we will gladly 
send you the name of a nearby 


distributor who can. 


The exclusive new TRUE TEMPER 
tubular ferrule makes forks stronger, 


more beautiful and easier to use. 











We are putting our shoulder to 


the wheel to help make this the 
best tool year you have ever known. 
Full page advertisements in lead- 
ing farm and garden papers. Store 
displays and selling helps that set 
a new high in beauty and punch. 


Write us today and get your share. 


The American Fork & Hoe Co. 
Makers of Essential Tools 
CLEVELAND, OHIO 








AMERICAS 
FINEST TOOLS 
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FRANK H. SPINK 


New President 


FRED ACKARMAN 


Retiring President 


HERBERT J. HODGE 
Sec.-Treas. 

















Western Association 


Protests Federal Aid 


for Consumer Co-ops 


World's largest sectional retail hardware organization—The 
Western Retail Implement and Hardware Association, meeting 
at Kansas City, Mo., on Jan. 19 to 21, 1937, for its 48th annual 
convention, adopted a resolution expressing unalterable oppo- 
sition to the granting of special privileges by Federal or other 
departments of government to Consumer Co-operative Asso- 
ciations. The association's veteran secretary-treasurer, Herbert 
J. Hodge, was re-elected for his 48th term, and Frank H. Spink, 
president of the Bunting Hardware Co., Kansas City, Mo., was 
elected president, succeeding Fred Ackarman of Sedan, Kan. 


1TH a registration of ap- 
W\ proximately 2,900, and with 
1,970 present for the annual 
banquet, the 48th annual convention 
and exhibition of the Western Retail 
Implement and Hardware Associa- 
tion, at the magnificent new six and 
one-half million dollar Municipal 
Auditorium, in Kansas City, Mo., on 
Jan. 19 to 21, inclusive, 1937, will 
be recorded as one of the most suc- 
cessful meetings ever held by the 
nation’s oldest, and largest retail 
hardware organization of its type. 
The organization’s roster of nearly 
2,500 dealers, is comprised of mem- 
bers from Kansas, Oklahoma, Mis- 
souri, and parts of Colorado, Wyom- 
ing and Nebraska. All activities, in- 
cluding the business sessions, the 
huge banquet and the big exhibition 
were held under the one roof. Prob- 
ably the most important of the many 
resolutions adopted registered em- 
phatic objections to the spending of 
public funds for the development or 
promotion of Consumer Co - opera- 
tives and similar enterprises. 

At the opening business session, 
Tuesday morning, group singing was 
led by past president Fred L. Taylor, 
Lyons, Kan., and the invocation was 
delivered by the Rt. Rev. Robert N. 
Spencer, Bishop of West Missouri, 
Protestant Episcopal Church. Col. 
Ruby D. Garrett, acting for the 
mayor in the latter’s absence from 
the city, officially welcomed the con- 
vention to Kansas City. Convention 








duties were assigned by secretary 
Hodge. The president’s address was 
then delivered by Mr. Ackarman, 
who declared that dealers will be 
facing many new problems in the 
year ahead, but that prospects for 
further business improvement were 
excellent, and he urged members to 
make an intensive drive in order to 
take full advantage of the upturn. 
He emphasized the existing oppor- 
tunity for increased sales and profits 
by citing the fact that the farmer at 
present spends only $1.05 out of 
every $100 for implements, while 
very few farm homes are completely 
outfitted with modern equipment and 
conveniences, and practically all 
buildings whether urban or rural are 
badly in need of paint. 

In presenting his report secretary 
Hodge called attention to the mark- 
ed progress that has been made to- 
ward national recovery during the 
past year, and asked the member- 
ship to remember that the obliga- 
tion of helpfulness is just as great 
in recovery as in times of stress. 
Following sections of the report: ex- 
plained a problem arising from an 
intricate questionnaire which the 
Federal Trade Commission has mail- 
ed to implement dealers in connec- 
tion with its investigation of the 
agricultural implement industry; re- 
viewed the efforts being made to cor- 
rect the method of computing the 
index number of the wholesale price 
of farm equipment, as prepared by 
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...but there’s no question about the 


WORLD’S BIGGEST MAGAZINE 


HERE’S very little difference in the size of the 
world’s longest railroad tunnels—so little that 
few people could name them—but it’s no puzzle to 
name the world’s biggest magazine. For The American 
Weekly is twice the size of its nearest competitor! 
With a weekly circulation of nearly 6,000,000— 
double that of any other magazine, The American 
Weekly supplies advertisers with the greatest mass 
selling support thatcan be 
had. And themanufactur- 
er who uses The American 
Weekly for his advertis- 
ing is backing you, the 
retailer of the every-day 
necessities and luxuries of 
life with a selling force 


THE 


Greatest 
Circulation 
in the World 





















The 
AMERICAN 
WEEKLY 






oman, | 





NEARLY NEAREST 
6,000,000 COMPETITOR 
CIRCULATION 


CIRCULATION 





**The National Magazine with Local Influence’’ 


Main Office: 959 Eighth Avenue, New York City 


that assures you quicker turnover and greater profits! 


What The American Weekly is 


The American Weekly is the largest magazine in 
the world. It is distributed through the 17 great 
Hearst Sunday Newspapers. In 627 of America’s 995 
towns and cities of 10,000 population and over, The 
American Weekly concentrates 67% of its circulation. 

In each of 174 cities, it reaches better than 

one out of every two families 

In 144 more cities, 40 to 50% of the families 

In an additional 134 cities, 30 to 40% 

In another 175 cities, 20 to 30% =" 

. . and, in addition, more than 2,000,000 families in 

thousands of other communities, large and small, reg- 
ularly buy and read The American Weekly. 
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Newly elected President Frank H. Spink, Secretary-Treasurer Herbert J. Hodge 
and Retiring President Fred Ackarman visit the Harpware AcE booth at the 
Western exhibit. Mr. Spink was the pivot around which all plans and worries 
rested in planning for the big 1937 Western Convention. 


the U. S. Department of Agricul- 
ture, so that the index would be 
more accurate and representative of 
actual conditions; expressed the 
hope that the Robinson-Patman Bill 
would be legally defined in a man- 
ner fulfilling the Act’s intended pur- 
pose; related the efforts being made 
to induce implement manufacturers 
to provide a price differential be- 
tween service and non-service imple- 
ment dealers; commended the brief 
jointly prepared by many retail 
trade associations, which registered 
objections to Federal aid being ex- 
tended to Consumer Co-operatives; 
reviewed the attempts that are being 
made to alleviate the implement 
trade-in problem; urged members to 
take a greater interest in the 4H 
Club movement, and extended the 
secretary's thanks for the coopera- 
tion he had received from associa- 





Muehlebach staff, headed 
made the affair highly successful. 


86 


tion officers and members during the 
past year. In concluding his report 
secretary Hodge admonished deal- 


ers not to lessen their devotion to 


the principles that have been the 
basis of their success, just because 
the going is easier today than it has 
been in the recent past, but to re- 
member—‘the privates in the ranks 
and see to it that their interests are 
protected as well as our own, for 
after all: 
‘He winneth most in busy mart 
Or level plain’s broad span 
Who giveth from a willing heart 
Aid to his fellow man.’” 


Speaking on the subject: “Let’s 
Appreciate Our Business,” Stanley 
M. Sellers, hardware and implement 
merchant of Lebanon, Ohio, and 
Chairman of the Trade Relations 
Committee of the National Federa- 
tion of Implement Dealers’ Associa- 
tions, presented a detailed and in- 
formative explanation of the work 
of this important Federation Com- 
mittee in seeking to improve rela- 
tions between farm equipment deal- 
ers and their sources of supply. 

The final speaker at the opening 
session was Dr. O. O. Wolf, president 
of the Kansas Farm Bureau, Ottawa, 
Kan., and a “real dirt farmer,” who 
spoke on “Our Mutual Interests.” 
Dr. Wolf cited many reasons why 

(Continued on page 146) 





The Western Peerless Quartette in action. Left to right: Claude Bishop, 
Chanute, Kan.; Sam Zuercher, Wichita, Kan.; Fred G. Taylor, Lyons, Kan., and 
Lynn Covert, Abilene, Kan. Mr. Zuercher is the newly elected vice-president 


of the Western Association. 


am 


There were 1970 diners at the annual Western banquet served in the arena of the new Municipal Auditorium by the Hotel 


by Manager Fred Gebert and Assistant Manager Fred A. Hatton, whose personal supervision 
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, WOOD SCREWS 


In all Head Styles, @ 43 
| Metals and Finishes. | 
Large, complete stock 
} of standard sizes. 
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-HOLTITEX 


Reg.U.S. Patent Office 


Sold through Hardware Jobbers 


THREAD-FORMING 
SHEET METAL SCREWS 
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Case Hardened —All Finishes 





SOCKET HEAD 
Wood Screws 


A special i 


driver fits 


Easily and 


quickly ins \y 


serted and square, re- 


driven in ® cessed head. 


difficult positions Effects real savings 














| and Cut Threads with Amer- 
ican Square Heads and Nuts. 
Assembled — in Packages. Unas- 
sembled — in Bulk. Large stock 
standard sizes. 





STOVE _ 
BOLTS 


Large stock, prompt = 

delivery of regular 3& 

zk head styles — Flat, 2% 

fe. Round, Oval, Stove. 
All sizes. 


VEGAN ddl 








1h 











Made to order in diameters of %”, 
5/16”, %”, in lengths up to 6 in- 
ches. Regularly supplied with 
Square Nuts. Hexagon and Wing 
Nuts can be furnished. 
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Rolled or Cut Threads with Amer- 
ican Standard Square Nuts. 


Assembled — in Packages: Unas- 
sembled — in Bulk. All types, 
sizes and metals. 





NUTS 
<>, 2), 
fis etoee WEA 


HEXAGON 


carried for SQUARE 


prompt deliv- 
ery. Furnished 
in all types 


and finishes. ew 
WING Accurately cut. 


SINK BOLTS 





Regularly made in steel, with flat 4 
heads. Two square nuts with each 

bolt. Can be furnished in brass. H 
Strong. Accurate. Complete Stock. | 





— SCREWS 





Furnished in Steel, Flat Head with 

milled or sawed slots. Brass on 

special order. Round and Oval 

Head can be fumished. Large 
J stock of popular sizes. 


MACHINE — ap 
SCREWS 


STEEL AND BRASS Fe 
ALL FINISHES 


Prompt delivery from fi AS f 
complete stock of = 
standard sizes. Spec. = 


ials to order. 





THUMB SCREWS 


Cold forged and roll I 
4s threaded to close limits. 
| SSNS Accur- 


any | l/l NAAY ate, uni- 
Y Sines, & pa The stock 
finish is plain steel,can be 
furnished in all finishes. I 









TUBULAR RIVETS 


iv vert 


A Steel and Brass. Semi or Full Tubu- 
lar. All head styles and finishes. 
These rivets are uniformly true to 


ESCUTCHEON PINS 


iT] 


Complete Stock 


FINISHING WASHERS |. 


ee oe I 


Steel and Brass Countersunk and j 
Brass Flush Finishing Washers. 
Ebony, Bright Nickel and Gilt Fin- 








| gauge, with correct setting qualities. 


CONTINENTAL SCREW CO 


New Bedford.Mass.. 
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.Warehouses at Detroit & Chattanooga 
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The Marshall-Wells Associates Congress in Session at Duluth, Minn. 


Basic Stock Plan for Retailers 
Features M-W Associate Congress 


Meeting sponsored by Marshall-Wells Co. 
at Duluth, Minn, January 25 to 28, 1937 


r | SHE obvious advantages of 
a recently completed basic 
stock plan and the urgency 

of developing greater major ap- 

pliance sales through hardware 
channels were the outstanding fea- 
tures of the 1937 Marshall-Wells 

Associate Congress. Sponsored by 

Marshall-Wells Co., Duluth, 

Minn., hardware wholesalers, this 

congress was held at the com- 

pany’s plant January 25 to 28, 

1937, with about 600 in at- 

tendance including Associate 

Dealers, manufacturers, company 

salesmen and guests. The story 

of the development of the Asso- 
ciate Plan from its earliest dis- 
cussion in the office of Seth Mar- 
shall, president, to its present 
status was reviewed and presented 
in five unusual skits. These skits 
dramatized the early problems of 
this wholesaler in developing this 
plan, the early attitudes of deal- 
ers and the company’s buying 
and selling staffs and brought 
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the story down to the current 
1937 Congress of the body. The 
final skit dramatized the reaction 
of a typical Associate Dealer af- 
ter he had returned to his store 
the week following the Duluth 
session. With one or two excep- 
tions the characters in the skits 
were professional performers who 
interpreted the history and philos- 
ophy of the wholesaler-retailer 
project which Marshall-Wells Co. 
has sponsored for approximately 
8 years. 

Mr. Marshall opened and closed 
the convention’s formal program. 
Walter Howlett, assistant general 
manager, acted as chairman through- 
out the session and very successfully 
kept the program alive and _ inter- 
esting. 

Mr. Marshall keynoted the ses- 
sions, stressing the improved finan- 
cial status of his company and of 
the majority of dealers present, say- 
ing that his company had cleaned 
the slate of its bank indebtedness 
and at present faced only a small 
bank debt of a subsidiary company. 


He reviewed, as a preamble to the 
five dramatized skits depicting prog- 
ress of the Marshall-Wells Asso- 
ciate Plan and its main objective— 
to put hardware dealers in compe- 
tition at a profit—and introduced the 
discussion regarding the company’s 
basic stock plan which tends to re- 
duce inventory investment to the 
most active status. 

General manager, D. R. Macken- 
roth followed with a talk premised 
on the joint obligations of the com- 
pany as the buying factor and the 
Associate Dealers as the selling or- 
ganization. He stressed ‘the futility 
of trying to meet or beat chain store 
competition through legislative meth- 
ods and talked further on the newly 
developed basic stock plan which 
Mr. Marshall had mentioned. He 
pledged the company’s complete 
services to the proper and further 
development of furnishing the mer- 
chandise and the merchandising 
plans needed to put associate deal- 
ers in competition and asked for the 
complete support that is needed to 
make such plans effective. 


E. J. 


Assistant sales manager, 


HARDWARE AGE 





“FRIGIDAIRE SHATTERS AIL RECORDS 
| AND PUTS ON MAF SPEED FOR 1937! 


Over 4,000,000 Frigidaires Sold ...500,000 in 1936 Alone 


...and you'll do STILL BETTER with Frigidaire in 1937 BECAUSE, 1. You'll have a Sensational New 
Product — designed from top to bottom with startling new features — including one that will instantly 
capture the imagination of the buying public, and start dealers talking from coast to coast! 2. You'll 
have an unbeatable New Selling Strategy! 3. You'll have Millions More Advertising Messages work- 
ing for you—every one packed with new selling power . .. more dramatic, more appealing, more 
action-compelling than ever! With this potent program, Frigidaire is putting on MORE SPEED for 
1937. And Frigidaire Dealers are preparing for another, an even greater, record-shattering year! 


FRIGIDAIRE DIVISION - GENERAL MOTORS SALES CORPORATION - DAYTON, OHIO 


youu, po STILL BETTER wiry Fricivaire in'37/ 
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Koblas, who has worked with so- 
called test stores, in a study of the 
company’s new basic stock plan and 
catalog talked about these features 
and their importance to the dealer 
who is taking advantage of the 


Associate Plan. He told of his own 
retail experiences and drew from 


these some fundamental lessons that 
pointed to the necessity for proper 
stock control which he said was the 
purpose of the basic stock plan. 

Each day there were group meet- 
ings handled by the various buyers 
and department heads. The dealers 
were divided into several groups for 
this purpose. 

George Herried, Deer River, Minn., 
president of the Minnesota Retail 
Hardware Association, said that or- 
ganization favored the Marshall- 
Wells Plan or the equivalent, and 
paid tribute to the plan which he 


said was certainly effective in his 
own store. He was followed by Frank 
Breher, Wadena, Minn., vice presi- 
dent of the Minnesota association. 
He, too, was most favorable to the 
plan and talking from his own retail 
experiences urged, as did Mr. Her- 
ried, that every dealer take full ad- 
vantage of the facilities offered. 
Charles J. Heale, editor Harp- 
waRE Ace, New York City, and an 
honorary associate, talked on the 
Robinson-Patman Law, declaring it 
the most fundamentally useful legis- 
lation, in the interest of independent 
distributors, that had ever been at- 
tempted in this country. He said 
the law was proper, reasonable and 
merely required an equitable com- 
petitive situation. ,He told of his 
experiences in attending the hear- 
ings on the first test case under the 
law and expressed the opinion that 


the strength of this law was in the 
observance of the spirit more than 
the text of the law. He declared 
that this law marked a trend in 
legislative procedure which would 
endure and make progress and said 
that if this particular law was de- 
clared unconstitutional another and 
stronger law would follow. He urged 
that through association work this 
law be supplemented by state Pat- 
man laws and state resale price 
maintenance laws. To successfully 
accomplish such objectives he said it 
was essential that hardware groups 
affiliate with drug, grocery and other 
retail groups. 

Due to illness, A. W. Weyh, man- 
ager of the associate division could 
not be present, so his paper on the 
1937 promotion plans for associate 
dealers was presented by Allen 

(Continued on page 160) 


At the sales meeting which followed the Associate Congress the 
sales staff presented Sales Manager McQuade with a gold wrist 
watch as a token of their esteem and in recognition of his leader- 
ship. The presentation was made by Gil Johnson, Williston, 
N. D. oldest Marshall-W ell salesman in years of service. 


The Executive staff—D. R. Mackenroth, general manager, Seth 
Marshall, President and Walter Howlett, assistant general man- 
ager. Mr. Howlett served as chairman of the Associate Congress 
sessions. Mr. Marshall opened and closed the Associate Congress. 
The Sales Department—E. J. Koblas, assistant sales manager, 
Geo. S. McQuade, Sales Manager and York Langton, Sales Dept. 
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MILLERS FALLS 
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Big money is going into painting and fixing up 
this year—a record season, all reports indicate. It’s 
time to push scraper sales. 

Here’s a brilliant new display fixture that sets off 
a brilliant new line—an attention-getter that'll sell 
scrapers while you’re busy showing shelf items. 

There’s a superior tool for every need in the hand 
scraper field. Improved, four-edged, reversible, curved 
blades give longer life and a finer surface with less 
effort. New handle designs provide more room to 
apply pressure and a sure, comfortable grip. Attract- 
ively finished in clear lacquer with a green tip. 

Order your display now. It’s absolutely FREE. 
We'll ship it with the items mounted as shown. You 
merely pay for these actual items and a reason- 
able stock. 

Don’t delay. The big scraper season is here. The 
present supply of display fixtures is limited. Our sales- 
man will see to it that you are supplied promptly, or 
write to us direct. If you haven’t our complete catalog 
No. 41, we'll be glad to send a copy on request. 


FALLS COMPANY 


Greenfield, Massachusetts 
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HARRY DeKRAAY 


New President 





G. R. SIDDONS 
Retiring President 





C, J. CHRISTOPHER 
Managing-Treasurer 
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South Dakota Association 


Urges Fair Trade 


Legislation 


IGOROUSLY urging the pas- 

sage of both national and state 

fair trade legislation and 
adopting resolutions to this effect, 
the South Dakota Retail Hardware 
Association held its thirty-second 
annual convention at the Sioux Falls 
Coliseum, Sioux Falls, S. D., Jan. 
19 to 21. 

One resolution called upon the 
national congress to pass the Tyd- 
ings-Miller national fair trade en- 
abling act, which has been intro- 
duced in both the senate and house. 
Another on the same subject urged 
the state legjglature to enact a fair 
trade practice law, and it was under- 
stood that the members of the as- 
sociation favored a law patterned 
after the California law. 

In a third major resolution the 
hardware dealers asked congress to 
make immediately available funds 
for farmers with which to purchase 
seed for spring planting. This is 
particularly desirable in the areas 
which have been stricken by drought. 
Other resolutions of customary na- 
ture were also adopted. 

Harry DeKraay, Rapid City, was 
elected president of the association, 
succeeding G. R. Siddons of Platte. 
P. N. Elving of Alcester was chosen 
vice-president, and C. J. Christopher, 
Minneapolis, Minn., reappointed 
manager-treasurer. Leo  Ellwein, 
Freeman; George W. P. Pixley, 
Montrose, and O. R. Bailey, Alex- 
andria, were named _ directors. 
Messrs. Ellwein and Pixley are new 
members on the executive board. 

Fair trade legislation and proper 
merchandising methods formed the 
keynote for convention discussions. 
Kenneth Jones, Gettysburg, secre- 
tary of the South Dakota Pharma- 
ceutical Association, spoke on the 
benefits to be derived from fair trade 
practice laws, pointing out that such 
measures not only benefit the re- 
tailer but are of inestimable value 
to the general buying public. Mr. 
Jones launched an attack on “loss 


leader” selling, declaring that his 
opinion coincided completely with 
that of Supreme Court Justice 
Brandeis in stating that price cut- 
ting is the most potent weapon of 
monopoly. He also said that he 
endorsed fully a recent statement 
made by the United States supreme 
court in handing down a decision, 
in effect, that price cutting is in- 
jurious not only to retailers but to 
the general public as well. 

“Fair trade legislation is abso- 
lutely essential if independent deal- 
ers are to maintain their status as 
such,” Mr. Jones declared. He spoke 
on the so-called “chain store” bill 
which has been introduced in the. 
South Dakota legislature. This pro- 
posed law would apply to all estab- 
lishments except those dealing in 
fuel, lumber, building material, gas 
and oil, grain, electric current, natu- 
ral and artificial gas. It would pro- 
vide a graduated license fee, begin- 
ning with $1 for one store; $5 for 
two to five stores under the same 
ownership; $15 for six to ten stores; 
$25 for 10 to 15; $50 for 15 to 20: 
$100 for 20 to 30; $200 for 30 to 
40, and $250 for more than 40 stores. 
A 50-cent filing fee for license ap- 
plications would also be provided. 

Elmer Berdahl, secretary of the 
wholesalers section of the Minne- 
apolis Civic and Commerce Asso- 
ciation, declared that improved mer- 
chandising methods are essential. 
He proposed a nation-wide adver- 
tising campaign by retail merchants 
to “tell the public that everyone 
profits from good merchandising.” 

“We need to learn more about 
institutional advertising,” Mr. Ber- 
dahl continued. “We need to take 
the public behind the scenes and 
show them how this business of re- 
tailing works; what service it per- 
forms, and what wages it earns.” 

Berdahl outlined to the convention 
a series of good merchandising 

(Continued on page 138) 
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When you order 
bronze screen 
cloth... get 


standard 














ONLY 


e Lies flat—does not bulge and twist 











¢ Is a high strength material—does not dent easily 


Standard Weight Bronze Screen Cloth 


e Has a firm, solid ‘‘feel” —is easier to handle and frame 


« Gives the long, expense-free service to be expected of bronze 
¢ Weighs 15 lbs. per 100 sq. ft. in 16 mesh cloth 
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weight... 


(U. S. Gov’t and Wire Screen Cloth 
Manufacturers’ Institute consider 
.0113"' wire standard for 16 mesh cloth. 
Such cloth weighs 15 lbs. per 100 sq. ft.) 


S the leading manufacturer of Bronze 
Wire for use in the fabrication of 
screen cloth, we naturally wish to safe- 
guard the reputation of Bronze for “life- 
time” service. We are convinced that 
while sub-standard bronze screen cloth 
will satisfactorily resist corrosion, it 
lacks the physical strength to withstand 
the abuse to which all screens are occa- 
sionally subjected. Our advertising this 
spring in leading magazines will 
warn the public against sub-standard 
screen cloth. 

In your own interest, and in the in- 
terest of your customers, when you 
buy bronze screen cloth, be sure that 
it is made of standard gauge wire 

~ —that 16 mesh cloth 
ANACONDA weighs 15 pounds per 
Ce 100 square feet. 
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New President 
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Retiring President 
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Legislation 
Holds Attention of 
Mountain States 
Convention 


HE Mountain States Hardware 

and Implement Association 

gathered at the Cosmopolitan 
Hotel, Denver, Col., Jan. 18 to 20, 
for one of the most spirited conven- 
tions in years, and an attendance 
which, despite a wide-spread flu 
epidemic throughout the area, 
matched that of 1936. President W. 
S. Hill, Fort Collins, Col., presided. 

Legislation, store management, 
merchandising and_ salesmanship, 
engaged the concentrated interest of 
members through four open ses- 
sions. John B. Valentine, Boulder, 
was elected to the presidency. He is 
the son of John W. Valentine, twice 
an association president and still 
one of its most active members. 

The convention chose Mark R. 
Schmidt, Grand Junction,-Colo., first 
vice-president, and S. P. Van Ars- 
dall, Cody, Wyoming, second vice- 
president. New directors are: J. M. 
French, Creede, Col., and A. H. 
Currie, Yuma, Col. The new board 
of directors reappointed John T. 
Bartlett, Boulder, Col., secretary- 
treasurer. 

The convention devoted the entire 
first session to legislation. 

Hon. Mortimer S. Stone, Fort Col- 
lins attorney, sounded the keynote 
in an address, “What Should the 
Citizen Expect of His Government?” 
Mr. Stone identified retail merchants 
with the great middle class of Amer- 
ica. He referred to the large sec- 
tion of the consuming public, which 
retailers and their employees ag- 
gregate in the nation, numbering 
many millions. “If the retailer wants 
to obtain his rights, he must fight 
for them!” Other classes were 
strongly organized, declared Mr. 
Stone, and the retailer’s voice was 
all but drowned in the great uproar. 
The path of organization is the one 
which retail merchants must follow. 

After Wayne N. Aspinall, speaker 
of the Colorado House, had replied 
to questions put by Henry W. Rob- 
inson, Pueblo, Col., in a formal in- 
terview, and George A. Flannagan, 


secretary of the Retail Merchants 
Bureau, Denver, the convention 
unanimously, on motion of J. R. 
Lowell, Colorado Springs, directed 
the chair to appoint a legislative 
committee of five to report the fol- 
lowing day. 

This committee recommended in- 
tensive attention to legislation af- 
fecting members, and the associa- 
tion by unanimous standing vote au- 
thorized the committee to plan and 
carry out a set-up, which would as- 
sure consistent and sound action in 
matters coming before the Colorado 
legislature now in session. 

At a noon meeting during the con- 
vention, hardware men joined with 
other merchants in forming the 
Colorado Retailers Association, the 
“mission” of which is primarily to 
protect the retailer in legislative 
matters. Two hardware men, William 
S. Hill, Fort Collins, Col., and Mark 
R. Schmidt, Grand Junction, were 
named president and second vice- 
president, respectively, of the new 
organization. 

Henry T. Williamson, representa- 
tive of the Social Security Board, 
discussed that measure and was as- 
sisted, in replying to questions, by 
internal revenue department ex- 
perts. John W. Valentine, Boulder, 
substituting for his son, John B. 
Valentine, unable to attend the con- 
vention because of illness, interview- 
ed Blaine Repp, Greeley, Col., on 
major appliance sales promotion, 
and George Rutt, Lowell - Moore, 
Fort Collins, Col., on paint sales- 
manship. 

The elements of efficient merchan- 
dising, Glendon E. Hackney, man- 
aging editor, Hardware Retailer, 
told the convention are: intelligent 
buying; correct pricing; sales plan- 
ning; aggressive sales promotion, 
and effective equipment and service. 
From these, he said, comes ability 
to meet or undersell competition. 

“Correct pricing is a little-under- 
stood subject,” declared Mr. Hack- 

(Continued on page 140) 
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“BEEN SELLING PAINT 
FOR 36 YEARS—BUT 
NEVER SAW SUCH A 
POWERFUL 


92 Pages of Paint S Ideas! 


The “Age of Color’? Manual enablés you to sell Coior for 
all types of home exteriors; Color for all types of home 
interiors; Color for schools, hospitals, stores; Color 
for apartments, hospitals, offices. 
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Authority! 


“This new Glidden ‘Age of Color 
Manual’s got more paint-selling ideas in 
ten pagesthan I could think of in tenyears! 


“And, believe me, when I put this 92 
page manual in front of a prospect, he 
sees and hears sales arguments that get the 
job and the order every time! 


“The ‘Age of Color’ manual sells color 

ideas, instead of just cans of paint. It 
enables any paint dealer to answer with perfect con- 
fidence all questions on Color Treatment . . . and prove 
to customers that his counsel is sound, in good taste, 
and in accord with modern decorating trends. 
“There’s just one place you can get this new money- 
maker, and that’s from Glidden...the famous old paint 
company that has always done such a great sales pro- 
motion job for its dealers. Write toGlidden now, for full 
details on how you can get the ‘Age of Color’ Manual!” 


THE GLIDDEN CO. © National Headquarters, Cleveland, Ohio 
FACTORIES AND BRANCHES IN PRINCIPAL CITIES 


GLIDDEN PA 


wk fverwhere om Overy thing * 
PAINTS - VARNISHES - LACQUERS - ENAMELS 














Montana Dealers Rally Against 
Adverse Business Legislation 


EMBERS of the Montana 
M Implement and Hardware 
Association at Great Falls, 
Mont., for their twenty-eighth an- 
nual convention at the Rainbow 
Hotel, from Jan. 21 to 23, declared 
war on legislation adverse to legit- 
imate business and approved a plan 
to combat such legislation and to 
retire to political oblivion those who 
sponsor that type of legislation. 
Approval of the program outlined, 
in which 14 other trade associations 








Cc. W. NELSON 
Reelected President 





R. M. O’7HEARN 
Secretary 











of the state will be invited to join, 
was the highlight of a_ three-day 
session which saw all officers re- 
elected and which was marked by 
general expressions of optimism con- 
cerning the 1937 business outlook. 

Officers reelected were C. W. 
Nelson, Froid, president; Wallace 
Ulmer, Miles City, vice-president; 
R. M. O’Hearn, Townsend, secre- 
tary, and H. G. O’Rourke, Helena, 
treasurer. 

Mr. O’Rourke, who is president 
of the Montana Motor Trades As- 
sociation, sounded the war cry of 
the convention shortly after its 
formal opening Thursday afternoon, 
Jan. 21, when he addressed dele- 
gates on, “Our Interest in Present 
and Proposed Legislation.” 

“The session of the Montana state 
legislature now under way serves 
again to demonstrate that those who 
stand to suffer most by reason of 
half-baked legislation — legitimate 
merchants of the state—are as usual 
wholly uninformed concerning pro- 
posed legislation and wholly unpre- 
pared to act collectively in fighting 
such of it as is manifestly unfair to 
them,” Mr. O’Rourke declared. 

As typical of legislation passed 
in western states during the past 
few years which has in some in- 
stances spelled ruin to independent 
hardware men whose rights have 
been ignored, he cited the mortgage 
moratoriums which have been put 
into effect in North Dakota and 
elsewhere, preventing hardware men 
and implement dealers from collect- 
ing money due them or repossessing 
equipment for which they had not 
been paid. 

As other outstanding examples of 
recurrent attempts to take unfair 
legislative advantage of the legiti- 
mate merchant, he cited the intro- 
duction of laws providing for ex- 
orbitant licenses, providing for the 
abolition of installment financing 
charges, and providing for taxation 
without regard to ability to pay. 

As an example of legislation 
which he declared would be bene- 
ficial to hardware and implement 
men, he cited the California fair 
trade practice act, which he declared 
would be of material aid to dealers 
in Montana. 


“In Montana, I find there are 14 
trade associations with memberships 
about equal to our own. They are 
confronted with problems similar to 
ours, and like ourselves lack finances 
to maintain adequate representation 
at legislative sessions. 

“I propose that we divide the 
state into 11 districts, conforming 
roughly to existing topographical 
divisions. I propose that district 
organizations be set up, and that 
the representatives of the other 14 
trade organizations in each district 
be invited to join these district 
groups. Following district meetings, 
I propose that each district name a 
delegate to a state convention, for 
the purpose of outlining a state leg- 
islative program which will have the 
backing of all trade organizations. 
With the backing of 15 trade or- 
ganizations, we can afford to install 
an office in Helena, staffed with a 
full-time secretary and such other 
clerical help as may be needed. 
When the next legislative session 
rolls around, we can have the laws 
WE want, ready for introduction, 
and we will have representation on 
the ground, to fight against mea- 
sures harmful to us and against the 
best interests of merchants as a 
whole.” 

He proposed also that an effort 
be made to elect, from each district, 
at least one state senator or repre- 
sentative who is a merchant, point- 
ing out that the hardware industry, 
as an example, i¢ without a single 
representative in either the Montana 
house or senate. 

His proposal for the state-wide 
organization plan, submitted to the 
convention legislative committee and 
re-submitted by that committee to 
the delegates as a formal resolution. 
was unanimously adopted. 

The only other formal talk on the 
opening day program, with the ex- 
ception of annual reports read by 
officers, was that of C. H. Walden 
of Helena, certified public account- 
ant, who spoke on accounting re- 
quirements of new federal tax laws, 
warning of the necessity for keeping 
accurate records covering all busi- 
hess transactions. 

J. S. Grimstad, manager for the 

(Continued on page 142) 
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She knows they all have all the worthwhile features 





—but she’s discovered what makes COPELAND 


the outstanding refrigerator of them all... 


And this selfsame discovery will lead you 
to richer refrigerator profits. For it’s true 
that all electrical refrigerators— including 
Copeland—have all the worthwhile features. 
But Copeland, in its twin-cylinder compressor 
and its super-efficient refrigerating mechanism, 
offers Copeland dealers the strongest sales- 


closer the industry has ever known. 


With an engineering experience without 
parallel in both the household and the heavy- 


duty commercial field— with Copeland’s new 


COPELAND 


and complete line, smartly styled and sensibly 
priced — with the smashing sales and advertis- 
ing plans which Copeland has under way for 
this year — with Copeland’s new, liberal finane- 
ing plan— you will do well to investigate what 
this pioneer manufacturer has to offer before 


you make your plans for 1937. 


Take the first step today! Write, wire or 
phone J. D. McLeod, General Sales Manager, 
Copeland Refrigeration Corporation, Detroit, 


Michigan. 





REFRIGERATION CORPORATION 
A DALLAS E. WINSLOW INDUSTRY 


DETROIT, 





MA 
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NUFACTURERS 
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M. S. HENRY 


New President 





CLYDE TOMLINSON 
Retiring President 





DAN SCOATES 


Secretary 
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Texans Study National 
and State Programs 


HE thirty-ninth annual con- 

vention of the Texas Hardware 

& Implement Association met 
under the most favorable conditions 
at the Baker Hotel, Dallas, Tex., 
Jan. 26 to 29. It was one of the 
largest and best attended conven- 
tions in the history of the associa- 
tion. 

The convention resolved itself as 
opposed to any tendency of the state 
legislature to impose any new tax 
burden upon the people, particularly 
a sales tax and an income tax, but 
recommended that consideration be 
given to the collection of delinquent 
taxes by the state and counties. 

It was urged that manufacturers 
of ammunition furnish retail mer- 
chants with a cheap shell and a 
cheap cartridge so that retailers may 
be put on a more equitable basis 
with competition. “It is understood 
that this cannot be done with regu- 
lar brands, however, retailers should 
be provided with a competitive shell 
and a competitive 22 cartridge, 
under whatever name the manu- 
facturer sees fit to use.” 

Other resolutions adopted by the 
convention favored adequate state 
and national legislation to protect 
retail merchants against the sale of 
merchandise by public utilities, and 
laws for prevention of injurious 
child labor and also ‘authorizing a 
controlled balance between produc- 
tion and consumption as related to 
agriculture, even though they neces- 
sitate constitutional amendment. 

It was also resolved to oppose any 
legislation increasing load limits of 
trucks on state highways, and the 
“buying at wholesale” psychology. 
It was urged that employers 
promptly discontinue such buying 
procedure, and counseled members 
of the retail hardware trade, and all 
other retail divisions, to protest such 
practices and unite in their insist- 
ence upon greater recognition of 
the equities of all those engaged in 
merchandising distribution. 

The opening session, Tuesday 
morning, Jan. 26, was at the break- 
fast table where the Texas Hard- 
ware Mutual Fire Insurance Co. 
played host to dealer, manufacturer, 
and wholesaler. The remarkable 


progress of this company in the last 
few years was clearly pointed out 
by the report made by its secretary. 
All officers and directors of the com- 
pany were reelected for another 
term. 

President Clyde Tomlinson, Hills- 
boro, reviewed the year’s work of 
the association, calling attention to 
the many services that it had ren- 
dered. He also gave a report of the 
attendance at both the conventions 
of the National Retail Hardware As- 
sociation and the National Federa- 
tion of Implement Dealers Associa- 
tion, which he attended. 

D. P. Trent, regional director, 
Resettlement Administration, at Dal- 
las, discussed the resettlement and 
relief programs for 1937 in that 
section. He called attention to the 
fact that some of the resettlement 
program that was planned last year 
is now in construction. Plans have 
been made for other projects and 
work is now progressing on them. 
He particularly called attention to 
farm tenancy in the Southwest, dis- 
cussing the many difficulties con- 
nected with the solution of this prob- 
lem but felt it could be solved. 

C. A. Cobb, director, Southern 
Region Agricultural Adjustment Ad- 
ministration, Washington, D. C., was 
detained by floods, buat finally 
reached the convention and a special 
session was called to hear his talk. 
He discussed the Agricultural Con- 
servation Program in the southern 
region for 1937, and then called at- 
tention to the fact that the conditions 
were so much better now as a result 
of the program. He pointed out 
quite clearly, that the status of agri- 
culture has a very direct bearing on 
industry and business. 

William C. McGraw, attorney gen- 
eral of Texas, discussed the Texas 
legislative program as it affects busi- 
ness, and called attention to the fact 
that the business man today must be 
in politics, whether he likes it or not. 
He declared it was important that 
he watch the business in the legis- 
lative houses of both the state and 
the nation. 

The Wednesday morning session 
opened with a discussion of the 

(Continued on page 144) 
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.-- and remember, some people buy 


Dublecotes Whew good looks alone... 


Experience has taught home-owners the wisdom of in- 
sisting upon first rate materials and sound construction. 
Today, they demand good looks as well. Barrett Duble- 
cote Multi Shingles answer all requirements. 


They’re so good-looking, many people buy them for that 
reason alone. Their double thick butts that provide extra 
thickness where the wear is greatest, also provide an extra 


ROOFINGS thick shadow line effect on the roof. 


Dublecotes are available in a variety of solid colors and 
artistic blends. They may be sold on the Barrett Monthly 
Payment Plan—just another feature that makes it easier 
for the home-owner to say “‘yes”’ to a Barrett job. 





THE BARRETT COMPANY 
40 Rector Street, New York, N. Y. 
2800 So. Sacramento Avc., Chicago, Ill. Birmingham, Alabama 


Have you seen game? 1937 Sales aud havertising “Program ? 


Barrett **Scores Again”’ with a new Bull’s-eye Sales and Advertising Program—bigger and better than ever. 
Consumer sound-slide films, direct mail campaigns, newspaper advertising, signs and displays. . . every- 
thing you need to climb higher with Barrett in 1937. Ask the Barrett representative to tell you about it. 
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American Hardware Supply Co. 
Reviews Further Gains 


HREE and one-half years of 

consecutive progress were re- 

viewed at the annual convention 
and exhibit of the American Hard- 
ware Supply Co., held at the com- 
pany’s headquarters, 41-43 Terminal 
Way, Pittsburgh, Pa., on Jan. 25 and 
26, 1937. Despite the flood condi- 
tions prevailing in the region at the 
time, most of the nearly 200 mem- 
bers of this dealer-owned wholesale 
hardware firm were present for the 
meeting, coming from Pennsylvania, 
West Virginia, Ohio and New York. 
As has been the custom at the or- 
ganization’s annual meetings in 
recent years all activities were con- 
veniently centered in the same build- 
ing occupied by the company’s offices 
and warehouse. Reports on 1936 op- 
erations, as presented at the meeting, 
reflected a substantial increase in 
earnings and sales, with the 1936 
volume totaling $940,000 as com- 
pared to $696,000 in 1935, while the 
expense ratio to sales was reduced 
one-half per cent. 

Charles W. Scarborough, the or- 
ganization’s veteran president, Scar- 
borough & Klauss Co., Pittsburgh, 
Pa., opened the first business ses- 
sion on Monday with a brief ad- 
dress of welcome, and introduced 
the company’s general manager, 


William M. Stout, who outlined the 
matters of business to be considered 
during the two-day meeting. Mr. 
Stout called attention to the fact 
that the company has no credit 
problems in reporting that last 
year’s accounts receivable had been 
100 per cent collected. He also em- 
phasized that whereas the merchan- 
dise dollar stood at 59 cents in 1932 
it stands at 84 cents today. This 
brief session was then adjourned to 
permit members to view the special 
exhibits and to inspect warehouse 
stock. The exhibition was larger 
than ever and was more attractively 
arranged. 

Following lunch, Monday after- 
noon’s session was called to order 
by President Scarborough, and Mr. 
Stout discussed the company’s price 
service, and the new major lines 
now being carried. 

R. M. Bowen, secretary and sales 
manager, Fredonia Seed Co., Fre- 
donia, N. Y., explained the 1937 
sales plan being used by his com- 
pany for packaged seeds, and dem- 
onstrated a new display rack which 
is used in connection with the plan. 

Frank G. Whittam, general sales 
manager, John Lucas Paint Co., 
Philadelphia, Pa., described the ef- 
fect of the Robinson-Patman Act on 


the paint price structure, and gave 
a detailed explanation of the re- 
vised paint prices schedules that 
have been adopted to conform with 
the Act’s anti-price discrimination 
features. Mr. Whiitam said that in 
his opinion the Act is here to stay 
and that it is the best thing for the 
independent merchant he has seen 
in his business career. He said that 
the Act provides that there must not 
be any distinction between buyers in 
the same class, and he stated that 
“confidential” price lists are a thing 
of the past. He also said that manu- 
facturers still retain the right, under 
the Act, to select their own custom- 
ers. Concerning the Act’s applica- 
tion to combination wholesale and 
retail firms, he said that his com- 
pany had adopted a plan to comply 
with the law which requires that 
wholesale-retail firms must send in 
their sales records to show sales at 
wholesale to retail dealers for resale 
in order to receive credit for the 
wholesalers’ functional service. In 
concluding his talk Mr. Whittam de- 
scribed several special services his 
company has recently made avail- 
able, and reviewed the 1937 Lucas 
consumer selling campaign. In an 
open forum following his address, 


(Continued on page 150) 





Convention session of the American Hardware Supply Co., Pittsburgh, Pa. 
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INSTANT GAS: FROM GASOLINE 






se... Coleman again steps ahead with “The Stoves of the Year”. 


The 1937 Models, with new improvements and new refine- 
ments, are leaders in quality, service and cooking per- 
formance. 

Coleman offers a complete line of nineteen models in- 


cluding cabin and utility stoves—a stove to supply every 
cooking need at a price to suit every purse. 








Coleman Dealers will be assisted by a new selling pro- 
gram—new retail sales helps, and the most intensive con- 
sumer advertising program ever undertaken by Coleman. 


All indications point to 1937 as the greatest of all Cole- 
man Range years. It will be a BIG YEAR for Coleman 
Range Dealers who will handle the finest profit-building 
line of ranges ever offered by Coleman. 


Already advance orders are flowing to the Coleman 
Factory. Established dealers who have had sales experience 
with Coleman Ranges and other dealers who have seen 
Coleman Range sales performances—are lining up for a 
Big Year with Coleman in 1937. 

Write or wire for information about the Coleman Range Franchise. 


And send today for your copy of the big, new 1937 Range Catalog 
which illustrates all models—explains all advanced features. 


THE COLEMAN LAMP AND STOVE COMPANY 
Wichita, Kans.; Chicago, - saat 28 Pa.; Los Angeles, re 
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Intermountain Hardware 


and Implement 


Convention Sees 
Bright Outlook for 1937 


ROSY outlook for the hard- 

ware and implement dealer 

during 1937, was predicted by 
speakers on the program of. the 
Intermountain Hardware and Imple- 
ment Association, Jan. 27 to 29 at 
the Owyhee Hotel, Boise, Idaho. 
“Entering 1937, we stand on the 
brink of the greatest year in the his- 
tory of the farm equipment busi- 
ness,” Harry G. Davis, director, Re- 
search Department, Farm Equipment 
Institute, Chicago, told the delegates, 
and this proved to be the keynote of 
all discussions. 

This was the first birthday of the 
association, which was .organized in 
January, 1936, at Pocatello with 15 
members and its present enrollment 
of more than 100, was a source of 
gratification. 

The program stressed legislation, 
both national and state, and much 
of the discussions centered about 
proposed measures now before Con- 
gress and the Idaho legislature. The 
first day’s session, Wednesday after- 
noon, Jan. 27, was occupied with 
detailed discussion of legislative 
matters, which resulted in the con- 
vention going on record as opposing 
a state sales or transaction tax and 
opposing the enactment of the Pet- 
tingill bill, repealing the fourth sec- 
tion of the long and short haul. Ap- 
proval was given the fair trade prac- 
tice bill now pending in the Idaho 
legislature and the Tydings-Miller 
law. 

One of the addresses which pro- 
voked live discussion was that of 
Harvey Robbins of Nampa on “Mod- 
ern Merchandising and Store Deco- 
ration” in which he reminded the 
hardware men that times had 
changed and women were now 
among their best customers, that 
women were attracted to a clean 
store and a “dressed up” store. He 
suggested the hardware men copy 
the department stores in displaying 


their merchandise in the most at- 
tractive manner. 

The “trade-in evil” discussed by 
J. A. Michels, manager of the Inter- 
national Harvester company, Salt 
Lake City, touched a_ responsive 
chord and the association went on 
record with a request to the national 
association for a book covering vari- 
ous trade-in values, such as is issued 
by the automobile association. The 
idea was developed that no dealer 
should trade a new piece of equip- 
ment taking an old one which could 
not be sold at an advance of what 
was allowed in the trade. 

Abuses in the twine industry were 
discussed and approval given the 
national association’s stand on the 
twine problem, and of giving prefer- 
ential prices to service dealers. 

The strong trend toward power 
driven machinery on the farm was 
emphasized by K. M. Robinson, gen- 
eral manager of the Idaho Power 
Company, and by P. W. Sewell, 
assistant district manager of the 
Firestone Tire & Rubber Company. 
The latter illustrated his talk on 
“Rubber Tires on Farm Machinery” 
with a moving picture which graph- 
ically brought to the attention of the 
implement dealers, this newest de- 
velopment in farm implements. 

One of the enlightening talks of 
the convention was given by L. K. 
Saum, state director of the cooper- 
ative and community service division 
of the resettlement administration, 
in which he explained the govern- 
ment’s method of loaning money to 
community groups, for the purchase 
of farm implements to be used in 
common, to assist in their rehabili- 
tation. In the 18 months that this 
kind of loan has been granted in 
Idaho, Mr. Saum said, 29 per cent 
of the money borrowed had been 
returned. This was something un- 
usual, in that these farmers would 
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The summer of- 1936 was a 
severe test of efficiency for 
all refrigerators. We know of 
no other refrigerator that 
withstood terrific heats and 
humidities throughout the 
country as well as Gibson. We 
checked up, from time to time, 
among large distributors 
responsible for service on 
thousands of Gibsons, with 
results like these: 




















HERE’S THE 19.37 GIBSON 


FROM Pennsylvania 2» « « + “We are very much pleased 
with the small amount of service that has been required 
with the Gibson line and believe that there should be no 
radical change in the mechanical end...” 


FROM North Carolina . . “The service of the Gibson unit 
has been ‘par excellence’ as far as we are concerned. There 
are no changes that the writer could possibly suggest to the 
betterment of the present unit...” 





FROM Nebraska....... “We are really a poor source of 
information as we have had so very little trouble with the 
1936 Gibson line ... off hand, the writer can recall only two 
or three service calls on the line... It looks to us like you 


have as close to a 100% perfect mechanical refrigerator as 
can be built.” 


FROM Alabama ..... . . “We have found the 1936 line 
very satisfactory, both in mechanism and cabinets.” ... 
“The Gibson gave better service during the hot weather 
than any other make in this district.” 


FROM Minnesota... . . . “As to the performance of the 
compressor unit, we have had no service calls or replace- 
ments.” 


FROM Louisiana... ... . “We have had no complaints.” 
...and from other sources come comments like the follow- 
ing — “This compressor seems to be the answer to a service 
man’s prayer”... “...extremely low running time per hour 
throughout this territory all during the hot weather”... 
“Please bear in mind that this is the South; our climatic 
conditions are severe here, and we have found, through the 
experience of hundreds of users to whom we have sold 
Gibsons, that the twin-Cylinder hermetic MonoUnit is the 
‘real stuff .” 


Gibson’s Magic Freez’r Shelf, — along with thirteen other “PLUS” 
Conveniences—has proven to the hilt the outstanding SAL- 
ABILITY of Gibson... and in this advertisement we've given you 
a hint about Gibson’s splendid SERVICEABILITY as well. A wise 
dealer looks for BOTH QUALITIES. 


Write, wire or phone for details, — if your territory is open, you'll 
find out something very interesting. 


GIBSO 


ELECTRIC REFRIGERATOR 
CORPORATION 


MICHIGAN 


GREENVILLE, 





GIBSON FURNISHES A COMPLETE LINE OF COMMERCIAL REFRIGERATING MACHINES 
... For Unwired Homes The GIBSON KEROUNIT (Kerosene Burning Refrigerator 
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High Speed Steel 
The Bright Blade 





aan NY S i c 4 
Special Alloy Steel 
The Red Blade 
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Tungsten Steel 
The Black Blade 










SIMONDS 


HACK SAWS 


for every Metal 
Cutting Job 


The RED END is an outstanding 


sales building trademark for the 
Dealer who stocks and sells any 
or all of these three types of First 
cutting quality Hack Saw Blades. 
Order from your Jobber. Write for 


leaflet giving complete list prices. 


SIMONDS SAW AND STEEL CO. 


The Saw Makers Established 1832 
FITCHBURG, MASS. 














have been refused credit from any 
other source, having so little secur- 
ity. These loans, he said, were al- 
ways made where a county agent 
could supervise the work the com- 
munity group was doing. 

An impromptu talk, by former 
Governor H. C. Baldridge, stressed 
the importance of state and district 
organizations. Idaho now has three 
districts, with more in contempla- 
tion of formation. It is only through 
such organizations, the governor 
said, that legislation could be influ- 
enced and abuses in the business 
be curbed. 

Glenden E. Hackney, managing 
editor of Hardware Retailer, and 
Harry G. Davis, director of the re- 
search department of the Farm 
Equipment Institute, Chicago, took 
part in many of the discussions, as 
did H. G. Murphy, Portland man- 
ager of the John Deere Plow Com- 
pany; D. N. Hood of the Reming- 
ton Arms Co., and Charles L. Wheel- 
er, vice-president of the Salt Lake 
Hardware Company. 

Much interesting information was 
brought out in the discussion of “In- 
pendent Dealers vs. the National 
Chains,” by R. C. Pasley and Carl 
H. Butler, both of Caldwell. It is 
the opinion of these men that the 
greatest menace faced today is chain 
store domination. “The principal is 


wrong,” said Mr. Pasley, “as far as 
it concerns the welfare of the whole 
country.” It is his belief that only 
through strong associations can this 
menace be averted. 

R. H. Young, a farmer of Parma, 
speaking of the relationship of the 
farmer to the implement manufac- 
turer, voiced the belief that the 
manufacturer did not take his fair 
share of cuts during the depres- 
sion. “The manufacturers were poor 
sports not to have reduced their cost 
of implements,” he said. “Repairs 
are too high and too hard to get. 
We are having to face the refusal 
of the present generation to remain 
on the farm and we need all the 
encouragement we can get in the 
way of securing modern machinery 
to aid in our work.” 

The association approved the state 
planning board’s plan for water con- 
servation and the development of 
Idaho resources. It also approved 
the enactment of a bill whereby em- 
ployees of political subdivisions will 
not be exempt from having their 
wages garnished. It was also re- 
corded that manufacturers should 
be prohibited from retailing their 
products. 

Illness prevented Frank Daley, 
Jerome, president of the association. 
from attending the sessions and de- 
livering his annual address. In his 


absence. Sam Lund, Weiser, vice- 
president presided at the meetings. 
He was elected president for 1937. 

C. H. Harris, Rigby, was elected 
vice-president, and E. Bell, Boise, 
secretary-treasurer. The board of 
directors elected were: Carl H. But- 
ler, Caldwell; A. L. Merrick, Buhl; 
H. Potee, Jr., Twin Falls; H. M. 
Kinney, Ontario; R. H. Wells, Poca- 
tello; B. G. Davies, Nampa; Alex 
Hedlund, Idaho Falls, and Frank 
Daley, Jerome. A. E. Thiel was re- 
appointed chairman of the legis- 
lative committee. 

The ladies, accompanying their 
husbands to the convention, were 
given a luncheon at the Idaho Hard- 
ware store by C. A. Rich of Poca- 
tello, who cooked an Idaho products 
‘dinner. They also attended a lunch- 
eon at the Hotel Boise, at which the 
Salt Lake Hardware store and the 
Idaho Hardware store were hosts. 
This was followed by bridge. 

A banquet for 340 persons cli- 
maxed the convention. It was pre- 
sided over by the S.H.LP., an 
organization of 74 salesmen, whose 
customers are the hardware and im- 
plement men. Governor and Mrs. 
Barzilla W. Clark, were the guests 
of honor. John A. Kok, captain of 
the S.H.I.P., was toastmaster and 
presented a program of music and 
acrobatics. 


“It Can't Happen Here’— 


E realize that it is not alto- 

gether fashionable today to 
respect one’s elders, but common 
sense should tell us that we might. 
at least, learn something from their 
experience. 

Take England for example. She 
has had plenty of experience with 
labor troubles. England has been a 
unionized country for nearly a cen- 
tury and a half. England has also 
had a labor government, which is 
something that we have not as yet 
experienced. 

England also has had something 
that we have not yet had, but which 
we are rapidly approaching in ef- 
fect, and that is a general strike. It 
occurred there in 1926. 

The British public is reputedly 
phlegmatic in temperament and 
slow to wrath. It is not as volatile 
as the American public. But his- 
tory shows us clearly that the Brit- 
ish public recognizes when its corns 
are trod upon; not only recognizes 
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it, but takes care that the offense 
shall not be repeated. 

Thus, when the general strike oc- 
curred, the phlegmatic British pub- 
lic suffered the inconveniences 
which fell upon it in silence. It 
took the brunt of the punishment 
that the antagonists attempted to in- 
flict upon each other. But it started 
to think. It said to itself: “Why 
should the great British public, 
which owns the bath tub, permit mi- 
norities to wash their dirty linen 
in it?” 

So the British public, slow to 
wrath but sure to insist upon jus- 
tice, got busy. It secured an amend- 
ment to the British Trades Union 
Act on July 29, 1927. Under this 
amendment, what is now happening 
here, to the detriment of the Ameri- 
can public, could not happen. 

For example, a handful of “sit- 
down” strikers and their pugnacious 
allies outside the plant could not 
keep six or seven times their num- 


ber of fellow workmen from exercis- 
ing the right to do work. For the 
British Trades Union Act specifies 
that: 

It is hereby declared that it is un- 
lawful for one or more persons. . . 
to attend at or near a house or place 
where a person resides or works . 
for the purpose of persuading any 
person to work or abstain from work- 
ing, if they so attend in such manner 
as to intimidate any person in 
that house or place or to obstruct 
the approach thereto or therefrom 


In other words, if Mr. John Lewis 
and his cohorts of the C.I.0. were 
practicing their present-day Ameri- 
can tactics in the good old unionized 
country of England, they would be 
given what is known in the Ameri- 
can vernacular as the “bum’s rush.” 

We can still learn something from 
our mother country. 


—Joun H. Van DeEveENTER, 
Editor, The Iron Age. 
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“Porcelain enamel, Madam, is a mineral sub- 
stance—not a vegetable compound like paint, 
lacquer, so-called ‘baked’ finishes, etc. You 
could no more buy porcelain enamel in a can 
than you could buy liquid glass in a can. 

“Really—that’s what porcelain enamel is: a 
kind of glass. It is mineral through and through, 
color pigments and all. And it is fired on its 
supporting metal in heat as high as 1550 or 
1600 degrees F. - + - So hot that while it is being 
fired the porcelain enamel melts like molten lava. 

“Because it is mineral, fired in this way, 
porcelain enamel gives you the hardness and 
sanitation of glass combined with the strength 
of steel. Its delicate lustre will never dull; its 
colors never fade. Ordinary household usage 
will never scratch or mar it. 

“Porcelain enamel is the lifetime finish—the 
one truly satisfactory 
finish. That’s why we 


always recommend it.” 


PORCELAIN 
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PORCELAIN ENAMEL 
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EDUCATIONAL BUREAU 


PORCELAIN ENAMEL INSTITUTE, Inc. 
612 North Michigan Avenue 
Chicago 
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New and Improved Merchandise— 


Hordware Stores 


Du-Tone Shelf Edging 


Made with specially processed Cello- 
phane. Maker states it is moisture- 
proof, stain-proof, steam-proof, and 
dust-proof. Packed 12 feet to a box 
with Cellophane windows and retails 
from 25 cents to 30 cents a box. The 
edging is 1% in. wide and comes in 38 
color combinations. L. Hyman & Sons, 
102 Prince St., 


New York City. 








/ 


Some of the features of the new 
“Goodell Certified Cutlery” line of high 
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carbon and chrome content—hardened 
and tempered—of stainless steel, are: 
easy to sharpen and holds its edge; 
certified by United States Testing 
Laboratories; guaranteed; not sold to 
chains and syndicates, and is offered 
with sales deals and displays. The 
new Hampshire line is a medium qual- 
ity line of stainless steel—not sold to 
chains and syndicates and attractively 
packaged and displayed. The com- 
pany is also featuring its new crystal- 
ware—colored handle tableware in 
both the Goodell and Hampshire lines. 
Goodell Co., Antrim, N. H. 


Ingersoll Sampler 


Introduces one each of the principal 
Ingersoll watches and alarm clocks. 


Display Helps—Sales Literature— 
Window Trims — New Packages 
— New Colors — New Deals — 
eee 


“Nev, 
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displayed on a handsome rack, litho- 
graphed in bright colors and standing 
17 inches high. May be used for 
either counter or window display. 
Models in Sampler Assortment: Ensign 
and Yankee pocket; Mickey and Aero 
wrist; Call, Daybreak, and Petite 
alarms. Dealer’s cost, $10.12; sug- 
gested retail selling price, $14.70. The 
Ingersoll-Waterbury Co., 30 Irving 
Place, New York City. 





Delphinium Blue Mixer 


The Mixrite electric food mixer is 
now being made in the new Delphinium 


Blue finish. It is equipped with a new 
power unit, food chopper and other 
attachments. A. F. Dormeyer Mfg. 


Co., 2640 Greenview Ave., Chicago, Tl. 





The 1937 models of Shelby bicycles 
continue the neatly streamlined frame 
that proved popular last year. Refine- 
ments in the streamlining of the vari- 
ous accessories, such as the new model 


seat, headlight, etc., give the 1937 line 
added smartness and dash. Full crown 
fenders are a feature on all the 1937 
models. Shelby Cycle Co., Shelby, Ohio. 
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Can Openers, Cleavers and 
Other hitchen Utensils 


Who buys them? How often... how many? 
Only the local hardware merchant can supply 
the facts. When you ask him... and you should 
.. you'll get a peep into an immense rural 
market for sales of hardware items of every kind. 


Farm Journal recently sent a questionnaire to 
8500 hardware dealers in towns of 10,000 
population and less. More than three-fourths of 
the merchants’ replies show that farm buying 
accounts for 50% to over 90% of total sales. 


Is your advertising backing up their efforts to 
attract more of this profitable rural business? 


Obviously, complete national coverage is im- 
possible unless this rich, responsive market is 
included in your sales and advertising plans. 
To manufacturers selling through the hardware 
trade, Farm Journal offers a rapid entry into 
1,300,000 modern farm homes. 


FARM JOURNAL 











4-Plier Selling Unit 
i em 


BERNARD, 
MECHANICAL HAND 





BERNARD |. BERNARD 
AL Cc 


MECHANIC MECHANIC AL 


[ GORILLA CRIP 


The above counter display was re- 
cently offered through wholesalers. It 
contains four No. 102 Bernard side- 
cutting pliers, two 544 in. and two 64% 
in., individually cartoned and effectively 
labeled. The maker states this dis- 
play met with wide acceptance and 
there has been a steady call for it 
since its introduction. Dealers pur- 
chasing the complete unit receive an 
extra 10 per cent discount. Display 
is available through most wholesalers. 
The Wm. Schollhorn Co., New Haven. 


Conn. 


Linoleum Finishes 





This display has been created for 
the merchandising of two new linoleum 
finishes, Linoleum Varnish and Lino- 
leum Lacquer, for new, old, finished, 
unfinished, inlaid or printed linoleum. 
Display consists of metal stand on 
which appears actual pieces of linoleum, 
each finished with one of the products, 
a piece of glass, half finished with the 
lacquer to show its clarity, and pack- 
ages of each product. O’Brien Varnish 
Co., South Bend, Ind. 


Dixon Power Lawn Mower 


Maker states this power mower is 
suitable for cemetery and park plots, 
which the usual power units cannot 
handle, such as plots with headstones, 
between flower beds, etc. It is said 
to operate efficiently under rough 
ground conditions. Dixon is designed 
for home owners with extra large 
lawns, yet not large enough to warrant 
the expenditure necessary for the usual 
power mowers. Dixon can also be 
used as a hand power mower between 
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flower beds, around trees, etc. Made 
in two blade lengths, 16 and 18 inches, 
and lists at $75.00 and $80.00, respec- 
tively. The Clipper Mfg. Co., Dixon, 
Ill. 





Household Deodorant 





“A.V.A.” a product claimed to dispel 
pungent bathroom, sickroom, nursery 
odors and bad odors of cooking and 
smoking. Maker states a little of it, 
poured into a bowl of water or into 
toilet, effervesces and destroys the most 
offensive odors, leaving the air pleas- 
antly purified and free from after 
effects. The 25 cent package, shown, is 
said to last an average family about 
30 days. The Gibbs Mfg. Co., Canton, 
Ohio. 





Display Table Folder 


No. 121—completely describes and 
illustrates Warren display tables and 
table tops in a variety of design and 
construction. Also included in the 
folder are price card holders, sign 
holders, bulb-edge glass compartments 
and hardware for the display tables. 
The new lower prices for the terraced 
insets are as for example: the No. 
994 now sells for $6.25 and formerly 
sold for $11.00; the No. 999 now sells 
for $4.95 and formerly sold for $12.00. 
Prices of other terraced insets shown 
on page 4 of the folder have also been 
proportionately reduced as have sev- 
eral other of the company’s products, 
shown in this folder. J. D. Warren 
Mfg. Co., Montpelier, Ohio. 


Social Security Records 





Forms are said to be based on an 
analytical study of the Social Security 
Law, conferences with government of- 
ficials and employees, and the require- 
ments of companies, which have already 
set up their record systems. For em- 
ployers having not more than 14 on 
the payroll, there is a visible record 
book; for from 30 to 50 employees, a 
larger sized binder of the same kind is 
available, for employers of 300 or more 
employees, tray cabinets of required 
capacity are available. Among the 
forms are the individual payroll record, 
annual payroll summary, personnel 
form, unemployment tax record and em- 
ployees’ contribution record. Acme 
Card System Co., 8 South Michigan 
Ave., Chicago. 


Packaged Plants 





The Seal-Pakt tube method of pack- 
aging plants, the maker states, is 100 
per cent moisture-proof and clean. Each 
tube, of equal size, bears a color illus- 
tration of the variety contained and 
ample cultural instructions. The Seal- 
Potted package, made under the “Seal- 
Kraft” trademark, is actually a potted 
plant, properly pruned, in prepared soil 
with sufficient fertilizer to start it off. 
It is said to start root development 
while in transit, and to be ready to 
proceed under its own power, reducing 
shock of transplanting to a minimum. 
It is intended for amateurs, who want 
to plant each plant correctly and with 
a minimum of trouble. C. E. Wilson & 
Co., Inc., Manchester, Conn. 
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Thousands of dealers are looking forward 
with eagerness to the new Sales Drive of 
General Electric Washers — starting March 
1st. The “Timing” campaign was most profit- 
able for dealers. The new one will be even 
better. Don’t miss it! 


GENERAL @ ELECTRIC 
WASHERS AND IRONERS 


Appliance and Merchandise Department, General Electric Co., Bridgeport, Conn. 








PERMADRIVE 
MECHANISM 
Long Life for Washer 
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THE CHENEY NAILER 
SALES MAKER 


IS A REAL PRODUCER 
OF HAMMER SALES 


This remarkable display - demonstrator 
has only one job to do—sell Cheney 
Nailers. And it does its job, 100 per 
cent. 


Every one who enters your store will try 
this display. Once they try it, for who 
doesn’t like to drive nails, the wonderful 
features of the Cheney Nailer will be 
demonstrated in actual work — then a 
sale is made for you. 


Order a Cheney Nailer Sales - Maker 
Carton today and your hammer business 
will take a spurt. 


A FULL LINE OF HAMMERS 


HENRY CHENEY HAMMER CORP. 


Factory 
LITTLE FALLS, N. Y. 


302 Broadway Sales Office New York, N. Y. 
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Hardware sales—Despite the 
stand-still of business through the 
area of the calamitous flood, reports 
of retail hardware gains from other 
sections have been nearly unani- 
mous. There are local and tempo- 
rary set-backs in _ strike-affected 
communities, and some disappoint- 
ments due to unseasonable weather 
outside the flooded river valleys. 
Citrus fruit crops have been seri- 
ously damaged by severe freezes in 
California. But such exceptions 
have served only to slow up the na- 
tional rate of gain shown by the 
January trade indexes, and the re- 
maining net increase is substantial. 
Hardware merchants continue to 
prepare for a good spring season, 
and their ordering has kept jobbers 
and manufacturers busy with full 
order books. All are looking ahead 
with confidence, moderated only by 
uncertainty as to the labor situa- 
tion. 

* * * 

Floods—W hile the Ohio 
floods have brought a shock to the 
entire nation, resulting in a gener- 
ous outpouring of sympathy and aid, 
previous experience indicates the in- 
terruption ‘to business and to traffic 
will be brief. The work of recon- 
struction has already started, requir- 
ing labor and supplies, and it is cer- 
tain that replacements of transpor- 
tation, public utility, home and fac- 
tory equipment destroyed by floods 
will mean heavy demands upon the 
rest of the country during the next 
few months. Steel, lumber, paint, 
tools and other supplies will find an 
extra and unexpected demand. 
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Wire Cloth 

Soldering Coppers 
Steel Pipe Fittings 
Brass Fittings 
Tubular Plumbing Goods 
Some Yale Locks 
Show Case Hardware 
Solder 

Welded Chain 
Saddlery Hardware 
Cotton Gloves 
Several Tool Items 
One-Piece Scythes 
Bicycles 


FEB. 11 
1937 


ADVANCES EFFECTIVE 


Flexible Conduits 
Fuse Plugs 

Heater Cord Sets 
Blow Torches 

Glue 

Stove Polishes 

Stove Pipe Dampers 
Double-Barrel Shot Guns 
Watches 

Clocks 

Scissors 

Shears 

Rubber Mats 


DECLINES EFFECTIVE 


Hoover Vacuum Cleaners 


ADVANCES ANTICIPATED 


Horse Collars 
Harness 

Chamois Skins 
Certain Garden Tools 


Commodity prices—T here 
have been only slight reactions from 
the peak of the recent sharp rise in 
commodity price indexes. Moody’s 
index stood at 205 per cent at the 
end of January, compared with a 
January 14th “top” of 210.1, and 
using the average at Jan. 1, 1932, 
as 100 or “par.” A year ago, the 
Moody index stood at 169. Cotton 
has strengthened recently, due to ex- 
pected flood losses, rubber has lost 
a trifle, because of labor troubles in 
the tire industry. Crude oil prices 
have been raised in the southwest, 
and oil production is establishing 
new records. An interesting com- 
putation shows that in 1925 the low- 
est priced automobiles were selling 
for around 40 cents per pound; in 
1937 the price is slightly less than 
20 cents per pound. Electric re- 
frigerators are now selling for 
around 40 cents per pound; pianos, 
87 cents; good radios, $1.65; and a 
suit of clothes, $7.50 per pound. 

+ * 

Screen cloth—Following the 

15 cent increase on black and gal- 


Some Agricultural Equipment 
Electric Fans 

Flashlights 

Batteries 


vanized fly-screen cloth on Jan. 1, 
all manufacturers have advanced 
prices on Jan. 20, on bronze and 
copper cloth, all meshes, 25 cents 
per 100 square feet. This was the 
first advance from last season’s 
schedules on 14 mesh items, but was 
the second mark-up on 16 and 18 
meshes. 
* * # 

Copper rivets and burrs— 
The 4 cent per pound increase on 
Jan. 15 followed several smaller 
advances, to bring current quota- 
tions 8 cents above those ruling a 
few months ago. Another half-cent 
advance on soldering coppers adds 
to the steps of increase, which have 
just about kept pace with the rises 
in copper metal. 


Se ¢ © 


Plumbing accessories — An - 
nouncements at frequent intervals, 
by various makers, show the steady 
climb on brass, steel and lead ac- 
cessories, so that few of these have 
not been affected in some degree. 
Jan. 15, steel pipe fittings were in- 
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ATLAS 


FLAT GLUED PACKAGES 


Contents are easy to remove 
























The radio keeps reminding us that this is swing time, and 


warm weather will prove the allure of Tucker’s colorful 
hammocks. They are of modern design, furnished in any 
of the canvas patterns used in the Peerless Folding 
Furniture. 6 feet 4 inches long; 30 inches wide. Swing 


high with Tucker! 


A New Recliner! 


Consider this new number of the 
Peerless Folding Furniture. A 
most substantial reclining chair, 
adjustable to three positions. Seat 
is 15 inches from floor and is 18 
inches square, with extra canvas 
reinforcements beneath and 
across back. Height of back 
above seat, 30 in- 
ches. Chair folds 
into a compact 
bundle, 24x39x4 in. 
With varnished 
(natural finish) or 
lacquered frames 
(orange, green, 
blue or red) and 
with striped or 
solid color covers. 
Feature this new 
chair! 


WHITE! 


This new chair also 
made with enam- 
eled white frames 
and solid color 



















. 


No fumbling, no need to “spill out’’ contents 
wastefully from Atlas’ flat, glued, easy-to-open 


packages ... Another good feature—your cus- No. 41 


? j i : yoy (or striped covers.) 
tomers won’t fail to notice the attractive nay it should be one of 
° a ‘ ‘s , 1937 your biggest sell- 

counter display containers that invite attention Catalog. ers. 


to Atlas merchandise on your shelves. OUTDOOR EQUIPMENT 
Take advantage of the big outdoor season just ahead. 


’ Push Peerless cots and pads, beach chairs, tents, and fold- 
ing camp furniture. Every trailerite a prospect! 








: 

) ) "SP | , . ee. e 

| Y 4 I. 1 $0 | | | —- Here's 
: Sensational Item 


Tucker’s 


FISH-N-FLOAT 


Last year we announced this fish- 
ing device to become standard 
equipment for fishermen. It went 
over with a bang and the demand 


this year will be enormous. Sell them in your community! 
Now one can wade in deep water. Beats paddling or 
} carrying boat. Comes with innertube permanently in- 
stalled or with zipper or lace on cover for easy removal. 
Free folders for distribution. Write or wire for complete 
details or refer to back covers, our 1937 catalog. 


Samples of any of If you have not re- 
the above merchan- ceived a copy of our 





dise, or others of our 1937 catalog, send for 
line, will be sent re- it today! eck over 
sponsible firms—to be our line and order 
returned or kept as your needs for the big 
part of order. outdoor season. 








TUCKER DUCK 
& RUBBER CO. 


Dept. Fort Smith, Arkansas 












ATLAS TACK CORPORATION 


FAIRHAVEN, MASSACHUSETTS, U.S.A. 
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creased 10 per cent, brass fittings 
about 15 per cent, and brass valves 
5 per cent. Bridgeport tubular 
plumbing goods were raised 10 per 
cent on Feb. 1, and a similar in- 
crease was made by Dearborn Brass 
Company and others. 

* * * 

Builders’ hardware—Several 
makers of padlocks, at different 
dates, have withdrawn old prices, 
promising new and advanced sched- 
ules about Feb. 1. Yale and Towne 
announced list price increases under 
way on practically all of their lower 
priced padlocks. The high grade 
pin and lever tumbler padlocks will 
not be affected. A revised price list 
is also announced covering advances 
on the general line of Yale auxiliary 
locks, night latches and dead locks. 
Show case hardware, standards and 
brackets were raised 10 per cent, 
effective Jan. 20. 


* * * 


Solder — Kester and_ other 
first line core solders were advanced 
Jan. 12 to 61 cents per pound base. 
for one pound spools, both acid core 
and rosin core. The household (25 
cent) packages were unchanged. 
Eastern makers of competition qual- 
ity core solders, on pound spools. 
and 10-cent sizes, are increasing 
prices 10 to 15 per cent. 

* * * 


Welded chain—On Jan. 28, 
list prices on all items were raised 
45 cents per 100 pounds, with any 
concessions, in either freight or dis- 
counts, now withdrawn. All sales 
are based f.o.b. Pittsburgh. 

* * * 

Saddlery hardware—As of 
Feb. 1, an advance of about 10 per 
cent was made effective on all the 
popular selling items, which had 
been sold competitively close dur- 
ing last season. A few of the less 
staple items were not changed, be- 
cause their former prices had been 
held at satisfactory levels. 

* * * 

Harness and strap work— 
Prices on this line, and including 
horse collars, have been withdrawn 
by the manufacturers, who are pre- 
paring new and higher schedules. 
The advance, when it occurs, will be 
the third general mark-up of most 
makers, since the stronger leather 
market began to be felt. 

*% * * 


Cotton gloves—Some makers 
have recently issued complete new 
price lists, with general advances, 
following the earlier mark-ups last 
fall. These prices are for current 
shipment only, but the leading in- 
terests are expected soon to an- 
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nounce their opening schedules for 
the .coming fall season. Deliveries 
are fairly prompt on canton flannel 
and jersey gloves, but some sellers 
are oversold on leather and com- 
bination gloves. 

* * * 


Chamois skins—Several of the 
leading chamois tanners have with- 
drawn prices temporarily, until new 
and higher schedules have been defi- 
nitely worked out. Good chamois 
skins are scarce, and advances will 
doubtless be substantial. At least 
one maker has mailed new quotation 
sheets, Jan. 25, with lists and dis- 
counts changed, and increases af- 
fecting both the domestic and 
French imported skins. The general 
rise will be about 8 to 10 per cent. 


* * * 


Tool lines —Chisel _ prices 
have been increased about 10 per 
cent, and a small advance has come 
through on tack claws. Armstrong 
chain vises and parts were ad- 
vanced Jan. 16. Several machinist 
vise lines were raised about 8 per 
cent, effective Feb. 1, including Par- 
ker, Yost and Prentiss. Templeton- 
Kenly have advanced prices about 
7 per cent on their regular line of 
automatic lifting jacks, also screw 


jacks. 
* * * 


Garden and farm _ tools— 
There has been a mark-up of $1.50 
per dozen on one-piece scythes. 
Early orders are very heavy on all 
lines of agricultural and garden 
tools, and further advances on parts 
of the line are considered likely. 
One maker of hedge shears has re- 
cently raised prices 10 per cent. 
Hose accessories are sharply af- 
fected by higher brass and copper 
costs, and orders have been particu- 


larly heavy. 
* * 


Automobile tires—Total ship- 
ments, reported by the Rubber 
Manufacturers’ Association, for the 
first 11 months of 1936, were up- 
ward of 50,335,000 units, compared 
with 46,102,000 in the 1935 period. 
Production was 52,779,000 units in 
1936, against 45,310,000 in 1935. 
Despite the acuteness of the auto- 
motive strike situation, tire makers 
feel that 1937 will see further gains, 
with an increasing tendency on the 
part of the public to purchase bet- 
ter goods. It is stated that the re- 
cent tire and tube price increase of 
6 per cent was not sufficient to 
cover the increased cost in crude 
rubber, and consequently it is likely 
that there will be additional mark- 
ups. 


Bicycles—In line with in- 
creases in the cost of production, 
manufacturers of bicycles have an- 
nounced prices higher by some 3 to 
5 per cent, stating that they have 
put off advancing prices as long as 
possible. Only one small advance 
was made last summer, and the pres- 
ent increase is extremely modest in 
the light of higher costs. 

* * * 


Electric fans—Manufacturers 
are out with new models. Their 
prices for immediate acceptance are 
close in line with previous values, 
due to the fact that the manufactur- 
ers purchased their raw materials, 
notably copper, before the price ad- 
vances, and are disposed to give the 
trade the benefit so long as the old 
material lasts. 

* * *° 

Flashlights, batteries — Ad- 
vances in copper and brass have af- 
fected the prices of flashlights to 
some extent, modest advances being 
the order of the day. However, old 
prices continue on dry batteries, 
unit cells, etc. There have been 
some increases on storage batteries, 
naturally following the strong lead 
market. 

* * * 

Vacuum cleaners—The Hoo- 
ver Company has reduced its list 
prices on several popular selling 
numbers, including the following, 
listed without attachments: 


Model 300 $49.75 

Model 475 59.50 

Model 825 69.50 

Model 150 79.50 
Also hand cleaner 

Model 125 .. 19.50 


Progress Vacuum Corporation has 
advanced the list on its Progress 
Sanitator type cleaner, complete 
with all attachments, $74.95. 

* * * 


Flexible conduit—Following 
further advances in steel strip, an 
increase of 15 to 25 per cent on 
flexible steel conduit has been made 
by some manufacturers, effective 
Jan. 16. Manhattan Insulated Wire 
Co. withdrew old prices Jan. 9 on 
automotive cables, assemblies, and 
sets, announcing a number of ad- 
vances effective Jan. 20. Other mak- 
ers of similar lines have made 
changes of like nature at various 
recent dates. 

* * * 

Other electrical lines—Lec- 
trolite Corporation on Jan. 20 with- 
drew all outstanding quotations as 
of Feb. 1, 1937, due to marked ad- 
vances in cost. Effective Feb. 1 
there was an increase of 10 per cent 

(Continued on page 116) 
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K &E 
WYTEFACE 


STEEL MEASURING TAPES 


Every WYTEFACE Steel 
Tape that goes “out on 
the job” brings you new 
customers. The legible 
WYTEFACE graduations 
attract attention. Owners 
tell their friends about the 
crack-proof surface that 
protects the steel from rust 
—~and the superior WYTE- 
FACE resilience that pre- 
vents kinks. One sale 
Joba bate f-Mm- Batol dal-) mmm ol Pb ECO bate! 
you a profitable volume. 


Feature WYTEFACE for 
yourshare ofthis new busi- 
ness. Effective display 
material is sent without 
charge on a small initial 
order, Write for a catalog 
Eats Merescch oJ C-1¢- Me bab codaut-tetos ae 


« KEUFFEL & ESSER CO. 


HOBOKEN, N. J 
s AN FR 


FRAN 
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the Fastest Selling 


ICE 
CREAM 
FREEZERS 


will be, as usual, the 


WHITE 
MOUNTAIN 
LINE. 


* 
Be Prepared !. 


Your Jobber 
is fully 
supplied 


* 


THE 
WHITE MOUNTAIN FREEZER CO., 
INC. 
Nashua, New Hampshire 
Send for Catalog of full line 

















The Passing Show 


AST week we had a visit from 
a hardware man from Cali- 
fornia. He told us all about 
Mr. Bridges and his strike. For 
three weeks many of the leading 
hardware houses on the coast 
could not receive or ship a single 
item of merchandise. Mr. Bridges, 
by the way, is an Australian and 
not even an American citizen. He 
started in to organize the hard- 
ware jobbing houses on the Pa- 
cific Coast by getting all of the 
men in the business who handle 
the goods, to join his union. They 
didn’t try to unionize the office 
force. The hardware jobbers were 
warned of what was going on but 
they didn’t take it seriously. 
Finally one fine day all of their 
stock handling employees walked 
out. This hardware man had a 
talk with Mr. Bridges about their 
wage scale. He called his atten- 
tion to the fact that many boys 
came to work at very low wages, 
with the idea of learning the busi- 
ness. As they learned, they were 
promoted and their salaries 
raised. In time the efficent, intelli- 
gent employees, became salesmen, 
buyers and heads of departments 
at good salaries. Now said this 
hardware man, how can we afford 
to pay a green boy who knows 
nothing about the business a mini- 
mum wage of $5.00 per day, just 
to handle stock or pack orders? 
Mr. Bridges answer was that if 
they could not afford to run their 
business with a minimum wage of 
$5.00 per day, they had better shut 
up shop and allow someone else 
to try it. 

A friend of mine had important 
business in Shanghai. He bought 
a ticket by way of San Francisco. 
When he arrived in San Francisco 
he waited three weeks in the hope 
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By SAUNDERS NORVELL 


of getting a ship. No American 
ships were permitted to sail. When 
he asked for a refund on his ticket 
he was informed by the steamship 
company that they were not mak- 
ing refunds, that the ticket was 
sold subject to a strike provision. 
Finally, my friend went to Van- 
couver and bought a round-the- 
world ticket on a Canadian ship. 
He made up his mind that rather 
than come back by way of the 
Pacific Coast he would take a trip 
around the world. 

I do not believe the people of 
the United States fully realize that 
while United States ships have 
been fully tied up by the steam- 
ship strike, foreign ships have been 
permitted to handle the traffic. Mr. 
Bridges, late of Australia, has 
caused this country the loss of 
quite a bit of money since he has 
been living here as our guest. 

Suppose you return home some 
fine day and find your cook, your 
maid and your chauffeur sitting 
in your parlor, with the announce- 
ment that they had decided to in- 
dulge in a sit-down strike. Natu- 
rally your dinner is not ready. In 
addition, you and your family are 
informed that they cannot enter 
the apartment until the sit-down 
strike is settled. Then suppose the 
Secretary of Labor calls a confer- 
ence to settle the demands of your 
servants. I think you naturally 
would reply that you would not 
attend any such conference until 
the servants got out of your house 
and returned your property. Then 
when these servants ignore a court 
injunction to give up your prop- 
erty, nothing is done about it by 
the governor of the state. In other 
words, the governor does not sus- 
tain the courts. On top of this 
you are rebuked for not attending 


the meeting by the Secretary of 
Labor, who forthwith calls upon 
Congress for greater powers so 
subpoenas can be issued, and 
books and records called for to be 
brought to any meetings that may 
be suggested. 

It is hardly necessary to write 
at length about the sit-down strike 
in the General Motors plant at 
Flint, Mich., because the daily 
papers have been full of it, but 
just in passing, let me say it does 
seem to me that this situation if 
it had been developed a few years 
ago would have been considered 
a good plot for a comic opera. In 
my judgment it has all been 
brought about by the coddling of 
labor. Also let me add that in 
my judgment if this coddling con- 
tinues it will result in revolution. 
What strikes me as being strange 
is that such a large proportion of 
our population, especially the 
property owning population who 
actually pay the taxes of the coun- 
try, submit—in fact almost accept 
the situation. Are our property 
holders waiting until their prop- 
erty is actually picked up and car- 
ried away before they take any 
action? I hold no brief for the 
General Motors Corporation. I 
own none of their stock. I don’t 
even use one’ of their cars. But it 
strikes me that so far they have 
been unusually patient and fore- 
bearing. 

* a + 

A lot of people are interested 
in books. In a recent article I 
wrote about some of the Christmas 
books I received, and a number 
of hardware men have written me 
to get these books for them. I am 
especially glad to render such ser- 
vice because I actually do not 

(Continued on page 128) 
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HAMLIN Shovels« Hoes «Rakes 


SELLING FROM COAST TO COAST 


Here’s Proof! 





EXTRA PROFITS FOR 
THESE BUYERS 


They’re not making the mistake of handling 
the wrong line of Shovels—Hoes and Rakes. 
They’ll be sure of their Profits .. . WILL 
YOU? You can be by adding the Hamlin 
Line. Definite savings in manfacture and the 
developing of new methods has enabled 
Hamlin to bring you a line of outstanding 
quality that will bring you greater profits 
from each unit sale. These savings are passed 
on to Hamlin Distributors. You’re entitled to 
more profit. Specify Hamlin, AND GET IT! 


- 


SEND FOR A CATALOG 


THE HAMLIN METAL PRODUCTS CO. 


PVG. te], Mame), | lor 
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“ACME” Ball Bearing Casters roll silently, easily, smoothly in any 
direction. They not only protect all types of floor coverings, but they 
give a modern, up-to-the-minute note to furniture. 


THEY SELL AS EASILY AS THEY ROLL 


““ACMES”’ are a source of continual profit . . . a small item that de- 
velops mass sales. Show the customer how “acmgs” work. Roll one 
on the palm of your hand or run it along the counter—always an 
interesting demonstration that results in a sale. 





THE ScHATz MANUFACTURING Co. 


yy POUGHKEEPSIE, N. Y. 


| BALL BEARING 


RASTER 
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By DAZEYS! 


A SIZE FOR ELL meanin 
W g advisors have frequentl 
EVERY NEED told us that DAZEY CHURNS are 
2 QTS.TO 10 GALS. entirely too well made—that they would 
HAND OR ELECTRIC work just as well if the quality of materials 

OPERATION were not nearly so high and our standards of 
™ workmanship not nearly so exacting. Maybe 
beeomieaso. Nevertheless, early 90% of all churns 
say sold by the hardware trade today are 
DAZEY CHURNS! We are obstinately old- 
fashioned enough to believe that our insis- 
tence on quality has had something to do 
with this amazing sales leadership. Be that 
as it may, no wide-awake dealer can fail to 
see the advantage of pushing to the limit any 
line with so nearly universal acceptance. 
Above all, he will find it profitable to get 
squarely behind DAZEY. ELECTRIC 
CHURNS now that power lines are being 
so steadily extended into rural districts. 


DAZEY CHURN & MFG. CO. 
4301 Warne Ave. 
St. Louis, Missouri 



















Sold 
Only Through 


JOBBERS 
And 


DEALERS | 





NEW 
1937 
MODELS 
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An Amazing 
Sales Opportunity 


You can sell many of these new Stearns Power Mowers at 
$72.50 and these will lead to sales of the higher priced 
models. These mowers are designed and built as articles 
of dependable merchandise and not as tricky, complicated 
specialty items. 

All models are equipped with Briggs and Stratton engines 
and include all proven Stearns features. Each 
is as outstanding in quality and performance as 
it is in price. Pneumatic tires at slight extra 
cost. Nationally advertised to more than 
3,000,000 homes. 













$7 25° 
RETAIL 
(18” cut) 


Liberal dealer 


Ask your jobber or write us. 


E. C. STEARNS 
& CO. 


Syracuse, N. Y. 


discounts. 






Four other models —up to 27” 
cut. Prices $89.50 to $235.00. 
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How’s the Hardware 
Business ? 
(Continued from page 112) 


on all articles manufactured by 
them. Several makers of fuse plugs 
have advanced prices, approximately 
50 cents per thousand, and some 
manufacturers of competition heater 
cord sets have raised quotations 10 
per cent. Illuminating glass ware— 
shades and globes—advance in No- 
vember, is showing further mark-up 
on Feb. 1 by several companies. 
* * * 

Blow torches—Effective Feb. 
15, prices will advance on gasoline 
blow torches and furnaces, or fire- 
pots. The competitive priced 
torches will advance about 10 cents 
each. Other numbers about 15 
cents. Jobbers have probably or- 
dered liberally in expectation of 
such a change, in view of recent 
sharp increases in all copper and 
brass goods. 

* * 

Paint lines—Production in 
the paint and varnish industry in 
1936 reached the highest level since 
1929, according to a survey by Dun 
and Bradstreet, Inc. Output in the 
first 11 months was greater than the 
totals for each full year from 1930 
to 1935, inclusive. 1935 was exceed- 
ed by 12.4 per cent and 1932 by 82.5 
per cent. Larger purchases by rail- 
roads, builders, automobile makers 
and other’ sources’. contributed. 
Price levels in 1936 held steady until 
October, when most makers raised 
3 to 8 per cent on paints and 10 to 
15 per cent on varnishes. Still 
higher prices are indicated by scar- 
city of basic materials, a 5 per cent 
rise being considered. An advance 
of 2 cents per gallon on turpentine 
Jan. 8 was offset by a drop of the 
same amount on Jan. 22nd. Sales of 
wallpaper increased in 1936 for the 
third consecutive year, the average 
gain estimated at 20 to 35 per cent. 
Output in 1936 was about 15 per 
cent ahead of 1935. Higher prices 
are anticipated. 

* * * 


Brushes-Glue — On __ brushes, 
a recent indication that the bristle 
market is a little easier was the an- 
nouncement by one of the major fac- 
tories, reinstating their October 1 
prices, which had been withdrawn 
some time ago. Glue prices are on 
the rise. The Casein Company of 
America announced on Jan. 15 that 
rapid increases in raw’ material 
costs have made necessary an ad- 
justment of prices of packaged 
Casco glue. Effective immediately, 
the net wholesale price of 5, 10, 25 
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and 50 lb. packages of Casco glue 
was increased by 2%% cents per 
pound. Prices on the smaller pack- 
ages (1 lb. and less) remain as be- 
fore. 


*% *% % 


Plate and window glass—The 
trade was relieved on Jan. 20 by the 
announcement that Pittsburgh Plate 
Glass Company and union officials 
had signed a new agreement ending 
the three months strike. Employes 
under the new agreement are grant- 
ed an increase, lifting minimum pay 
from 55 cents to 63 cents an hour. 
In return, the union’s demand for 
closed shop and check-off was drop- 
ped. Acceptance of the new wage 
scale will go a long way toward set- 
tling the strike at other glass-pro- 
ducing plants, and starting output 
and sales to catch up with the de- 
ferred demand. 

* * * 


Stove polishes—This line has 
been very little affected by price 
changes, but recently some well- 
known brands have been advanced. 
A mark-up of 6 per cent on Black 
Silk and Fyr-Pruf has been an- 
nounced—the first change on Black 
Silk since 1920. Stove pipe dampers 
were marked up again, by some 
makers, about 6 per cent. effective 
Feb. 1. 


* * * 


Firearms—Effective Jan. 15 
Lefever double barrel guns ad- 
vanced 6 per cent. The same manu- 
facturer advanced “Western Arms” 
double guns about 4.3 per cent. 


* * * 


Watches, clocks, cutlery— 
Moderate price increases have been 
announced by some makers on popu- 
lar priced pocket and lapel watches, 
and on alarm clocks. Jobbers’ costs 
will be affected also by the expira- 
tion of monthly special offers on 
certain fast-selling assortments. Ad- 
vances were made Feb. 1 by some 
makers, ranging from 5 to 10 per 
cent, on shears and scissors. 


* * * 


Wages, prices up—With a 
substantial start already made, 
economists assert that a further gen- 
eral rise in values is in prospect, 
including wages as well as prices of 
raw materials and manufactured 
products. While there is expecta- 
tion of shortages in some material 
markets, and of much delay in de- 
liveries of manufactured goods, no 
general tendency is noted toward 
speculative buying. Such a ten- 
dency may still develop. Invento- 
ries of manufactured goods are 
moderate, even where labor difficul- 
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Oil Control 
Valves.... 


SAFE 
TROUBLE-FREE 


POSITIVE 
SHUT-OFF 











LARGE, 
EASILY CLEANED 
SCREEN 


--a powerful 
influence in selling 
Oil Burning Heaters 


There are a number of factors which are of more than pass- 
ing importance to the purchaser of an oil-burnincg heater 
For instance, the oil control unit must be of a type to 
insure absolute dependability, without fear of failure. 


® Oil Controls are the answer to a demand for relia- 
bility, safety and economy in application to oil-burning 
space heaters, water heaters and small process steam 
boilers. @) Controls have met and conquered the fail- 
ures incident to inefficient types of the past, and their 
record of performance justifies the amazing swing to 
leadership which they now enjoy 


For your own protection, specify @ Controls. on the 
heaters you sell. 








AUTOMATIC PRODUCTS COMPANY 


2442 North Thirty-Second Street 
MILWAUKEE WISCONSIN 
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ties have been feared. Newly pub- latest monthly review of business 968,000. The total employed was 


lished mail-order prices do not yet conditions was the most favorable 43,855,000, in all types of enterprise, 
reflect many of the late market in- since the beginning of the depres- a gain of 2,392,000 over the compar- 
creases, and they will have much sion in 1930. Industrial production able 1935 figure, and a decrease 
effect in restraining too-rapid mark- advanced from 114 per cent in No- from the 1929 average of about 3,- 
ups by competing “independent” vember to 121 per cent of the 1923- 301,000. 
retailers. 1925 average in December. Factory eS 
. 2. * employment stood at 98.2 per cent Farm income—A very good 
Employment — The Federal of the 1923-1925 average, in Decem- December, due to high prices, 
Reserve Board, the National Indus- ber, and pay rolls at 94.6 per cent. brought an unexpectedly large in- 
trial Conference Board, and the The unions estimate that nine mil- crease in 1936 cash farm income, 
American Federation of Labor lion workers have been re-employed which rose to $7,865,000,000, as 
agree in noting a marked expansion since 1933. The Industrial Confer- compared with $7,090,000,000 in 
in employment and pay rolls in a ence Board’s estimate of the num- 1935. This came entirely from the 
season when a decline would be ber of unemployed workers in the sale of farm products, since govern- 
usual. The Federal Reserve Board’s United States in November was 8, ment payments in 1936 were only 


half the sum distributed the year 
previous. Farm wages are now aver- 
aging 103 per cent of the pre-war 
average, while the supply of labor 

available in rural areas is the small- 
wt ave OU ee: est since 1927. A farm belt paper 

survey predicts an increase of 5 to 
8 per cent in agricultural income 
for 1937, and indicates that the im- 
plement industry is due for one of 
the best sales records since the de- 
pression began. Implements output 
at present is averaging about 25 
per cent ahead of last year, when 
sales were taxing the capacity of 
some of the companies, yet the con- 
dition of farm plant and equipment 
is still much below 1929, so that 
large deferred needs remain to be 
supplied. 








ee & @ 


Farm prices — The agricul- 
ture department at Washington re- 
ported the general level of farm 
product prices on Jan. 15 reached 
the highest since June, 1930. And 
the index of prices paid to farmers 
has risen above the level of prices 
paid by farmers for the first time 
since August, 1925. Farm prices on 


WITH THE PATENTED Jan. 15 were 131 per cent of the 
average for the pre-war period of 


COLLAPSIBLE FOLDING FRAME 1909-1914. Things the farmer buys 


remained at 128 per cent of pre- 
REMOVABLE, WASHABLE SWATS war levels. The recent price re- 
covery has affected nearly all farm 
products, with grains and live stock 


leading. 
* * * 


gs Strikes—Continuance of the 
deadlock in certain automobile 
plants is holding back industrial ex- 


IT WAS THE SENSATION OF THE NEW YORK pansion in several lines. While few 
AND CHICAGO HOUSE FURNISHING SHOWS factories are concerned directly, and 


while mill output has shown little 
curtailment, other industries will be 


A Product of slow to increase their plant capaci- 


ties and working forces, until the 








MIDWAY CHEMICAL Cco., CHICAGO, U. Ss. A. “sit down” strike method has been 
ruled upon. 

Makers of AERoPOLISH, guaranteed World’s best furniture * * # 

polish; AERoWAX, the product that made Self-Polishing waxes Steel—Although floods re- 

popular; AERoMIST, the new waterless way to clean glass. duced production sharply in the 


Ohio River valley two weeks ago, 


EET LL___Laijiiooooosssssssss: | ccewhere neither high water nor 
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SAVES 


MOWER 


BLADES 





The BENDIX 


see eeeeaee 7 
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KEEPS WEEDS AND CRAB-GRASS 
FROM RE-SEEDING! PROTECTS 
SHRUBS AND FLOWER BEDS! 


cay a For 14-16 inch mowers. 
$] Larger size—$2.00. 
LIST Usual discounts. 

VERY lawn owner will appreciate the 

two-fold protection of Bendix Mowerake. 
It prevents sticks and stones from nicking 
and dulling the mower blades. Think what 
that saves in resharpening bills! Ard it keeps 
bordering shrubs and flowers from being en- 
tangled and cut by the mower. Gives the 
lawn a “barber's trim”. 

The Bendix Mowerake lifts low-growing 
weeds and lawn-destroying crabgrass to 
where blades can trim them. Thus, they can- 
not re-seed and soon die out. Only with a 
Bendix Mowerake can these lawn pests be 
cut by an ordinary mower. 

There's a big market and a big demand 
for this useful invention. Order a ae dozen 
now—they’'ll move fast! Bendix Mowerake is 
all steel. Tines are extremely flexible and 
strong, enameled in bright red and green— 
packed in individual display shipping car- 
tons, in dozen lots. Mowerake is distributed 
through hardware jobbers. Order from your 
regular jobber or from us and we will ship 
through our nearest jobber. 


NATIONALLY ADVERTISED 


in the popular home and garden magazines! 


ECLIPSE MACHINE COMPANY 
(Subsidiary of Bendix Aviation Corporation) 
ELMIRA, NEW YORK 
Makers of the world-famous “Morrow” Bicycle 
Coaster Brake and the Bendix Starter Drive 


SEND THIS COUPON NOW! 
ECLIPSE MACHINE COMPANY 
| Dept. H-5, Elmira, New York | 
lease send me full particulars about the 


| Bendix Mowerake. 


| Mame... cece ee ec ee tec een ee eee eens | 
| NIA. ain aside cgpaadan stuilaven | 

it 5k 4 Ain po pine heen nk errr vd | 
L Dealer 1 Jobber 0 i 
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automobile strikes have appreciably 
affected the industry. Last week 
there was a come-back in steel out- 
put of 2.2 per cent, to 79.6 per cent 
of capacity. Most mills are work- 
ing at top speed on heavy backlogs, 
plus a January volume of orders 
which, for many companies, ex- 
ceeds that for any month last year 
excepting December. A large ton- 
nage of heavy products for build- 
ing construction has been placed, 
and railroad equipment orders are 
still a major market factor. 
* * * 


Car loadings—Freight load- 
ings for the week ended Jan. 23 
registered the sharpest drop from 
the previous week in 19 years, due, 
of course, to the floods which choked 
operations throughout a large area. 
The week’s total of 670,376 cars, 
although 4.3 per cent under the 
previous week, was still substantially 
above the figure for the same week 
in the last six years. Compared with 
the 1936 figure, surprisingly, there 
was an increase of 14.7 per cent, 
and with the total for two years ago 
a gain of 20.7 per cent. 

* *% * 


Electric output — Production 
dropped seasonally in the week 
ended Jan. 23, to a total of 2,256,- 
795,000 kilowatt hours. This was, 
however an increase of 15.7 per cent 
over the similar 1936 week. Oper- 
ations in the central industrial 
region, which includes part of the 
flood area and the districts affected 
by the automobile strike, held up 
well, showing a 19.1 per cent gain 
over the corresponding 1936 figures. 

* # # 


Lumber—The lumber indus- 
try has opened a national campaign 
of advertising and demonstration of 
lumber-built small homes. Each 
affiliated local dealer, with the co- 
operation of the National Associa- 
tion and F.H.A., is expected to erect 
three lumber-built homes costing 
less than $4,500, complete, and to 
stage a demonstration in a way 
which will arouse local interest in 
the possibilities of homes for fami- 
lies of moderate means. 

* & # 


Portland cement—The cement 
industry is making active progress. 
It produced in December 8,971,000 
barrels, 54.6 per cent ahead of 1935. 
shipped 6,246,000 barrels, or 38.3 
per cent more, from the mills, and 
had in stock at the end of the month 
22,842,000 barrels. Stocks showed 
a small decrease from those of 
December, 1935. Preliminary esti- 
mates of total production and ship- 


ments for 1936 show increases re- 











RED-CAP 


GARDEN HOSE COUPLING 





SNAPS ON! SNAPS OFF! WON’T 
LEAK! WON’T SLIP! PREVENTS 
HOSE KINKING! 


Cc LIST, complete 
(Extra faucet ends, 25c) 


ERE’S an item with a wide appeal. Every 
user of garden hose will want it—be- 
cause it saves time, trouble and your temper! 


The Bendix Red-Cap snaps on—water- 
tight—won’t leak! Can’t pull apart!—Yet it 
swivels, preventing hose kinks! Snaps off by 
giving the collar a slight turn—can't come 
off accidentally! 

Made in one size—one style. Fits any 
standard garden hose connection. Easily in- 
stalled—no tools needed. Packed one dozen 
in handy, attractive display cartons. Extra 
faucet ends permit use of single coupling for 
several faucets. 

Bendix Red-Cap appeals to Homeowners, 
Greenhouses, Filling Station operators and 
all others who use a hose. It's an all-season 
item giving generous year-round profits. 
Order a supply today from your jobber or we 
will ship via our nearest jobber. 


NATIONALLY ADVERTISED 


in the popular home and garden magazines! 


ECLIPSE MACHINE COMPANY 
(Subsidiary of Bendix Aviation Corporation) 
ELMIRA, NEW YORK 


SEND THIS COUPON NOW! 
ECLIPSE MACHINE COMPANY 
Dept. H-5, Elmira, New York 


Please send me full particulars about the | 
Bendix Red-Cap Garden Hose Coupling. 


| 

| 

a 

See eer ere pa re ee | 
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INDEPENDENT 
RETAILERS! 


Here is your 





START THE CUT ON 
THE FIRST STROKE 


THESE FINE TEETH AT ANY ANGLE 


MILFORD 


FLEXIBLE 
the DUPLEX Hack Saw Blade 
with EASY STARTING TEETH 


it’s the only hack saw blade 
that bears the label of the 


AMERICAN INSTITUTE 
of FAIR COMPETITION 














This label on every box is your wantee that MILFORD 
DUPLEX blades are not sold to chain stores and mail order 
houses cheaper than to the Independent Retailers. 


Ask your jobber for 


MILFORD 
FLEXIBLE DUPLEX 


HACK SAW BLADES 
With A.1. F.C. label on every box 


Obtainable also in 


HYGRADE srano 


THE HENRY G. THOMPSON 
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spectively of 45.7 per cent and 48.8 

per cent over the final totals for 

1935. ’ 
* * * 

Copper and lead—The Bu- 
reau of Mines reported stocks of 
copper in producers’ hands at the 
end of 1936 were the smallest since 
1928. Total smelter and refinery 
stocks were 601 million pounds, a 
decrease of 27 per cent from sup- 
plies at the close of 1935. Smelter 
production last year was 61 per cent 
higher than in 1935 and refinery 
production, 81 per cent higher. 
Refined lead production for 1936 
increased 21 per cent over the pre- 
ceding year, while consumption 
gained about 20 per cent. Stocks 
of lead on Nov. 30 were 20 per cent 
below those at the beginning of the 
year. 


Exports and imports — The 
United States had a “favorable,” or 
export, trade balance in 1936 of 
only $34,258,000, the lowest since 
i893. Exports totalled $2,453,487,- 
000, increasing 171 millions over 
1935. Imports reached $2,419,229,- 
000, an increase of 372 millions over 
the year before. In December, im- 
ports exceeded exports by quite a 
margin. The administration’s re- 
cent reciprocal trade agreements 
have had an undoubted effect in 
these figures, but the reasons chief- 
ly assigned for the export decline, 
by the U. S. Department of Com- 
merce are the pronounced increase 
in imports due to rapid expansion 
of industrial activity requiring large 
supplies of raw materials; also the 
maritime strike, which held down 
exports. 


Letters to The Editor 





“Patman Committee” Not 
“Restraint Committee” 


Editor’s Note:—Mr. Peterson’s letter 
puts a new complexion on the so-called 
“Patman Committee” of the U. S. 
Chamber of Commerce. As the retail 
hardware representative on this com- 
mittee he explains that consideration 
of the Robinson-Patman Law is but one 
of the subjects assigned to this body. 
Newspaper reports on the subject were 
apparently inaccurate and so we are 
pleased with this opportunity to publish 
this letter which will serve to clarify 
the subject in the minds of our read- 
ers. 


INDIANAPOLIS, INp.—It is natural 
that I have read with more than un- 
usual interest your discussion in the 
January 28th issue of Harpware AcE 
on the subject of thé “Patman Com- 
mittee.” (See H. A., Jan. 28, 1937, p. 
21.) 

In that connection, I wish to express 
my appreciation of your kind remarks 
concerning my own ability as a member 
of the committee. 

But I do think it rather unfortunate 
that your comments and conclusions 
should have been based upon news- 
paper reports rather than upon the re- 
port of the committee on the Patman 
law. This was released January 12. 

I don’t know who labeled this the 
“restraint committee” but can assure 
you that any such idea did not origi- 
nate with the U. S. Chamber, nor was 
such purpose expressed by any member 
of the committee in the various meet- 
ings we held. 

The committee is designated as the 
“Committee on Prices in Distribution” 
and study of the Robinson-Patman law 
is but one phase of its work. 

In its report on the Robinson-Patman 
law, there is no suggestion that there 


be delay in Patman law investigations. 
On the contrary the Federal Trade 
Commission is commended for its ac- 
tivity in instituting the various com- 
plaints which must serve to establish 
beyond question of doubt the meaning 
of certain sections of the law. 

The only change in the law, or pro- 
cedure under it, recommended by the 
committee was as follows: 

“It is consequently recommended 
that the remedies of three-fold dam- 
ages at private suit should be made 
available only as to those practices 
which are used after they have been 
found by the Federal Trade Commis- 
sion, with concurrence from the courts, 
to come within the prohibition of the 
law.” 

I feel that this is a most construc- 
tive suggestion which will not hamper 
enforcement of the law but will give 
to business protection from “ambulance 
chasing” lawyers that is much needed. 
For as the report points out: 

“Thus a seller, closely following the 
best legal advice obtainable, may find 
after some case has been instituted and 
has been carried through the various 
courts until final decision is rendered 
by the Supreme Court of the United 
States that he has for several years been 
unintentionally violating the law and is 
thus subject to numerous treble-damage 
suits.” 

In view of your discussion, it oc- 
curs to me that you might wish to pub- 
lish this letter as coming from the re- 
tail hardware representative on the 
committee. If so, I will be-glad to have 
you do so. 

With best wishes, I am 


Rivers PETERSON, 
Editor, Hardware Retailer. 
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You want tools that are profitable items! Your customers 
want tools that are profitable investments! Planet Jr. is 
the answer! The Planet Jr. line provides tools with time- 
and-labor-saving features that are selling factors. Tools 
of improved design, superior construction, quality ma- 
terials, excellent workmanship and fine finish. 

The Planet Jr. line is a complete line. Each of the tools 





it includes is built to give complete satisfaction—long, 
economical service. They are adjustable to all working 
conditions. Their steels are shaped to do the job right 
and tempered to hold an edge longer. Their handles are 
comfortable! 

Planet Jr. Tools make sales for the dealer because they 
make good with the user! 

Write for catalogue and prices. 


S. L. ALLEN & COMPANY, Inc. 


Also makers of Planet Jr. Garden Tractors 
3483 North 5th Street, Philadelphia, Pa. 


The Planet Jr. No. 4 Com- 
bined Seeder and Cultivator 
in one operation opens the 
furrow, plants the seed at 
the right depth, 
covers it and rolls it 
down and marks out 
the next row. Set 
up as a cultivator it 
plows, furrows, hoes, 
weeds and culti- 
vates. One of many 
models. 








Planet Jr. No. 22 Jiffy Seeder is the little 
brother of our No. 4 Seeder and is in- 
tended for the small and amateur gar- 
dener. The hopper holds a pint and a 
half of seed but handles a five cent packet 
as well as a hopper full. Priced right to 
sell the home gardener. 








In the Planet Jr. No. 215 Fertilizer attach- 
ment, used with our No. 119 Garden Plow, 
you find a most useful and practical tool. 
Light in weight, accurately regulated and 
inexpensive, it answers the need of many 
farmers. 





Planet Jr 


FARM AND GARDEN TOOLS 





FEBRUARY 11, 


1937 





“HOW CAN THEY PUT SO 
MUCH VALUE INTO IT?” 


Customers are asking that question today about 
Gardner-Denver side-suction centrifugal pumps. For 
here, in a small low priced centrifugal, Gardner-Denver 
has embodied distinguished quality—features far in 
advance of anything previously attempted at the 
price. How was it done? Through the application of 
modern design and modern methods of production, 
plus the experience which Gardner-Denver has had in 
pump building since 1859. 

Gardner-Denver side-suction centrifugals mean 
profit for you because they so manifestly give your 
customers more for their money. Here are such features 
as ‘‘Oilite’’ radial bearings—heavy-duty ball thrust 
bearings—adjustability to wear. Here are the long 
life and low cost that customers want in a pump. 

It's easy to build a profitable business for yourself 
with Gardner-Denver side-suction centrifugal pumps. 
Discounts to dealers are liberal. Mail the coupon to- 
day for complete information. 





GARDNER-DENVER COMPANY 
QUINCY Since 1859 ILLINOIS 





Gardner-Denver side-suc- 
tion centrifugal pumps 
are available in a com- 
plete line covering ca- 
pacities up to 550 gallons 
per minute at heads up to 
100 feet. 





GARDNER-DENVER CO., Quincy, Ill. 


Please send me the facts about your small centrifugal pumps. 


Company 


Address 


a 
; 
i 
| Nome 
i 
' 
: 
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GARDNER-DENVER 


121 




















These tools are sales-makers. 
They have what it takes—the 
quality look, the quality feel. 
They have finest workman- 
ship throughout. They give 
superior service. 


Outstanding sellers, these 
Vichek Tools—and outstand- 
ing profit-makers, too! 


VLCHEK 


TOOL COMPANY 


CLEVELAND, OHIO 








Adequate Accounting Records 


(Continued from page 77) 


Inventory at beginning of 


|” > a Ae ae 19,000.00 
Inventory at close of period. 21,000.00 
Total 40,000.00 
Average inventory ... ... 20,000.00 


Cost of merchandise sold dur- 

ing the period........... 100,000.00 
which makes an average “turn- 
over” of five times for the period. 

Ofttimes the amount of work- 
capital that is tied up in accounts 
receivable results in an unnoticed 
burden on a business and re- 
quires additional capital through 
the extension of credit in the form 
of bank or personal loans. There- 
fore, it is also important to be 
able to determine the “turn over” 
in accounts receivable. This is 
computed by determining the 
number of times the average ac- 
counts receivable can be divided 
into the charge sales. Serious at- 
tention should be given to this 
matter of Inventory and Accounts 
Receivable “turn over” if a busi- 
ness is to be efficiently and profit- 
ably managed. 

What does it cost to carry over- 
due accounts receivable and slow 
moving inventory items? Bor- 
rowed capital is ofttimes neces- 
sary because of long term credit 
and overstock of slow-moving in- 
ventories. 

This cost might be illustrated 
as follows: You may find it neces- 
sary to borrow $20,000 at the 
bank at 6 per cent, interest. This 
is an item of expense of $1,200 
per year, less the average bank 
balance of 20 per cent of the 
borrowings, of $4,000 making 
$16,000 of borrowed capital actu- 
ally used, costing $1,200 interest 
on $16,000, or 74% per cent on 
money used in place of 6 per 
cent. The total capital employed 
in the business is $100,000. The 
net earnings equal $5,500, which 
is 54% per cent on the capital, and 
as shown above, the borrowed 
capital is costing 744 per cent or 
a hidden loss of 2 per cent per 
annum on the capital borrowed 
because of overdue accounts and 
slow-moving inventories. 

Adequate financial records will 
provide methods by which these 
points, as well as other elements, 


will be brought to the attention of 
the management. No haphazard 
system of accounting should be 
introduced or installed in any 
business. It requires careful anal- 
ysis and study of the elements 
that need to be reflected in any 
accounting system either by the 
management, or someone else who 
is capable of such analysis. Then 
a proper system of accounting 
should be formulated to take care 
of the various elements as deter- 
mined upon. The next step is a 
proper installation of the system 
so worked out. The time to install 
a new system is preferable at in- 
ventory time. It is not sufficient 
that an adequate system be pro- 
vided and installed, but it is 
equally important that it be 
efficiently and properly kept in 
accordance with the methods pro- 
scribed in the system. 

The proper keeping of records 
can be done in several ways. 
Preferably, if the business is 
large enough to warrant it, to 
employ a full time competent 
bookkeeper. Many _ businesses, 
however, are not large enough to 
warrant this procedure. 

Usually the next best method is 
to hire a competent bookkeeper 
who will spend a portion of his 
time keeping the books, and the 
balance of his time selling mer- 
chandise or keeping the stock in 
order, or doing whatever work 
needs to be done about the store. 
When hiring this person, the first 
qualification to be considered is 
whether or not he is capable of 
keeping books. If he is well quali- 
fied as a clerk, that should be to 
his advantage, but not the real 
reason for employing him. 
Another method that is being suc- 
cessfully used is a part time book- 
keeper, where, with the properly 
devised method of accounting, a 
young man or lady can come in 
and spend a few hours each week 
in writing up the current trans- 
actions and doing the regular 
bookkeeping work as well as pre- 
paring the monthly statements at 
the end of each month. 

Experience has proven that it is 
usually poor policy for the man- 


HARDWARE AGE 














TT Fw rans S&S t= BS Bee ee 



























































—alismalis eh 



































all 
| 























No. 1730 GRIFFIN WROUGHT 
STEEL PERFECTION SCREEN and 
STORM DOOR SET 











Woh DISPLAY 
Wore? 


Goods piled on shelves 
are not displayed. They’re 
simply “in stock” ready to 
fill orders. But it should be 
backed up by a real display. People need to be reminded 
—need to have their desire to buy awakened. 





Every back door with an ordinary mortise lock needs 
4 modern night latch for added security. The ILCO 
Night Latch No. 222, representative of the ILCO line, is 
the newest thing in night latches: modern in appearance, 
extra strong and secure. The latch is furnished with 5 
pin tumbler cylinder, including 3 milled nickel silver keys. 











Get your share of this business 
with ILCO, “The Symbol of Supreme | “branxs” 
Lock Protection.” eaten, We 
Write for full information re- sortment va all 
garding the new ILCO Night Latch | il! onsen from 
Display No. 81MT. 











INDEPENDENT 
LOCK COMPANY 


Fitchburg, Mass. 


Branches in all Principal Cities 
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No. 730 Wrought Steel Screen Hinge 
With Loose Pin Button Tip 





Loose pin hinge with button tip. Full surface. Length of joint 
3 inches. Screw holes of one leaf are countersunk on both sides. 
Size of screws 34 x 8. 


Various Means of Application 
No. 830 Handle ate 10 Here 


Flush 


When Door 
is Thinner 
Than Jamb 


When Door 
is Thicker 
Than Jamb 





Half Surface 


ean 


No. 3 Coil Wire Spring and Hooks 


shes 


Improved design No. 
830 Handle and Es- 
cutcheon with positive 
— device. This 
latch is reversible. 








HOME owners readily appreciate the advantages of GRIFFIN 

Wrought Steel Perfection,Screen and Storm Door Sets No. 
1730. The loose pin, button tip, full surface hinge can be ap- 
plied various ways to the advantage of position permitting quick 
and easy removal of the door. The GRIFFIN latch is reversible, 
“patented”—a positive locking device applied to the surface of 
the door, no mortising. The graceful design, in attractive finishes, 
offers pleasing appearance and lasting surface. 


(SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 











Agents 


NEW YORK: 45 Warren St. BOSTON: 113 Purchase St 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 Market St. 













































for use in “Yankee” 33H 


Handyman 


Spiral Driver 


@ Display card (above) tells the story. Get it 
from jobber. Let it sell Chuck and 3 Drills 
with each “Yankee” Handyman Driver. Make 
$1.39 SALE! Handyman Driver, $1. Drill Set, 
39c. Simply place Display Card_ beside 
Handyman Merchandiser, on your counter. 


“Yankee” Drill 9/64" 


“Yankee” Chuck 


—— al” 
“Yankee"’ Drill 5/64" 


See 
“Yankee” Drill 7/64" 


Chuckwith drill fits Driverin place of blade. For boring 
small holes for screws or other purposes in shop or home. 


Countersink. Retail price, 25c 


Extra blade for small screws. 
Retail price, 12¢ 


“Yankee” Merchandiser 
Displays 6 Handyman Spiral 

tew-Drivers. ORDER from 
jobber. Also order Drill Sets. 
For quick delivery, mail us 
coupon today. 


North Bros. Mfg. Co., Philadelphia, U. S. A. 


Through jobber named below, give us QUICK deliv- 
ery of Half-Dozen "‘ Yankee’ Handyman Drivers No. 
33H with Merchandiser. For $1 re-sale. Also Half- 
Dozen sets (2 cards) Chuck and Drills. For 39c re-sale. 





Vaur Nagatt--<<2ceccc20cccccccecccecece 


MDM cananasescascscssscosccccccesoscconcncccnsdaninns 





(A211) 


Jobber’s Name---------- 
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agement or proprietor of a retail 
store to undertake the bookkeep- 
ing work. It has a tendency to 
lessen his administrative and 
management efficiency because of 
the close application of detail 


work in connection with the book- 
keeping. Many times it is un- 
satisfactory to have the manager’s 
or proprietor’s wife perform these 
duties. However, there are in- 
stances where it was successful. 





Unusual Ads Attract Customers 


(Continued from page 73) 


To understand these ads, says 
Mr. Kommers, one should know 
conditions in Antigo; but it is 
readily understood that the un- 
usual approach is responsible for 
the effectiveness. The notations 
on the backs of the ads are il- 
luminating and provide the adver- 
tiser with a good idea of the re- 
sults obtained. One ad is mark- 
ed: “no sale,” another “sold out 
2060” “no sale—out of season, 
my belief,” “complete failure,” 
“sell out—kids at door when we 
opened up. Sold 1,000, cost us 
$1.75 cwt.” “no sale, wrong time. 
Should have been held in the 
spring when hen began laying.” 
“Somehow didn’t move.” “Cleaned 
up—everybody drives a car—240 
cans.” 

Many times HARDWARE AGE has 
pointed out the advisability of 
making hardware store advertis- 
ing more attractive and appealing 
by giving them a distinctive style. 
There are other ways to achieve 
unique appeal, but in the Kom- 
mers ads we have one of the best 
examples of the advertiser mak- 
ing the customer, feel at home. 
They are chatty ads written in a 


manner customers like and _ re- 
spond to. 

The space used is two col- 
umns by 2 to 4 inches deep and 
the type is usually a readable 
body type, headed by a strong 
block letter, the whole being en- 
closed by a heavy rule border. 

A study of Mr. Kommers’ 
method is recommended to those 
who wish to make the most of 
small space, particularly those lo- 
cated in smaller towns or cities. 
Probably one factor in the suc- 
cess of these ads is the fact that 
the hardware merchant himself 
writes the copy in the same way 
in which he might talk to his cus- 
tomers, thereby gaining their at- 
tention as no impersonal copy 
could hope to do. Other hard- 
ware merchants can and should 
introduce a note of personal in- 
terest in advertisements. It may 
only be a small paragraph or two 
from the proprietor, written in a 
friendly way, to call attention to 
the store’s services or merchan- 
dise, but you will be surprised 
what a difference it will make in 
the attitude of your customers if 
you do it sincerely. 





Power Tool Catalog 


Catalog G-7 illustrates and describes 
the Driver “Series 500” line of power 
tools for the home workship; the 
“Series 700” line for the school shop 
and “Series 900” line for the indus- 
trial plant. The various units and 
their accessories are described in de- 
tail as well as illustrated and price 
information is included. Also included 
in the catalog are custom-built motors, 
transmission equipment, jig saw blades, 
belts, and pulleys, benches, machine 
stands, and cabinets. Walker-Turner 
Co., Inc., Plainfield, N. J. 





Railway Express Folder 


“C.0.D. by R.E.A.” is the title of 
an attractive leaflet pointing out the 
sales advantages to dealers from their 


use of this service. The folder points 
out the conveniences and speed of the 
C.O.D. service in getting merchandise 
to customers. The back page of the 
leaflet shows in tabulated forms the 
charges for collecting and remitting 
C.0.D. money. Railway Express Agency, 
230 Park Ave., New York City. 





New Hack Saw Blades 


The Red End trademarked hack saw 
line has been increased by the addi- 
tion of a new special alloy blade that 
is stated to compare in quality and 
price with Molybdenum blades. The 
three grades of blades in’'the Red End 
line are: high speed steel, the bright 
blade; Tungsten steel, the black blade, 
and special alloy steel, the red blade. 
Simonds Saw and Steel Co., Fitchburg, 
Mass. 
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YERS 
Sump Pump 


bagi aid Jee RT aR em cama on aR BUR 


FEBRUARY 11, 


1937 


Open weather—excessive rain- 
fall — everywhere property 
damage through flooded cel- 
lars and basements has been 
extreme. Similar losses occur 
annually. Property owners are 
seeking relief through protec- 
tion such as a Myers Sump 
Pump provides. 


Easily installed, automatically 
controlled, dependable and low 
priced, right now Myers Sump 
Pumps afford an avenue for 
profitable business during the 
months ahead. 


‘Write or wire. 


T= F.E.MYERS & BRO. <6 


ASHLAND. OHIO. 


Tak oan 
MYERS 
PUMPS WATER SYSTEMS Mav TOOLS COCR 
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No. 04856 


GOOD LOOKS COUNT 


WHEN SELLING PADLOCKS 
This One Meets Today’s Demand 
In Modern Styling & Obvious Quality 
i 
FINE PIN TUMBLER CONSTRUCTION 
EXTRUDED METAL CASE 
= 


You may be sure that any customer to whom you 
show this handsome, moderly styled padlock 


will be pleased with it—and that is going a long 
way toward making a better than ordinary sale. 
No. 04856 is made of ,Extruded Metal and fitted 
with Genuine Pin Tumbler lockwork. Also has a 
hardened, cadmium plated shackle. Made in 
six sizes from one inch to two inches inclusive. 


oo 
The Eagle Quality Line 


Night Latches Padlocks 
Trunk Locks Cabinet Locks 
Front Door Sets Wood Screws 
Store Door Sets Stove Bolts 
Machine Serews 


ects {Box co 


26 Warren Street-- New York 


Branch Offices: 
521 Commerce St. 179 N. Franklin S¢.114 Bedford St. 
Philadelphia, Pa. Chicago, Ill. Boston, Mass. 
Works at Terryville, Conn. 














Rring 
THEM BACK 


KNOW ABOUT IT 
All You Need Do Is Stock It 


FIENDOIL 


SOLVENT 
and Gun Oil 


Larger spaces in the leading 
Hunting, Fishing and Outdoors 
Magazines are creating a demand 
for Fiendoil, the patented Rust 
and Corrosion inhibitor. Sell them 
complete protection in one can. 
Cleans and provides perfect pro- 
tection for firearms and fishing 


tackle. 
DOUBLE-BARRELED PROTECTION 
DOUBLE-BARRELED SAFETY 


Lubricates and cleans with one 
application. No brushes or ram- 
rodding necessary. Does not dry 
on metal. 


ASK YOUR JOBBER'S SALESMAN 


The 
McCambridge & 
McCambridge Co. 


12 L Street, S.£. Washington, D. C. 
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Babcock’s New Sport Shop 


(Continued from page 64) 


looks on him. Only those items, 
which because of their size, value 
or quality are better kept in glass 
cases are displayed in such units. 
It is a roomy shop giving sports- 
men ample room for trying sports 
equipment. The sports atmosphere 
is enhanced by the numerous tro- 
phies of successful deer, duck, and 
other hunts, mounted and dis- 
played above the wall cases. 

Mr. Babcock says the sports 
shop is in a separate store be- 
cause, “We consider it better to 
have the sporting goods depart- 
ment in a separate place by itself 
than mixed in with other depart- 
ments, especially when depart- 
ments are close together anyway. 
In our casé, there was no room 
available, so it was necessary to 
create a separate store adjoining 
our own. This gives the shop in- 
dividuality and while it does not 
prevent a tennis fan from seeing 
fishing tackle, it does not distract 
him with displays of tools or 
paint.” 

The opening of Babcock’s Sport 
Shop was announced by consider- 
able advertising and interest in the 
shop has been kept active ever 
since by frequent newspaper ad- 
vertisements on merchandise of- 
fered and on special events of 
interest to sportsmen such as ex- 
hibitions, lectures and contests. 


Largest Bass Contest 
In July and August, the Sport 


Shop conducted a prize bass fish- _ 


ing contest, awards totaling $14 
of fishing tackle for each of the 
two months. For the largest small 
mouth bass there was an award of 
$5 in fishing tackle and for the 
second largest small mouth bass 
there was an award of $2 in tackle. 
For the largest and second largest 
large mouth bass there were 
awards of $5 and $2 in fishing 
tackle respectively. 

An outline of the rules for the 
bass contest announced that it was, 
“Open to everyone who fishes, with- 
out any restrictions as to bait or 
manner of taking bass. All we ask 
is that you bring ‘him’ in and have 
‘him’ measured. Of course no 
Babcock employee is eligible in 


the contest. All bass to be caught 
by angling on open waters within 
boundaries of New York or Penn- 
sylvania. All bass to be measured 
at our Fishing Tackle Department. 
An original tracing of each bass 
entered will be made. All original 
tracings can be seen in our Prize 
Fishing Contest Book. In decid- 
ing the Prize Winners, the length 
of the bass determines the winner. 
No consideration is given to 
weight. Don’t hesitate about 
bringing your fish in if it isn’t a 
whopper’.” 

Very enthusiastic about the re- 
sults of the bass contests, Mr. Bab- 
cock says, “Considerable interest 
was aroused and the catches 
brought into the store were very 
fine. We feel that another year 
there will be even more interest in 
this contest.” 

The Sport Shop held a special 
lecture and showed “movies” on 
skiing at the store and used a two- 
column advertisement prior to 
Christmas to create interest in the 
event. Skiers were shown at the 
top of the ad, while a toboggan in 
action was the illustration at the 
bottom. There was a list of sport- 
ing equipment offered for Christ- 
mas gift seekers. This ad attracted 
a large crowd, Mr. Babcock says, 
for “Probably as many people as 
came to the lecture were turned 
away because of _ insufficient 
space.” 

Interest in archery was boomed 
on another occasion by an archery 
exhibition. Special eyents such as 
exhibits, demonstrations, lectures 
and contests are advertised in in- 
teresting and lively fashion. Dur- 
ing the first year of its existence 
the Sport Shop was emphasized, 
“perhaps more than any other de- 
partment of the store in order to 
build up its prestige.” 

G. L. Humiston is in charge of 
the Sport Shop. He has been with 
the firm for a good many years, 
starting in the shipping room and 
later becoming a sporting goods 
salesman. Later Mr., Humiston 
traveled for the sporting goods 
department and then served the 
house as sporting goods buyer. In 
the Sport Shop Mr. Humiston is 
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No. 1005 
THE TOP HAND 


Capacity 14 ozs. 

One of the most popular Kleenseal Guns. Rug- 
Q ed construction. Large grease capacity. For 
all types of farm machinery, large and small, and 









No. 1025 
THE COMBINE 





Capacity 18 ozs. 
Built specially for service where medium pres- 
sures are required. Has | arge discharge of lubri- 
cant per stroke. Large grease capacity. Just the 
un for separators, ines, etc. Pumps fast. 
Handles all weights and viscosities of greases. 





No. 1058 and No. 1059 LEVER GUN 














Capacity 18 ozs. 

A vastly improved, easily operated lever gun. No. 
1058 is used when ext ly high p are re- 
quired. No. 1059 is for dispensing large volume at 
moderate pressures. Spring primed. Easily filled. Han- 
dies heavy greases or oils in cold or hot weather. 















LINCOLN 


GREASE GUNS 


enable farmer to properly lubricate 
tractors, machines, cars and trucks 


It is an undisputed fact that proper lubrication is vitally essential to 
keep operating costs to a minimum and insure satisfactory performance 
of machinery on the farm. 

Farmers can take thorough care of this important service themselves 
if they have one or more Lincoln Grease Guns (a few of which are 
illustrated at left). These guns are powerful—yet easy to operate, and 
are available in a wide range of models to meet every need. 

THE LINCOLN LUBRICATION SYSTEM is original standard 
factory equipment on many of the most popular makes of farm im- 
plements and machinery as well as on automobiles ... Lincoln makes 
COMPLETE lubricating systems from fittings to guns and pumps. Be 
sure to get full details by asking for CATALOG No. 55. 


* 
LINCOLN ENGINEERING COMPANY 


General Offices—St. Louis, Mo. Factories—St. Louis, Mo. and Detroit, Mich. 





TWICE the PROFIT / 


from Sander Rentals: 


Back in ’32 at the very depth of the depression, an impartial sur- 
vey of DREADNAUGHT Sander Rentals disclosed the fact that 
all of the hundreds of DREADNAUGHT dealers were averaging 
$48 net profit per month from sander rentals. That was at a time 
when most folks didn’t have the price to do the fixing-up they 
wanted to do. Today with the prosperity wave surging upward 
and a huge, long dammed-up demand for repairing and moderni- 
zation breaking loose, the profit opportunity from sander rentals 
and related sales is infinitely greater and growing all the time. 


GET YOUR SHARE OF THIS IMPORTANT BUSINESS! 


It’s easy enough if you follow the proven DREADNAUGHT 
plan and use DREADNAUGHT sanders. But don’t make the 
mistake of thinking that most any sander will do. To get initial 
rentals and keep them coming requires a sander that looks and is 
easy to operate—one that most anyone can do good work with 
and plenty of it—one that will stand up under the severe test of Cah & oe 
public use without profit-eating expense. And there’s just one real _opportun- 
make that fully answers all these requirements. That’s DREAD- =, 
NAUGHT—the machine with more than six years of rental 


experience behind it. 


Cash in on areal opportunity. Write TODAY for complete details. 


DREADNAUGHT SANDERS (Ciarke Sanding Machine Co.), Dept. HA237, Muskegon, Mich. 





NUMEROUS 
DEALERS ARE 
NOW ADDING 
A SECOND 
OR THIRD 
DREADNAUGHT 
FOR RENTAL 
PURPOSES 











plete details. 





MORE THAN 5000 DEALERS ENDORSE DREADNAUGHT 
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AS THE RENTAL SANDER 








































5000 SLINE 
FOLLOW 





Follow the UTICA line 
and you will lead the field 
in profits. UTICA tools are 
made for mechanics who 
know and want good tools 
and bring the best class of 
trade. .. UTICA offers the 
widest range of high grade 
Alloy Steel pliers in the 
world, enabling you to stock 
the numbers that move prof- 
itably in your community. 


UTICA Alloy Steel Side Cutting 
Plier No. 50 
(IMustrated above) 


Price Each for Finished Size: 
4" 5" 6" a — 
$1.05 $1.15 $1.25 $1.40 $1.50 


UTICA 


DROP FORGE & TOOL 


CORPORATION 
UTICA NEW YORK 
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assisted by four salesmen, each of 
whom specializes in particular 
sports although each man is able, 


when necessary, to take care of | 


sales in other sports. These sales- 
men confine their 
sales right in the store, Mr. 
Humiston taking care of the vari- 
ous schools and athletic associa- 
tions which the 
Traveling salesmen for the whole- 
sale division of the company han- 


dle sales of sports equipment to | 


retail dealers. 


The Passing Show 


(Continued from page 114) 


think that one person can do an- 
other a greater service than to 
recommend to him a good book. 
The publishers Simon & Schuster. 
Inc., from time to time send me 
some new book and ask 
review it. The last book they sent 
me was Dale Carnegie’s “How to 
Win Friends and Influence Peo- 
ple.” He also writes about how | 
to speak in public. 
about the necessity if a young man 


| wishes to get anywhere, to develop 


the ability of expressing his ideas 
clearly and in a convincing man- 
ner. This book is very practical. 
Mr. Carnegie does not write a lot 
of philosophical theories and use 
the word “psychology” in every 
other sentence. I believe it is a 
worthwhile book for any ambi- 
tious, energetic young fellow to 
read. ' 

I know a young college gradu- 
ate who stood at the top of his 
class. He was a good student and 
has a very good mind. However, 
he does not know how to express 
himself. He became interested in 
politics and while all of his asso- 
ciates appreciate the keenness of 


| his mind and his great knowledge, 
| except in office work he will never 





be able to get anywhere political- 
ly because he does not know how 
to get up and talk. There is a 
great need in this country for 
voice culture, not for singing but 
for talking. Just listen to the radio 
announcers. Some of them have 
splendid voices, and others are 
terrible. Some voices are exceed- 
ingly irritating. When the owner 


activities to | 


store equips. | 


He writes | 


HIGH PRESSURE 


CARTRIDGE y \ 


CALKING GUN 


This Gun 


fees Three Nozzles 
. sand-- 
Four Filled Cartridges 


Shipped Express Collect for 


$7.40 


| Pecora Calking Compound has been 
| first choice of leading architects and 
| builders since 1908. No material is 
| more dependable, more satisfactory. 
The new type High Pressure Gun (pat- 
| ent applied for) is a great time and 
material saver. Metal cartridges filled 
| with approximately one quart of Pecora 
Calking Compound can be placed in 
position for use in a few seconds. No 
fuss, no waste. Send in your order 
today. Special Bulletin on request. 


COLD 


me to | 














Peecora Paint Company, Inc. 
Lawrence & Venango Sts., Phila., Pa. 
Established 1862 by Smith Bowen 
Member of Producers’ Couneil, Inc. 








Pecora Sash Putties and 
Pecora Perfect Patching Plaster 
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USERS.... 


Will see this selection of famous Seymour Smith 
Tools as featured in our big national advertising 
campaign in these important magazines. 


This assortment represents the finest tools obtain- 
able for handling every pruning job. All are famous 
big sellers, bringing valuable profits and prestige to 
you. Note that most of these pruners have the easy, 
smooth cutting “Snap-Cut” action, making them 
distinctly superior to all others. 


When you feature Seymour Smith MY, 


Pruners, you offer your customers the most 
efficient tools and the best values obtainable 
anywhere. In addition to the numbers illus- 
trated here, the Seymour Smith line includes 
a wide variety of other pruning implements— 
Grass Shears, Hedge Shears, Lopping Shears, 
Tree Pruners, etc., etc.—a complete assort- 
ment for every purse and purpose. 

Here is your ideal set-up for spring profits 
—nationally-known pruners, nationally adver- 
tised to over 13,000,000 users. Tie in with 
this valuable campaign NOW. Check your 
stock and order from your jobber or write 
us direct. 

Valuable sales helps, too, are yours, 
FREE, including display cartons, display 
cards, folders, etc., etc. 

WRITE FOR — 
Complete prices and informa- 
tion on Seymour Smith nation- 
ally-advertised pruners. 
This valuable 10c book on 
pruning sent free to your cus- 


\ tomers when they buy Seymour 
| Smith “Snap-Cut” Pruners. 










nop (Cl Prorvers 
OUTCUT ALL OTHERS 


SEYMOUR SMITH & SON, INC. 82 MAIN STREET, OAKVILLE, CONN. 


Sales Representative 











John H. Graham & Co., 113 Chambers Street, New York City 
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~— 
BY OFFERING YOUR CUSTOMERS 


‘ by ual Eid 
LAWNMOWER SHARPENING SERVICE 


THE IDEAL LAWNMOWER SHARPENER is positively the 
last word in lawnmower sharpening equipment. Fast and accu- 
rate, it replaces the old hand sharpening method and does a far 
better job. Hundreds of dependable Hard Dealers offer this 


service to their customers and make a handsome profit on the side. 


COMPLETE PLANS FREE!! 


Our free plans show you how to establish a successful lawnmower 
sharpening business as a part of your present services to customers. 
Many stores average from $30 to $40 PER WEEK on the Ideal 
Sharpener which requires only the spare time of one of the clerks 
to operate. Send for free catalog today. 


THIS COMPLETE CATALOG TELLS HOW! 
THE FATE-ROOT-HEATH COMPARY 
702 BELL STREET PLYMOUTH, OHIO 


SEND ME YOUR CATALOG “TURN SPARE 
TIME INTO CASH” 


ADORESS 
on STATE 








































































TWO FOR ONE OR 
THREE FOR TWO 


Worthwhile, isn't it, if you can sell a 
proportion of two Red Devil Glass Cut- 
ters instead of one, or even three in- 
stead of two—simply because you've 
displayed them better? That is the rea- 
son for the Red Devil Easel Display. It 
keeps the cutters out in front and con- 
stantly lined up to attract attention, in- 
vite inspection and make more sales. 
Try this better way of selling glass cut- 
ters if you haven't already done so. 


WOOD SCRAPERS 





THREE 


This eye catching display, with illumin- 
ated top, holds a set of three Red Devil 
Two-Blade Wood Scrapers of light to 
heavy types. All are as essential and 
useful for home repairs as for mechan- 
ics’ use. There are many customers who 
will respond to the suggestion of buying 
@ complete set for $1.50. If only one is 
wanted, it’s a worthwhile sale. Selling 
extra biades is profitable too. 


LANDON P. SMITH, Inc. 


IRVINGTON, N. J.; U.S. A. 


NTS A 






wv RAPER 





of such a voice departs, everybody 
is relieved. The sad part of all 
this is that these people do not 
seem to realize that bad voices 
and faulty enunciation can be very 
much improved by training. It is 
better and more profitable for a 
college man and woman, when 
they graduate and take their 
places in the world, to be able to 
speak clearly and impressively, 
and express themselves well, than 
it is to know Greek, Latin or 
algebra. 

Demosthenes was one of the 
greatest orators of all time, and 
the story is told that he started 
out with a very bad voice, but he 
taught himself how to speak walk- 
ing up and down the beach talking 
with a pebble in his mouth. Car- 
negie tells how he rode on horse- 
back three miles every day to 
school and back, and as he rode 
his horse along the country road 
he practised oratory. When he 
returned home at night he had to 
do his chores around his father’s 
farm. As he milked the cows in 
the barn he also practised speak- 
ing for the benefit of the cattle. 
Now he is making a very hand- 
some income teaching other peo- 
ple how to speak and writing 
books on the subject. 


When seven or eight people 
write me and tell me to read a 
certain book, I usually get around 
to reading it. I have just bought 
and paid good cash for “An Amer- 
ican Doctor’s Odyssey” by Vic- 
tor Heiser, M.D. This book 
was first published in August, 
1936, and since then there have 
been eleven editions. One hun- 
dred and sixty thousand copies 
have been sold. It is a good thick 
book. The morning of the day I 
bought this book I read in the 
New York Times about the dis- 
astrous floods in the West. It 
seems a coincidence that Chapter 
One “Just Short of Eternity” is 
a description of Dr. Heiser’s es- 
cape from the Johnstown flood of 
1889. He gives a most graphic 
description of this flood. Both 
his father and mother lost their 
lives, and he was left alone in the 
world. So he started on his trav- 
els, studied, became a doctor and 














EAGLE MANUFACTURING CO. 
Wellsburg, West Virginia 
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TURN SHOPPERS 


This handsome, red-and-black display on the popular 
Bell Family of WEST BEND percolators ‘does two im- 
portant selling jobs for you: (1) it attracts traffic by 
giving the whole selling story quickly: (2) it provides 
a pleasing setting for the items—a powerful influence 
in converting sales. It is furnished free with each order 
of a sample assortment (at least one each of the five 
sizes) — or to customers who have the five sizes in 
stock. The display requires a counter space only 12” 
deep by 31” wide. 


THESE FEATURES WILL ADD A SPARK 
TO YOUR SPRING SALES DRIVE 


There's a percolator to please nearly everyone — five sizes ranging 
from two to twelve-cup capacity. Women are quick to recognize the 
plus values of these smart utensils: 


% Beauty and style 

% Fiat base for economical heating 

% Welded sanitary spout 

% Non-boil-over cover 

%* No hinges or rivets on cover to break or come loose 


%& One size glass top for all five percolators 


Prominently display the Bell Family — with their bands of colored 
Cellophane — and you'll sell all sizes to old and new customers. 


* 


Write to DEPARTMENT 302 for free 
catalog on complete line of aluminum 
utensils that you can feature at a profit. 


| 
Clliuumunum 


WEST BEND ALUMINUM CO. 


WEST BEND WISCONSIN 
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CHAINS TO SELL 
THIS MONTH 


[_] ELWEL COIL AND MACHINE CHAINS 
[_] AJAX AND ELWEL BREAST CHAINS 

[_] NO. 45 ELWEL HEEL CHAINS 

[_] ACCO JACK & SAFETY CHAINS 

[_] ACCO REPAIR LINKS AND ASSORTMENTS 
[_] ACCO PROOF & BBB COIL CHAIN 


Display and offer them 


Display makes sales—reminds your customers of their 
needs. You'll find it profitable to make window and store 
displays of these ‘‘chains of the month.” 


The chains listed below will soon be in demand. Tear 
out this advertisement—check your stock—place this list 
in your “order now’”’ file. 


[_] TENSO DOG AND HALTER CHAINS 
[_] 2-O TENSO CHAINS, 250 FT. BOXES 
[_] TENSO TIE-OUT OR PICKET CHAINS 
[_] ACCO GENERAL PURPOSE CHAINS 
[_] EL-WEL-TRA TRACE CHAINS 

[_] ACCO COTTER PINS 

[_] NO. 45 ELWEL HEEL CHAINS 

[_] WEED BULL FARM TRACTOR CHAINS 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE 


COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


In Business for Your Safety 








visited every part of the world. 
He never practised as a regular 
physician but started in with the 
Marine Hospital Service, then 
worked as an immigration doctor, 
then as a medical director in the 
Philippines, and so on. You might 
say that he was a doctor in mass 
production. He handled plagues. 
I have only read a few chapters of 
this book but I am already sure 
that I will get my money’s worth. 


oe * + 


On the map I have been study- 
ing the course of the present fleod. 
The accounts of this flood in the 
daily papers interest me because 
in years past I have visited all of 
these suffering communities. My 
first territory as a salesman was 
in this section. How well I re- 
member the ferry at Bird’s Point 
on the Mississippi River opposite 
Cairo. When I was there it was 
a low lying swamp, Godforsaken 
district. What a delight it was 
after traveling in these swamps to 
get over to the Halliday House in 
Cairo, get a bath, a haircut and 
a good, square meal, and after 
that a comfortable, clean bed. 

Up the river is Cape Giradeau. 
This town I am sure is not suffer- 
ing especially, because I remem- 
ber it as being located on very 
high ground. Here on my maiden 
trip as a salesman I stopped at 
Blocks Hotel, and my first sale 
was to B. Bahn & Bro. That was 
the first hardware order in my 
long career as a salesman. I re- 
member I rose at daylight had 
breakfast and called at this store. 
There was a man sweeping out. I 
immediately started in to sell him 
some hardware. After listening 
awhile to my sales talk he in- 
formed me that he was the porter, 
and the buyer would not be down 
until 8 o’clock. While I waited for 
the buyer I remember the porter 
gave me a list of quite a number 
of items they were out of, so when 
Mr. Bahn did arrive I was ready 
for him. The first item called for 
was a quarter of a dozen bull 
Trocars, at $5.00 per dozen. Prob- 
ably a good many readers, even 
old hardware men, never heard of 
this instrument. I asked Mr. Bahn 
what they were used for, and he 
told me that when cattle would 
eat too much green clover they 


would swell up, full of gas. Then 
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they would stick this Trocar 
through the skin, pull out the han- 
dle and leave the tube, and the 
gas would flow out to the great 
relief of the cattle. B. Bahn & 
Bro. I note are still in business in 
Cape Giradeu, but I understand 
the business is being conducted 
by the sons of the man who gave 
me my first order. 

I remember [| didn’t have a call 
for Trocars for more than ten 
years afterwards. Then one day 
Mr. Weed of the Drury Weed 
Hardware Co. in Alton, IIL, 
dropped in to our headquarters in 
St. Louis, and the first item on 
his list was Trocars. He told me 
to put down half a dozen for him. 
Then I smilingly told him that 
that was the first time I had had 
a call for this instrument in about 
ten years. He immediately re- 
quested me to cut the order down 
to a twelfth of a dozen. Like the 
parrot I talk too much! 


* * * 


It does seem to me that after 
the experience certain manufac- 
turers, and especially the power 
houses have had with floods, that 
they would build on high ground. 
It certainly, to say the least, must 
be disagreeable when a power 
house goes out of commission on 
account of a flood and an entire 
city is thrown into darkness. But 
I suppose there must be some rea- 
son why they build them next to 
the rivers. 


* * + 
‘ 


It is just one thing after an- 
other. Now the larger part of the 
United States is suffering from 
influenza. The manufacturers and 
dealers selling medicine for colds 
are doing a great business. The 
other day a large wholesale drug 
house in Baltimore told me it was 
next to impossible to secure sup- 
plies. He referred especially to 
one item, codeine. This is a nar- 
cotic, and is used in large quan- 
tities to stop coughing. A cough 
is a sort of spasm. Codeine causes 
relaxation and checks the spasm. 
This remedy, being a narcotic, 
comes under the supervision of 
the government. This wholesale 
druggist told me that there were 
certain rules governing the quan- 


tity supplied to dealers. And he 
said notwithstanding the emer- 
gency because of this influenza 
epidemic, they cannot obtain 
codeine because under the rules 
and regulat.ons they have already 
exceeded their quota. In other 
words, the population can cough 
their heads off as long as the rules 
and regulations set up by the gov- 
ernment are enforced. I asked 
him if there were not some emer- 
gency provision in this law, but 
he replied as far as he knew there 
was none. 

Floods do not seem to be antici- 
pated. Influenza epidemics do 
not seem to be anticipated either. 
No one seems to make any prep- 
aration in advance for such abnor- 
mal conditions. When a flood is 
over it is quickly forgotten. And 
when an epidemic is over, it, too, 
is quickly forgotten. 


* * * 


Bicycles have come back. One 
of my visitors told me that a cer- 
tain wholesale hardware house 
happened to have 2000 bicycles 
on hand, when other houses could 
not fill their orders. The strange 
thing was, so he said, that while 
the established price on the bi- 
cycles was $21.50 each, this house 
with practically the only good 
stock in the country, disposed of 
theirs at $19.50 each. On the face 
of it this does not look like good 
merchandising, especially as this 
particular house is not earning 
any net profits or paying any divi- 
dends to their stockholders. 


* * * 


Hooray, hooray, hooray! The 
ammunition business in 1936 was 


stabilized. I am informed that 
there was no price cutting by job- 
bers. For the first time in history 
most of the jobbers have no com- 
plaints. I have not heard any 
reports from the retail trade. I 
trust they are just as happy. 


* * * 


Write to Mr. Bernard Lichten- 
berg, president of the Institute of 
Public Relations, 420 Lexington 
Ave., N. Y. C., and get a copy of 
his pamphlet “Telling the Truth 
about Business.” It will cost you 
nothing, not even postage, and it 
is a booklet well worth reading. 
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Up go Spring Sales and Profits with 


TIRQYMIP HAND GARDEN Tools 


For your garden-conscious customers, feature these sturdy, 
attractive tools with your seeds, bulbs, and plants. Made 
of 18-gauge steel with turned hardwood handles and 
finished in baked green enamel, Trump Hand Garden 
Tools are the choice of both amateur and professional 
gardeners ... because they're real “hard work” tools... . 
Order Trump Hand Garden Tools from your jobber today. 
You'll make more sales at a higher margin of profit. 





Individual Trump Hand Garden 
Tools are packed one dozen to 
a strong reshipping case, or you 
can get three-piece sets (trowel, 
fork and cultivator) packed two 
dozen sets to the case. No re- 
packing necessary. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PENNA. NIAGARA FALLS, ONT. 
























No longer is roller skate volume dependent on price . . . the 
new “500-mile” skate is so sensational that customers ‘don’t 
i haggle over cost. You can feature it at good profit as one of 







the “best drawing cards” of your entire stock of goods. 


Speed King 
™ 500 MILE SKATE 


has new hard-tempered steel rollers guaranteed for 500 
miles actual travel or one full year’s use. . . Has hardened bear- 
ings giving equal wear with the rims . . . has double rows of 
hardened steel balls—i8 to the roller—giving greater speed . 
Has wider adjustment, doing away with carrying a stock of 
various sizes. 















The Speed King line has a wide price range — every number has many 
RETAILS me Ne ee brings a good margin of profit . . . Nationally adver- 
FOR J = tised . . . Special displays . . . Write for attractive 1937 proposition. 


$2.25 PAIR 
HUSTLER CORPORATION...STERLING, ILL. 








SPEED KING 
°. 
Retails for 
$1.15 













SPEED KING SPEED KING 






HUSTLER 
No. 530 
Retails for 
$1.35 







No. 550 
(with leather 
toe straps) 
Retails for 
$1.20 
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Salesmen and the 
Social Security Act 


UESTIONS are beginning to 
O arise under the social se- 
curity act and in the absence 
of any court decision, the answers 
can only be guesses. One thing, 
however, can be depended on. This 
legislation is primarily for the 
benefit of the employe. In that re- 
spect it belongs to the same class as 
workmen’s compensation acts, which 
were passed to prevent employes 
disabled by accident arising out of 
and in the course of their employ- 
ment, from becoming a_ public 
charge. 

Being for the benefit of the em- 
ploye, it can be assumed that all 
questions arising under the act will, 
so far as the courts can do it, be 
resolved in favor of the employe 
rather than the employer. This does 
not mean that the court will over- 
ride settled law; they will, where 
the question is 50-50, lean toward 
the employe. 

The meaning of what I have said 
will be understood when you read 
the following letter: 


November 23, 1936. 


We take the attitude that our sales- 
men work on a straight commission 
basis, that they work for themselves 
as an independent contractor without 
any direct control on our part as to 
how results are obtained. 

They receive no salary or expenses 
and are paid various commissions on 
various types of merchandise. They 
receive various commissions on the 
same merchandise depending on what 
type of trade they sell and volume sold. 

The only restriction is as to what 
territory they are licensed to sell in. 
Their hours and days of work are their 
own to do with as they please, they 
come and go as they please. 

Our salesmen take the attitude that 
they are employes coming under the 
Social Security Act. We understand 
that all insurance companies and all 
large companies having salesmen on a 
straight commission basis have taken 


134 


By ELTON J. BUCKLEY 


the attitude that we have. This atti- 
tude by companies employing such men 
covers at least one million employes— 
if such they are to be considered or 
contractors on their own—if such is 
decided. 

Will you please advise us on this 
matter at your very earliest conve- 
nience. 

Very truly yours, 
THe Water Company 

P. S.—The New York State laws and 
the laws of most States have decided in 
income tax and workmen’s compensa- 
tion cases that such men are inde- 
pendent contractors. 


Only Courts Can Decide 


In answering this question I am 
frankly guessing because as I have 
said, there are no court decisions, 
and the question can only be settled 
by the courts. 

If an employe or representative— 
call him what you like—is held not 
to be an employe entitled to pro- 
tection under the social security act, 
the result will be that such people 
are left out in the cold so far as 
money protection is concerned. The 
employer will gain, the employe 
will lose. That is why I expect 
that such people will be deter- 
mined to be employes if there is 
any way the courts can do it. 


Work on Commission 


Let us examine the question a 
little. This correspondent says his 
salesmen are paid neither salary nor 
expenses. They are free lances ex- 
cept that their territory is limited. 
They work when they like and as 
they like. If they sell anything 
they get commission on it. 

I will hazard a guess that there 
is something in the relation be- 
tween this correspondent and his 
salesmen which goes further than 
this. I have never seen salesmen so 
loosely held, and I am confident that 


in some respects the Walter Co. ex- 
ercises control over its salesmen. 

If it does not, then they are 
nothing more than brokers, and I 
doubt whether even the Walter Co. 
would claim they were that. 

Of course, if they are merely 
brokers they are not entitled to 
protection under the social security 
act. 

What is a broker? He is a mid- 
dleman who brings seller and buyer 
together. Sometimes he represents 
the seller only, sometimes the 
buyer only, sometimes both. He is 
not, however, the employe either of 
seller or buyer. He is a free lance, 
usually representing a number of 
accounts, not beholden to any of 
them. He gets orders, submits them 
to his principal, and if they are ac- 
cepted, he gets a commission. Or, 
he may represent a buyer in search 
of something, and scouts around to 
find it at a price his principal will 
pay. If there is a deal, again he 
gets commission. 

Where a salesman goes out to 
represent one firm only, selling only 
that firm’s goods, considered as a 
salesman by everybody he contacts, 
I am inclined to doubt that the 
courts will feel like depriving him 
of the protection he would get if 
he were paid a salary instead of 
commission. The difference between 
the two is not great enough to call 
one employe and the other not. I 
admit that some difficulty will arise 
with assessments, where an employe 
is on commission, but a regulation 
could be made about it. As to a 
salesman being considered an inde- 
pendent contractor, I cannot see how 
he can be that unless you make 
him a jobber by selling the goods 
to him and letting him resell them 
to his own customers. Of course, in 
that case he wouldn’t be an employe 
at all. 
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By E. B. GALLAHER 
Editor, Clover Business Service 


Treasurer, Clover Mfg. Co. 


TS ARE SANDPAPERS AND SAND- 
PAPERS! “Ordinary” sandpaper is not made 
under the Clover Brand. Every item which enters 
into the production of Clover Green-Stripe Sand- 
paper is of the highest grade—the sheets lie flat 
—give best work-value. 

THE KRAFT 
PAPER BACK- 
ING is a_high- 
grade Northern 
Kraft stock—costs 
a little more than 
other papers for 
the purpose, but it 
makes a_ cleaner 
and stronger backing. Strength IS important in 
sandpaper. 


THE GLUE is pure hide glue of a quality 
which, from tests and experiments made, is better 
than found in ordinary sandpapers. Bone glues 
and cheaper hide glues are obtainable, but they 
haven’t ie proper adhesive qualities. Costs us 
a little more, but results are what we are after. 





THE COATING is not ordinary “sand” but 
a clean, high-grade, first-quality Flint Quartz, 
carefully graded, with sharp-cutting qualities. 
We crush and grade our own quartz and know 
what we get by the care we exercise in making it. 
There are many ee r qualities of quartz in this 
country—ours is harder and sharper, and better 
graded. 


If you haven’t tried our Green-Stripe Flint 
Paper, won’t you allow me 
to send you samples — I 
know you will like them. 


CLOVER MFG. CO. 


Norwalk, Conn. 











-THE FREEZERS 
THATS Themselves / 


Triple-Action Alaska freezers, with 
the famous Alaska Open-Spoon dasher, 
will provide a greater sales opportunity 
for you this season. Extensive co- 
operative advertising programs will 
build freezer sales in your store. Take 
advantage of this opportunity with a 
complete stock of Alaska line freezers. 


Homestead freezers are designed to 
meet the demand for a low-priced 
wood tub freezer. Single motion type. 
Dasher with adjustable wood scrapers. 
Finished in silver blue enamel with 
bright label—attracts attention wher- 
ever displayed. An ideal stock item 
which can be sold at a very low price. 


TRIPLE-VAC 


A triumph in modern all-metal freezer 
design. Ice chamber completely en- 
closed. Vacuum type tub holds pack- 
ing longer. Comes with detachable 
clamp for holding freezer to table or 
bench. Needle-Point Ice Chipper fur- 
nished FREE with each freezer. 
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ALASKA 


FREEZER Co.|nc. WINCHENDON, MASS. 
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TOOL USERS AGREE 


pi vy iyeied 





Men who work with too 
est industrial plants or smallest re- 
pair shops—know “There’s a dif- 
ference” in Morse Tools! 





Toolmaking experience, carefully 
controlled hardening, accuracy in 
gtinding, each helps to assure this 
difference. It is the reason why 
Morse Tools are so satisfactory to 
use and to sell. Is your stock 


complete? 











THE MORSE LINE 


Includes 
High Speed and Carbon 


Drills Chucks 
Reamers Counterbores 
Cutters Mandrels 
Taps and Dies Taper Pins 
Screw Plates Sockets 


Arbors Sleeves 


MORSE 


TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS., U.S. A; 


NEW YORK STORE: CHICAGO STORE: 
570 WEST 


130 LAFAYETTE ST. RANDOLPH ST. 
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CONVENTION CALENDAR 


The Retail Hardware Association of 
Alabama annual convention and exhibit, 
Tutwiler Hotel, Birmingham, Ala., May 
4 to 6 inclusive, 1937. J. H. Crowe, 
secretary, 410 N. 21st St., Birmingham, 
Ala. 


California Retail Hardware Associa- 
tion, 36th annual convention and exhi- 
bition, Hotel Whitcomb, San Francisco, 
Cal., golf meet and skeet shoot, Febru- 
ary 14. Convention sessions: February 
15 to 17 inclusive, 1937. LeRoy Smith, 
secretary, Room 237, 417 Market St., 
San Francisco. 


Southern California Retail Hardware 
Association, 16th annual convention and 
exhibit tentatively scheduled for Am- 
bassador Hotel Auditorium, Los Angeles, 
Cal., February 23 to 25 inclusive, 1937. 
J. V. Guilfoyle, managing director, 
1126 Rives-Strong Bldg., Los Angeles. 


Connecticut Hardware Association, 
annual convention, Hotel Elton, Wa 
terbury, Conn., March 3 and 4, 1937. 
Charles F. Freeman, secretary, Bran- 
ford, Conn. 


The Hardware Association of the 
Carolinas, 33rd annual _ convention, 
Winston-Salem, N. C., at place to be 
later designated, June 8 to 10 inclusive, 
1937. Arthur R. Craig, secretary, 803 
Commercial Trust Bldg., Charlotte, 
Ge 


Eastern Hardware Golf Association’s 
Third Annual Tournament, Buckwood 
Inn, Shawnee-on-the-Delaware, Pa., May 
20 to 22 inclusive, 1937. H. L. Gillian, 
secretary, Care Wood Shovel & Tool 
Co., 50 Church St., New York City. 


The Louisiana Retail Hardware & 
Implement Association convention, Alex- 
andria, La., May 17 and 18, 1937. Head- 
quarters hotel to be announced at a 
later date. A. H. Aucoin, executive 
secretary, 336 S. Rampart St., New 
Orleans, La. 


Missouri Retail Hardware Associa- 
tion, annual convention and exhibition, 
Jefferson Hotel, St. Louis, Mo., Feb. 16 
to 18 inclusive, 1937. Peyton C. Clark, 
secretary, 2861 ‘Gravois Ave., St. Louis. 


Minnesota Retail Hardware Associa- 
tion, 41st annual convention and ex- 
hibit, St. Paul, Minn., Feb. 23 to 26 
inclusive, 1937. Headquarters: Lowry 
Hotel. Sessions and exhibit: St. Paul 
Auditorium. C. J. Christopher, man- 
ager, Nicollet at 24th St., Minneapolis. 


New England Hardware Dealers’ As- 
sociation, 44th annual convention and 
exhibition, Hotel Statler, Boston, Mass., 
March 10 to 12 inclusive, 1937. Guy 
C. Small, secretary, Room 225, 140 Fed- 
eral St., Boston. 


North Dakota Retail Hardware Asso- 
ciation, 41st annual convention and ex- 
hibit, Minot, N. D. Headquarters: Le- 
land-Parker Hotel. Exhibit: Minot 


Armory, Feb. 16 to 18 inclusive, 1937. 
Louise J. Thompson, secretary, 21 Clif- 
ford Bldg., Grand Forks, N. D. 


’ Ohio Hardware Association, 43rd an- 
nual convention and exhibition, Colum- 
bus, Ohio, Feb. 16 to 19 inclusive, 1937. 
Headquarters: Deshler-Wallick Hotel. 
Exhibition: Columbus Auditorium. John 
B. Conklin, secretary, 175 S. High St., 
Columbus. 


The Pennsylvania & Atlantic Sea- 
board Hardware Association, Inc., an- 
nual convention and exhibition, Pitts- 
burgh, Pa., Feb. 22 to 26 inclusive, 1937. 
Headquarters business sessions and ex- 
hibition: William Penn Hotel. W 
Glenn Pearce, managing director, 400 
N. Broad St., Philadelphia, Pa. 


Triple convention of the Southern 
Supply and Machinery Distributors’ 
Assn., the American Supply and Ma- 
chinery Manufacturers’ Assn., and the 
National Supply and Machinery Dis- 
tributors’ Assn., New Peabody Hotel, 
Memphis, Tenn., May 10 to 13 inclusive, 
1937. Secretary, National Association: 
H. R. Rinehart, 505 Arch St., Phil- 
adelphia, Pa. Secretary, American As- 
sociation: R. Kennedy Hanson, 916 
Clark St., Pittsburgh, Pa. Secretary, 
Southern Association: Alvin M. Smith, 
c/o Smith-Courtney Co., Richmond, Va. 


Southern Hardware Jobbers’ Associa- 
tion, 47th annual convention jointly 
held with American Hardware Manu- 
facturers’ Association, 74th semi-annual 
convention, Hotel Roosevelt, New Or- 
leans, La., April 19 to 22, inclusive, 
1937. Secretary Manufacturers’ Assn.: 
Chas. F. Rockwell, 342 Madison Ave., 
New York City. Secretary Jobbers’ 
Assn.: T. W. McAllister, 1020 Grant 
Bldg., Atlanta, Ga. 


Virginia Retail Hardware Associa- 
tion, annual convention, John Marshall 
Hotel, Richmond, Va., Feb. 16 and 17, 
1937. R. A. Frayser, acting secretary, 
602 East Broad St., Richmond. 


1937 Pritzlaff Catalog 


This wholesale hardware firm has 
recently issued its 1937 general catalog. 
Of 1,446 pages, this hard-covered vol- 
ume describes and illustrates the wide 
variety of lines carried by the com- 
pany. Many products illustrations are 
in natural color. The catalog is di- 
vided into 19 sections, some of which 
include tools, builders’ hardware, farm 
and garden tools; plumbing supplies; 


paints; electrical appliances; house- 
furnishings; sporting goods; wheel 
goods; automobile accessories, and 


many others. A section is devoted to 
freight classification and parcel post 
information. In the front portion of 
the book is a complete thumb-index. 
John Pritzlaff Hardware Co., Milwau- 
kee, Wis. 
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The D Biggest Selling 
HORSE SHOES 





@ America’s most depend- 
able Horse and Mule Shoes for Half 
a Century 


@ Sold by Leading Jobbers 
everywhere on an established policy 
through regular trade channels 


OTHER PHOENIX PRODUCTS @ 


Toe Calks Ribbed Steel (bars) RUBBER GOODS 
Screw Calks Chain Hooks and Horse Shoes 
Drive Calks Cold Shuts Pads—Drive Calks 


Shoes and Tools Spuds for Tractor Door Mats 
Racing and Sport and Lawn Mower Force Cups 
Shoes Wheels Radiator Hose 


PHOENIX MANUFACTURING COMPANY 


Largest Manufacturers of Horse 


and Mule Shoes in the World 


332 South Michigan Avenue, Chicago, Illinois 
Catasauqua, Pa. 
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Are you 






passing up 


this bet? 





muraltone 


We Vioney- Saving Vaint in the Orange Gn. 


Master painters say that MURAL-TONE 
has everything they want in a paint 
for walls and ceilings. Goes on as easy as 
buttering hot toast . . . dries in 40 min- 
utes to a beautiful, velvet finish... 
clear pastel colors . . . no objectionable 
paint odors... and usually no primer 





or undercoat needed. 

The price? Also an urge to buy. 
MURAL-TONE comes in thick, paste form. . 
with water. ..a gallon of paste yields a gallon and two-thirds 


. is thinned 


of durable paint. 


You will find MURAL-TONE an excellent repeater. Not only 
because it gives such real satisfaction to buyers and users, but 
because it is advertised regularly and consistently in the right 
magazines and newspapers. 

MURAL-TONE is becoming the popular casein paint. It first 
caught the painters’ fancy because it takes more thinner and 
goes further. Its performance is making it the favorite. Send 
the coupon now — get all the FACTS! Play the winner... 
make extra profits. 


Cash in on these advantages: 


National advertising - Proper price and profit 
Covers more surface + Dries in 40 minutes 
Takes more thinner - Cuts costs as much as 25% 
Single coat covers and hides on most surfaces 


THE MURALO COMPANY, INC. - founded 1894 


566 Richmond Terrace, Staten Island, N. Y. 
BOSTON . CHICAGO ° ATLANTA . SAN FRANCISCO 





fot t tortor ron nr nnn nee ee 4 
| The Muralo Co., Inc., 566 Richmond Terrace, Staten Island, N. Y. | 
Gentlemen: Please send me complete information about MURAL-TONE, 
| and tell me how it can make money for me. | 
| l 
| Ie TN a bn! ee OLN sdtnsnp latins ahabcddethaaate , | 
OE ea ee | 
Do | 
5 City.-- isin ciscbile snala lait bags ’ State : 
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LUFKIN 


TAPES - RULES 
PRECISION TOOLS 























~~ 
ee 
is 
wis 






: ; 
sch in Quality -- °° ee 

Seeseaieel Accurate isis 
2 UFKM “UNIVERSAL Re 
; hould be im 
\ Steel Tapes § . 
=) every Hardwore Dealers stock 


= 
Sa 


ae Sea 
¥e es é 








SEY 
eS | 
; 


ee taiees Saeed 


THE JUFKIN RULE £0 


SAGINAW. MICHIGAN, U.S.A 


NEW YORK 


Lafayette 


(OF Tatas ll-lalect- lon del at’ 


WINDSOR, ONTARIO 


138 











Just Among Ourselves 


(Continued from page 61) 


ous agencies directed toward busi- 
ness recovery, relief and reem- 
ployment. Too many of such 
projects, within the knowledge and 
actual eyesight of all of us, have 
been colored with a grim realiza- 
tion that such projects were costly 
and often useless. Yet it is obvi- 
ous that some form of relief work, 
on a huge scale, must and will 
continue. Therefore, relief funds 
directed to anything of perma- 
nent value should be noticed and 
encouraged. Certainly, the build- 
ing of better roads, where sadly 
needed, should interest all busi- 
ness men. The entire country is 
benefited when better roads are 
constructed. The Tennessee de- 
velopment, as told in this issue, 
should inspire business men in 
other parts of the country to help 
promote similar useful and perma- 
nent uses for present day relief 
funds and relief projects. Even 
at an admitted high cost, such de- 
velopments bring some return and 
should be encouraged at least as 
a cure for “boondoggling.” 





TWO MILE EXHIBIT-— 
Last month, in Chicago, the 
Motor and Equipment Whole- 
saler’s Association sponsored an 
exhibit on Chicago’s Navy Pier. 


This pier extends more than half 
a mile into Lake Michigan. As 
there were four rows of exhibits, 
the show itself, end to end, mea- 
sured more than two miles. It 
was really a great show. The 
roster of exhibitors and whole- 
salers in attendance included many 
well-known hardware manufac- 
turers and wholesalers. I felt very 
much at home, talking with both 
the manufacturers showing their 
goods and the wholesalers in at- 
tendance. W. C. M. Lawrie, the 
assistant general manager of the 
association, is a former hardware 
man. I first knew him as automo- 
tive manager for F. Hersh Hard- 
ware Co., Allentown, Pa. He was 
a frequent contributor to our col- 
umns, always anxious that hard- 
ware wholesalers and retailers ap- 
preciate the profit possibilities in 
auto goods. He always emphasized 
that auto parts and accessories 
were turnover items because of 
their reasonably frequent replace- 
ment. His ideas are still sound. 
Further evidence comes from the 
various chain store outfits that 
annoy the hardware trade. Prac- 
tically all of them either started 
in the auto accessory field or have 
and are featuring such goods. This 
gives hardware men something to 


think about. 





South Dakota Convention 


(Continued from page 92) 


methods, stressing the importance 
of keeping the right kind of goods 
on hand in ample quantities at the 
proper seasons. He also said that 
correct pricing is extremely impor- 
tant, as is also the maintenance of 
proper credit systems, intelligent 
selling and buying, cleanliness, and 
also to be a fair competitor. 

C. G. Gilbert, Oregon, IIL, vice- 
president of the National Retail 
Hardware Association, led an in- 
formal discussion on general mer- 
chandising practices, and in a talk 
to the membership asserted that a 
retailer’s membership in his state 
and national association is equiva- 
lent to having a silent partner, and 
that such membership pays hand- 
some dividends in many ways. 

Paul K. Mulliken of St. Louis, 


Mo., associated with the Simmons 
Hardware Co., led a discussion on 
trade methods as another feature of 
the convention program. 

Reports of business progress were 
presented by C. J. Christopher, 
Minneapolis, association treasurer 
and manager, and Earl Erlandson. 
Cottonwood, S. D., field manager. 
The treasurer-manager spoke of 
work that has been done the past 
year and made a report on the 
financial status of the association, 
which was declared to be excellent. 

Mr. Erlandson explained that 
he had been handicapped consider- 
ably in his field work due to the fact 
that he had to devote much of his 
time to planning for representation 
in the state legislature. He reported 
that he had answered a number of 
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Easy on the 
Disposition 








the 
IMPROVED 


Stillson 


A friendly pipe wrench because— 


It has a superior “feel”—nice balance, a 
quick sure grip on a pipe. 


Plenty of strength — jaws of specially 
heat-treated tool steel, frame of new extra- 
strong heat-treated alloy. Meets Govern- 
ment specifications. 


It’s safe—no flat springs to break and cut 
the hand, no spring holes in the handle to 
weaken it. Cone-coil safety springs 
tucked away inside the housing. 


And it has a convenient pipe scale on the 
hook-jaw. 


The IMPROVED Stillson is easy on the 
disposition — priced 
low for easy resale, 
a booster of your 
pipe wrench sales. 










Ask your jobber or 
write for complete 
information. 





The Ridge Tool Co., Elyria, Ohio 


FEBRUARY 11, 1937 





NATIONAL 


\\ 


SCREEN FEATURES 


Feature No3 


Extra Strength in 
National Screen Doors “ 


and Window Screens-* 


Evory'Stam’ ia. a. Boost 
Gheir Extra Features 
make Cxtra Sales/ 


Avvep FEATURES have made National Screen 
products star performers for the dealer who 
sells them. Customers appreciate the fact that 
they represent superior workmanship and fine 
quality in every detail. Furthermore, there’s 
NO added cost. National products sell on price 
as well as quality and good looks. Send for our 
new 1937 catalog and price list. 


ASK YOUR JOBBER—Your jobber can tell 
you about the complete line of National Screen 
Doors, Window Screens and Ventilators. They 
are made in a wide variety of styles and at 
prices to please your customers and keep them 
pleased. He can give you quick deliveries. 


SEND FOR THIS Cee OS. 


















New York Office: 11 Park Place 
Southern Selling Agents 
SAND & HULFISH, Baltimore 


e 
' 5 
: NATIONAL SCREEN CO., Suffolk, Va. } 
: Please send us a copy of your 1937 catalog showing | 
| the complete line of National Screen Doors, Window ! 
+ Screens and Ventilators. ' 
' ‘ 
' Name... 
: Address , ' 
' City ; State ‘ 
' ' 
} H 
' 

' 

' 





VIRGINIA 


NATIONALASCREEN Co. 


NYT 4 10) 8 4 
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JAPAN 


Press top cans. 


All popular colors in all sizes from 
4 x 4 lithographed tubes to 1 gal. 
cans. Beautiful, sales stimulating 
display racks. 


SHEFFIELD 


COLORS 


Years ahead—with tubes in metal dis- 
play rack. Essential colors only. 
All priced alike. Also in 1-Ib. 
friction top, 2% lb and 5-Ib. 







SHEFFIELD 


service calls to stores, and added 
that improved store plans were made 
for store members at Belle Fourche, 
Lemmon, Parker, Martin, Newell, 
Sioux Falls and Centerville. 
Another speaker on the program 
was E. H. Sexauer of Brookings, 
S. D., president of the Greater 
South Dakota Association. He ex- 
plained the 10-point program now 
being carried out by this organiza- 
tion in an effort to aid agricultural 


development, and in turn promote 
the interests of business in general. 

At the conclusion of the conven- 
tion it was said by the executive 
committee that due to the customary 
severe weather experienced at this 
time of the year, it is highly prob- 
able that the convention time will 
be changed. However, action on 
this, as well as the selection of a 
convention city for next year. was 
left to the board of directors. 


Mountain States Convention 


(Continued from page 94) 


ney. “There should be three price 
strata in the typical hardware store. 
The first is short margin prices, ap- 
plying to competitive merchandise 
and traffic-producers. The second 
is average prices, applying to a 
large percentage of all goods. The 
third strata is long margin, apply- 
ing to non-competitive merchandise 
and slow movers.” Clem Collins, 
dean of the University of Denver 
School of Commerce, showed the 
importance of skilled accounting in 
the hardware business. His subject 
was, “How to Manage A Business to 
Make Money.” 

If the proposed 30-hour week should 
become operative, declared Fred H. 
Clausen, president, Van Brunt Mfg. 
Co.. Horicon, Wis., the effect would 
be to increase manufacturing costs 
33 1/3 per cent and retail imple- 
ment prices, 20 per cent. “Pat” 
Patience, divisional manager of the 
Western Auto Supply Co., talked on 


of ammunition make it possible 
through their regular jobber distrib- 
uting channels for hardware re- 
tailers to secure lot price so-called 
competitive grade of ammunition in 
at least the popular selling gages,. 
making it possible for said dealers 
to better compete with syndicate 
store competition.” 

Another resolution condemned the 
practice of institutions in making 
discounts available to employees 
through their purchasing depart- 
ments, while a third measure at- 
tacked the practice of some whole- 
salers in selling at retail. 

An implement resolution  ap- 
proved the trade-in manual, on 
which the affiliated implement asso- 
ciations are now at work. Under 
another resolution, the Mountain 
States Association “will urge and 
request farm equipment makers, 
who have dealers in the Mountain 
states, to incorporate in their plan 











salesmanship. James E. Ward, 
Monte Vista, Col., led a discussion 
on the implement trade-in problem. 

Committee chairmen were: E. J. 
Sinn, Sheridan, Wyo., nominations; 
Jay Ferguson, Loveland, Col., fi- 
nances; Mark R. Schmidt, Grand 
Junction, Col., hardware resolutions, 
and S. I. Fredregill, Sterling, Col., 


of bonus payments to sales repre- 
sentatives a provision whereby such 
bonuses will be paid only upon the 
basis of actual sales to users.” 
There were also many entertain- 
ment features presented at the con- 
vention. The Hardware and Imple- 
ment quartet rendered parodies; the 


PAINT — PASTE — POWDER 
Away out in front—with full line of 
packages of paste or powder—™% 
Ibs. to drums. Ready mixed Paint 
and 2-compartment cans. We do 
all our own manufacturing— 
the paste, the powder and 
the bronzing liquid. Fin- 
est Quality. Surpris- 
ingly low prices. 





implement resolutions. 

The convention resolved: “To 
assist the hardware retailers in in- 
creasing their sale of ammunition. 
we recommend that manufacturers 


H.1.P. Club entertained with a ban- 
quet and musical numbers. The 
new president of the club is W. M. 
Dudley, sales representative of the 
Wyeth Hardware and Mfg. Co. 


Kleen-A-Paint @ Three-Star Floor Cleaner @ Crack 
Filler @ Kleen-A-Brush @ Iron Enamel @ Bronze 
Powders @ and Woodfix 


sparations, i icides, jewelers’ 
r Now preparation insectici ’ 
Order from ed Jobbe formulas, lacquers, paints, pastes, per- 


Jobbers—Write for Discounts! The 1937 edition of Henley’s fumes, photography, varnishes, and 


S E FFI E L Twentieth Century Book of Formulas, wood preservatives. A buyers’ finding 


Processes and Trade Secrets has re- guide appears in the front section of 
cently been published with about 100 the book, telling you where to buy the 
BRONZE POWDER & STENCIL CO., INC. 
The Specialty House of Top Values 


more pages of important new formulas various ingredients necessary for mak- 
3000 Woodhill Rd. Cleveland, Ohio 


Henley’s Formula Book 


than the previous edition. It contains ing the particular formulas you are 
practical and technical formulas for interested in. Price, prepaid, $4.00. 
making adhesives, beverages, bleaches, The Norman W. Henley Publishing 
concrete, essences and extracts, hair Co., 2 W. 45th St., New York City. 
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AMES BALDWIN 


PARKERSBURG, W. VA. 





ILLS 


both SUCKING 
and CHEWING 


GARDEN 





NATIONALLY ADVERTISED 
as “America’s FIRST-aid to 
Gardens’’—the only insecticide 
most home gardeners require. 


of two. And Red Arrow pays you double—the 


at $10.40. Nationally advertised in magazines 


write to: 





BALTIMORE, MD. 


FEBRUARY 11, 1937 


to last! 


riere s baal) reason Tnere is aalela =) 
handle strength to an ABW Solid Shank 
shovel than the ordinary solid shank 
famous ABW Shock 
le thickness of steel at 
greatest strain in the 

ted feature 


ABW Solid Shanks. 


ASK YOUR JOBBER 


WYOMING CoO. 


NORTH EASTON, MASS. 












Red Arrow Garden Spray has a double-barrelled | 
sales appeal to home gardeners because it does 
a double-barrelled job—killing BOTH sucking | 
and chewing insects with one spraying instead | 


No. 720 Assortment costs you $5.20 and retails | 
and newspapers, reaching more than 13,000,000 | 
families, Red Arrow should have a prominent | 


place in your garden supply display. Order | 
from your jobber. Or, for further details, | 


THE McCORMICK SALES CO. | 


It Pays to Sell Loma 


America’s Finest Plant Food 





Loma’s new prices and dis- 
counts bring you extra profits. 
It will pay you to PUSH Loma 
—a nationally known product. 
Display Loma prominently in 
your store. Use the free cuts 
and mats available to you in 
your newspaper adyertising, 
catalog, flyers, price-lists, etc. 
Tie-up with Loma’s advertis- 
ing. 


A Soe tically 
Qrepared Plame ened bag 


Lawns 
FLOWER GARDENS 
VEGETABLE GARDENS 
SHRUBBERY 


wi 
POTTED PLANTS 


SHY wrens 





Loma is perfectly balanced and 
leads in quality. It contains not 
only the three essentials—Ni- 
trogen, Phosphoric Acid and 
Potash—but all of the essential 
rarer elements as well. When 
your customers use Loma, they 
will get better results—be bet- 
ter pleased with the seeds and 
plants you sell them. Success- 
ful Gardening begins with 
Loma. 


Write for full information con- 
cerning free advertising ma- 
terial—prices and discounts. 


Loma 
The best thing on earth 
forlawns and gardens 


Tennessee Corporation—Loma Division 
61 Broadway, New York City 






















































































POULTRY NETTINGS 
SUPERIOR 


Deaters everywhere 
are quick to recognize the outstanding 
selling features of U. S. STRAITLOK and U.S. 
HEXLOK Poultry Nettings. Made with the per- 
fect LOCK-TWIST Weave, these modern fabrics 
are more uniform, more rigid, more satisfactory 
in every detail. They roll out flat; cut easily and 
without waste; stretch perfectly; give longer, 
more economical service; build repeat business. 


U. S. STRAITLOK is made in one-inch mesh, 
No. 20 gauge; and in two-inch mesh, Nos. 19 
and 20 gauges; Galvanized Before or After Weav- 
ing; standard widths from 12 to 72 inches. 


U. S. HEXLOK is available in all fast moving 
widths and weights, Galvanized Before or After 
Weaving. The one-inch mesh comes in Nos. 19 
and 20 gauges; the two-inch mesh in Nos. 16, 
19 and 20 gauges; the 124 inch mesh in No. 16 
gauge. 


All wires are COPPER-BEARING Steel. 


Ask your jobber or write for further information 
about these superior nettings! 


INDIANA 


STECL & WIRE CO. 


MUN ie: INDIANA 











Montana Convention Report 


(Continued from page 96) 


J. I. Case Co. at Billings, was the 
principal speaker on the Friday 
morning program, taking as his 
topic, “Looking Forward in the 
Implement Business.” He pointed 
to stabilized agricultural conditions 
as assurance of a similar stability 
in the business of hardware and 
implement dealers, predicting a sub- 
stantial increase in 1937 sales over 
those of 1936. 

“Montana’s Agricultural Outlook,” 
was the topic of Dr. Alfred Atkin- 
son, president of Montana State col- 
lege, principal speaker on the Fri- 
day afternoon program. 

Dr. Atkinson pointed to recent 
betterments in state agricultural 
practices which have tended to sta- 
bilize the farming industry and 
which in turn, he predicted, will be 
of benefit to those whose success in 
business is dependent upon rural 
prosperity. 

Principal speeches on the Satur- 
day program of the convention were 
those of Fergus C. Fay, assistant 
state purchasing agent; Ronald 
Ries, Midland Distributing Co.., 
Billings, and D. R. Waterman, sales 
manager, American Steel & Wire 
Co., St. Paul, Minn. 

Mr. Fay, whose topic was, “Mon- 
tana Goes To Market,” pointed out 
that in preparing bids for the sup- 
plying of materials to the state, 
hardware and implement men should 
remember that, quality being equal, 
price alone counted in determining 
those from whom the state pur- 
chased its supplies. 

Mr. Ries, discussing “Specialties 
for the Hardware Dealer,” pointed 
to the need for stocking merchan- 
dise salable during what are or- 
dinarily the “dead” periods of the 
year in the hardware and implement 
business. As lines suitable for con- 
sideration, he discussed radios, 
refrigerators, ranges and gas ap- 
pliances. 


Mr. Waterman, speaking on “Our 
Mutual Interests,” pointed to the 
part played by steel in the indus- 
trial and agricultural development 
of the nation. He pointed out that 
modern agriculture cannot survive 
without the use of steel, and pointed 
out that the steel industry likewise 
cannot survive without the back- 
ground of a prosperous agricultural 
c 

Attendance at the convention was 
curtailed by prevalence of influenza, 
many scheduled to attend being ill 
at the time of the sessions, and by 
extremely adverse weather condi- 
tions, with many state highways 
blocked by snow and with blizzard 
conditions making all travel hazard- 
ous. 

To prevent weather interfering 
with the next annual meeting, at 
Helena, the convention went on 
record as changing the meeting date 
to autumn, probably during the 
latter part of October. Exact date 
will be announced later. 

Social events of the convention 
were confined to the annual banquet, 
held Friday evening at Hotel Rain- 
bow, convention headquarters. 

In addition to reelecting all 
former officers of the association, 
delegates returned all directors to 
office, with but two exceptions. Dir- 
ectors reelected were: W. J. Sewell, 
Butte; W. C. Wallace, Anaconda; 
C. N. Wall, Helena; and B. C. 
Nathe, Flaxville. Charles Stroup of 
Billings and Henry Amundsen of 
Lewistown, Benjamin Rowe of Mis- 
soula and Arthur Close of Sheridan, 
Wyo., were named as board mem- 
bers. 

Arrangements for the convention 
were in the hands of a committee of 
Great Falls men consisting of M. C. 
Grinde, chairman; W. A. Lundahl, 
Bob Rahn, H. C. Hoy, Mel Cottier, 
Joe Hodgson and A. C. Wenberg. 





Inflating Tires By Water 


Goodrich engineers have found that 
inflating tractor tires with water im- 
proves traction. By partially filling 
pneumatic tires, normal cushioning, 
without rebound or bouncing of the 
tractors or other equipment, is pro- 
vided, giving the tractor greater trac- 
tive ability and better riding quality. 
To facilitate putting water into the 
tires, a simple, inexpensive “adapter,” 
has been developed, one end of which 
is fitted to a garden hose and the 
other to the tire valve. Ordinary city 








water pressures of from 30 to 60 
pounds are usually adequate. Filling 
may also be accomplished from a tub 
or barrel by gravity flow, or by means 
of an inexpensive pressure tank de- 
signed by Goodrich, where no water 
pressures are available. The tire 
should be filled with liquid until the 
level reaches the inflation valve. After 
that amount has been put into the 
tire, inflation should be effected, just 
as in ordinary practice, using the 
regular air pressure. The B. F. Good- 
rich Co., Akron, Ohio. 
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CUSTOMERS WANT 
ECONOMY + STRENGTH 


WHEN THEY Buy 
















Rogers Liquid Fish Glue is the strong- 
est all-purpose glue and therefore the 
most economical. Its tested strength is 3500 lbs. 
per square inch. A little goes a long way, and 
the wise craftsmen who have specified Rogers for 
years know this. Get your share of the high 
grade craftsmen business. Sell Rogers. Ask your 
jobber today for full information on the Rogers 
Display Offer and the Dandy Deal. Double Profits 
for you. FREE Counter Display and FREE 
Project Sheets. 


ROGERS ISINGLASS & GLUE CO. 
GLOUCESTER MASS. 


2 HUSKY 
CELLAR 
> DRAINERS 


0) 44564488 
100% Rustproof PUMPS 
Jr. 1800 G.P.H. 


$37.00 Lis: SGnee 


Sr. 3000 G.P.H. Peco 
$63.00 List 


Bronze and Everdur 
Metals; hot dipped tin- 
ning and _ galvanizing 
THE PEERLESS protect every exposed 
part from rust or corrosion. A positive 
lubrication system is featured. 
Discharge outlet pipe to top of pump fur- 
nished. Automatic double pole quick snap 
float switch furnished. 
Complete and ready to install, these units 
offer more capacity per dollar than any 
equally well known drainer. Uniflow Drain- 
ers have years of acceptance and experience 
behind them. Write for details. 


Liberal Jobber and Dealer Discounts 


Snap up these values for prices must go up 
Hagle 250 G.P.H. Pump........ $40.00 List 
Jewel 250 G.P.H. System with 

. | RE a RS $46.00 List 




















SHALLOW 
WELL PUMPS 





WATER 
SOFTENERS 


KLARIFIERS 


DOMESTIC AND 
COMMERCIAL 
REFRIGERATION 


WATER 
COOLERS 
MILK COOLERS 





‘ank 

Bagle 300 G.P.H........ccccees $48.00 List 

~- ge oy System bien BOTTLE 
es WEEE 8.6560sdcescscese .00 List 

Pacemaker 250 G.P.H. with 40 COOLERS 

s = a erty re . $70.50 List 

ubur pecia G.P.H. Sys- 

tem with 42 gal. Tank ....$88.00 List DRAUGHT BEER 


Deep Well Pump ............ $80.00 List COOLERS 


Li 
Deep Well System with Tank.$95.00 List 
Ask for catalog and price sheets on 
larger sizes. 


UNIFLOW MFG. CO., ERIE, PA. 





BEER PUMPS 
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BRAINY BRODY 


gets a boost from the boss 





ISSELL 
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S ELEVATOR 


ELEVATOR 


PUSHES BISSELL DISPLAY RIGHT IN FRONT OF ELEVATOR a 
WHILE HUNTING FOR DIME HE DROPPED 
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DECIDES HE'D BETTER PUT BISSELL DISPLAY BACK 
WHERE IT WAS-BEFORE BOSS CATCHES HIM 








S z 
SUDDENLY DISCOVERS A SURGE OF INTEREST 
AROUND BISSELL DISPLAY —— RUSHES OVER 








ene —\a 4 
AMAZED AS SEVERAL WOMEN APPROACH HIM SAYING 
“HOW MUCH 1S THIS ONE ?“—“1'D LIKE THIS ONE” 





af 








HEARS BOSS BEAM “WE NEED BRAINS LIKE YOURS — 
AND 1S MADE MANAGER OF DEPARTMENT 








ISSELL displays in heavy-traffic spots are payers. In one 

store, such displays turned over the Bissell stock five times 

in one month!—and at the full mark-up. There were no 

mark-downs. There didn’t need to be. For Bissell is so con- 

sistently advertised, so well known and widely accepted that 

you never need to put a paring knife on its price-tab—or 
your profit! 


BISSELL CARPET SWEEPER CoO. 
Grand Rapids, Michigan 











143 








ain aR 
TESTIMONY — 


IN STARTLING 
GULFOIL CASE 











Attorney: | understand you are an ordinary 
household oil. 

Gulfoil: You're off your nut. I'm the best house- 
hold oil made. Why my Alchlor process... . 





Attorney: Your what process? 

Gulfoil: My A-L-C-H-L-O-R process makes 
me the smoothest, non-gumming, longest- 
wearing oil of my type. 





Attorney: Let's change the subject. 

Gulfoil: Okay. Let's talk about how popular 
| am. 

Attorney: Popular? 

Gulfoil: Yes, popular! Over two million peo- 
ple use me already. 





Attorney: Ahem. 

Gulfoil; Ahem, yourself. And thousands more 
are learning about me every month. I'm ad- 
vertised every month in Collier's. Circulation, 
2,535,047. How's that? 





Attorney: Not bad. But how about your price? 
Gulfoil: Ten cents for the 2-oz. can. Fifteen for 
the 4-oz. size. No better bargain on the mar- 
ket and you can get mein dozen-can cartons. 





Hardware Man: (interrupting) Hey! | want 
you in my store. Where can | get more dope? 
Gulfoil: Just drop a line to Gulf Petroleum 
Specialties, Pittsburgh, Pa. 

Judge: Court dismissed. I'm going a‘ter some 
‘Gulfoil myself. 


GULFOIL 


THE BETTER HOUSEHOLD LUBRICANT 
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economic situation today by J. E. 
Owens, vice-president of The Repub- 
lic National Bank of Dallas. He 
told his audience he stood for a 
regulated agriculture. He felt that 
there was a great need for a consti- 
tutional amendment to allow agri- 
culture to be controlled and aided 
by the federal government and that 
this constitutional amendment should 
be submitted to the states at once. 
Mr. Owens asked the audience not 
to be afraid of regimentation be- 
cause it was necessary to the times. 
He called their attention to the fact 
that capital was already regimenta- 
ted, labor partly so, and agriculture 
without any at all. 

Henry McMans of Dallas dis- 
cussed aggressive merchandising, 
carefully reviewing the need and 
importance of doing a careful as 
well as thorough job of advertising, 
training sales force, and displaying 
merchandise both in the store and 
in the windows. He was followed 
by P. T. Montfort, rural electrifica- 
tion authority from A & M College 
of Texas, who discussed the present 
program of rural lines construction 
in Texas both from the standpoint 
of what the power companies are 
doing and the government through 
its Rural Electrification Administra- 
tion. He emphasized that there is a 
tremendous opportunity for sales of 
merchandise in connection with 
these programs and urged the deal- 
ers to take advantage of it. 

At the noon luncheon for dealers 
who handled implements, there was 
about 140 in attendance. These in- 
cluded also the manufacturers’ rep- 
resentatives, who had been invited 
to the session. It opened with a 
discussion of the implement deal- 
ers’ problems today, by C. R. Peters, 
past-president of the National Fed- 
eration of Implement Dealers As- 
sociation in Des Moines, Iowa. Mr. 
Peters thoroughly reviewed the prob- 
lems of the implement dealer, 
suggesting possible remedies for 
many. He then addressed himself 
to the implement manufacturers’ 
representatives, telling them what he 
felt was necessary for them to do 
in order to relieve the situation. 
Following Mr. Peters’ talk, there 
was a lengthy discussion into which 
the dealers’ and the manufacturers’ 
representatives entered. Everyone 
attending the meeting thought 
something had been accomplished 
and urged the continuance of such 
meetings throughout the year with 


the possible result of establishing 
local clubs throughout the state. 

The Thursday morning session 
was opened by a talk by H. C. Ross. 
president N.R.H.A., who spoke on 
“Todays Problems of Hardware 
Merchandising.” He discussed the 
work of the national association. 
going into detail on the problems 
that they were paying special at- 
tention to at this time; such as leg- 
islative and trade practices. He was 
followed by T. W. McAllister, edi- 
tor, Southern Hardware, who dis- 
cussed the question, “Is Legislation 
the Answer?” He paid special at- 
tention to the Robinson-Patman Act, 
going carefully over it and summar- 
izing the legal opinions on the 
various parts of the act. He dis- 
cussed the chain store tax as well 
as the state free trade laws. Dr. 
Hester of Southwestern University 
discussed state tax revenues. He 
also discussed the sales tax and 
analyzed it from an economic stand- 
point, calling attention to the fact 
that it was wrong in principle and 
that it handicapped the retail mer- 
chant because it penalized the pur- 
chasing power of the customer. He 
urged them to take a special interest 
in legislative matters in Austin. He 
also felt that much could be gained 
by having a civil service act, which 
would help to see that there was 
more efficiency in state affairs. 

M. S. Henry, Crowell, was elected 
president of the Texas Hardware & 
Implement Association for 1937. 
A. P. Sharp, Troup, was elected 
vice-president and Dan C. Scoates. 
College Station, was reelected sec- 
retary. The board of directors now 
includes: C. L. Caldwell, Seymour: 
H. P. Horsley, Dallas; H. W. Jones. 
Garland; J. D. Martin, Jr., Bryan; 
Herman Taylor, Lufkin; W. C. Tim- 
berlake, Texarkana; T. P. Tucker. 
Beeville; Lee Watson, Brownwood. 
and Clyde Tomlinson, Hillsboro. 

Mrs. Hays of the Hays Sammons 
Hdwe. Co., Mission, who was a 
regular attendant at the sessions. 
was introduced to the convention. 
The entertainment features consisted 
of two bridge luncheons and a style 
show for the ladies of which there 
were over 200 in attendance. One 
of the nights of the convention was 
taken up with a dance and another 
with a banquet, floor show, and 
dance. Over 600 people were at the 
banquet. 
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OEE SE OT OETITETE EE SLT ETTORE RRR RNG LE LES ISOBARIC 
$4 -00 a Week for the Advantage and Profit of the 1937 Beisser 
DO ALL THE WORK—BRING IN MORE INCOME ™ 


Dial and cut by code or duplicate ANY KEY in record time. Cut ‘ 
a Malleable Steel Bit Key complete by code or duplicate, as to 
width, length, upper and side wards in one operation. No chang- 
ing key or blank necessary. Everything right on the Machine. 
Automatic Start and Stop. Just dial Cylinder and key is made. 
No discs to change. Micrometer accuracy. 

THE ONLY COMPLETE AND SIMPLE OPERATING MA- 
CHINE on the market. Easily operated. Make all kinds of keys 
by code or from a duplicate. 

YOU CAN AFFORD the 1937 Beisser because it is always ready 
for service. Swift and accurate. Free replacement parts and 
sharpening. No investment, no depreciation, no interest or 
— charges. Your only cost is $1.00 a week. Write for 
older. 


BEISSER MFG. CO. — 407 E. Fort St. — Detroit, Mich. Combination Machine 





ALLIGATOR] 


TRADE MARK REC JS PAT. OF 


STEEL BELT LACING 



















MANUFACTURERS’ 
SALES REPRESENTATIVES 


Here is a product that has exceptional possibili- 
ties in sales and repeat business. Kotofom is an 
all-purpose cleaner. It cleans and renews uphol- 
stery, rugs, leather goods, woolen clothing, etc. 









ALL TOR 


sie ae 
SI het ay tae 





“ Lets Go” 
as Also removes spots. Now used by hundreds of 


thousands of women. Territories open for 
hardware trade. Backed by sound merchandising 
policy and consistent atlvertising. Write. . 


KOTOFORM SALES CORP. 


642 North Eighth Street Milwaukee, Wisconsin 


Made also in “Monel Metal” and non- 
magnetic alloy for special service, and in 
long lengths for wider belts. 

Sold only through jobber-dealer trade channels. 
Sole Manufacturers 
FLEXIBLE STEEL LACING CO. 
4616 Lexington Street Chicago, Illinois 
In England at 135 Finsbury Pavement, 

lon, E.C.2 























e If you want the very /atest, Frantz 
has it: For instance, the brand new 
cabinet catch No. 321 shown at 
left. . . beautiful, practical...adapt- 
able to right or left hand doors, 
flush or lip type. Strike fits between 
door and jamb or shelf without 
ol mortising. Precision a 

: other Frantz favorites shown here- 
Rosousst ee with. Write today for samples and 


Catch No, 301 Catch No. 332 Catch.No. 330 
family...Catch No. — prices on Frantz Cabinet Hardware 
321 and Semi-Con- for 1937. 


Ae 
cealed Hinge No. | 4 
495. FRANTZ MANUFACTURING CO. @ STERLING, ILL. 


SS a STO te TE Hinge No. 474 Hinge No. 484 Hinge No. 469 
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$1.00 MODEL FREE 





My 


Hut 









\ 





are allowing their 


merchants 
VALUABLE egg-beater business to get 
away from them in 2 ways by lack of 
foresight: 


Many 


1. By believing women want the cheaps 
found in national chains (no Ladds there). 


2. By trying to compete with such by 
stocking same kind or quality. 


Both wrong. This profitable business 
your salesmen can _ develop through 
LADDS ONLY, 50¢ to $1.50. Quality is 
here again. 


To prove this, write us on your letter- 
head for FREE SAMPLE of LADD No. 
3, latest model, enclosing 30c stamps 
(covers max PP 26c, box 4c, ins. 5c). 


This best model ever made in your own 
hands, will convince you. DO IT TODAY. 


United RoyaltiesCorporation 
1133 Broadway, New York 





is again the PASSWORD 
to PROFITABLE selling 


are you set to GO? 


| Me-kan-ik 


P.Ss.& vWw.ca. 








T. M. REG. APP. FOR 


The FINEST 
HAND TOOL LINE 
that 118 years manufacturing 
integrity can produce. 


© ASK YOUR JOBBER ® 
THE PECK, STOW & WILCOX CO. 








Established 1819 


SOUTHINGTON CONNECTICUT 
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Western Convention Report 


(Continued from page 86) 


dealers and farmers should work 
and “pull together” in achieving 
mutually beneficial objectives, and 
in discussing agricultural income, 
he said that as farmers comprise 
one-fourth of the Nation’s popula- 
tion they should have 25 per cent 
of the national income. 

The customary past - presidents’ 
lunch at the Baltimore Hotel on 
Tuesday noon was enjoyed by a 
group of about forty persons, includ- 
ing in addition to many former 
heads of the association, its present 
officers, guest speakers of the con- 
vention, and several members of the 
hardware and implement trade 
press. 

At each of the three business ses- 
sions, the Western Association’s 
“Peerless” quartette, composed of 
Clyde Bishop, Chanute, Kan.; Sam 
Zuercher, Wichita, Kan.; Fred 
Taylor, Lyons, Kan., and Lynn 
Covert, Abilene, Kan., sang several 
numbers that were keenly enjoyed. 

In opening Wednesday morning’s 
“Hardware Day” session president 
Ackarman presented the associa- 
tion’s past presidents and directors, 
and then introduced Charles J. 
Heale, editor, HARpDwARE AcE, New 
York City, who had “Legislation 
Affecting Hardware Merchants” as 
the assigned subject of his address. 
In a preface to his talk Mr. Heale 
explained that as the Social Security 
Act would be discussed by another 
speaker during the convention, that 
his remarks would relate entirely to 
the provisions of the Robinson-Pat- 
man Billi, which he analyzed in de- 
tail, while citing the probably in- 
terpretations these provisions will 
receive, when and if, they are finally 
legally defined. He expressed the 
hope that the majority of hardware 
and implement firms would support 
the intent and spirit of the law, 
and suggested that dealers from the 
various States represented in the 
association’s membership make a 
study of the so-called Fair Trade 
Laws, as already adopted in some 
States, with the view of passing 
such a law in their own States, as 
supporting legislation to further the 
purpose and strengthen Federal 
price discrimination measures. Much 
of Mr. Heale’s talk was devoted to 
an interesting résumé of the recent 
hearings, which he has personally 
attended, of the test case of the 
Robinson-Patman Law involving 
Montgomery Ward & Co., and Bird 


& Co., manufacturers of floor cover- 


ings, etc., Walpole, Mass. Following 
his talk, Mr. Heale replied to many 
questions from the floor. 

Systematic control of every major 
phase of retailing operations was 
advocated by the next speaker, G. 
W. Sulley, Merchants Service Bu- 
reau, National Cash Register Co., 
Dayton, Ohio. Mr. Sulley, speak- 
ing on “Stepping Up Your Profits,” 
utilized a series of charts and similar 
exhibits in stressing the main points 
of his talk. The advantages of ac- 
curate control of margin expense, 
and inventory were particularly em- 
phasized, and the benefits of de- 
partmentalizing were enumerated. In 
talking about excessive cost of oper- 
ation he declared that dealers — 
“should find out what expense items 
are too high by establishing proper 
percentage figures for their indi- 
vidual businesses through data 
which can be easily obtained, with- 
out cost, from a number of dif- 
ferent sources. He advised watching 
expense percentages—not dollars. In 
concluding his address with a dis- 
cussion of modern salesmanship, he 
said: “The ability to sell is now the 
result of training—Streamline your 
salesmanship.” P 

In his report aS Chairman of the 
Trade Relations Committee, Sam 
Zuercher, Wichita, Kan., focused at- 
tention on the fact that it takes 
cooperation between dealers and 
wholesalers to achieve results in cur- 
tailing the unsatisfactory practices 
of both of the branches of the hard- 
ware industry. Following the report, 
Mr. Zuercher conducted an open 
forum discussion in which a lively 
interest was manifested. 

The mammoth banquet on Wed- 
nesday evening was served to 1,970 
persons by the Hotel Muehlebach. 
Guests were seated at long tables 
occupying most of the Auditorium’s 
Arena. After the repast, brief 
speeches were made by secretary 
Hodge; president Ackarman, and 
Geo. W. Catts, executive manager 
of the Kansas City Chamber of 
Commerce. O. J. Thomas, presi- 
dent of the Kansas City Hardware, 
Implement and Tractor Club, was 
toastmaster, and the invocation was 
delivered by The Very Rev. Claude 
W. Sprouse, dean of Grace and 
Holy Trinity Episcopal Cathedral. 
An excellent variety show was then 
presented, and dancing brought the 
most enjoyable evening to a close. 

At the final business session on 
Thursday morning, A. A. Doerr, 
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Wire Cloth—complete range of sizes from %4” rod 
down to No. 30 gauge wire in all meshes. Copper 
bearing steel. Uniform meshes—free from bulges— 
straight selvage. Plain or thoroughly galvanized. 





G.F.Wricut STEEL & Wire Co. 


WORCESTER, MASS., U. S. A. 


New York Atlanta Chicago Los Angeles 
WIRE NETTING WIRE CLOTH WIRE LATH 
CHAIN LINK FENCE WIRE CLOTHESLINES 








Now.. Nationally Advertised in 
GOOD HOUSEKEEPING 





Certified Accurate 
Bathroom Scales 


Priced 


$4.45 to $19.75 


Right through 1937 Hanson Scale 
advertisements reach hundreds of 
your best customers. Open new op- 
portunity for you to make profits 
on dependably accurate bathroom 
scales. Four models at prices to 
suit every purse .. . each selling 
at good profit to you. Feature the 
only personal scales CERTIFIED 
ACCURATE after individual tests. 
Guaranteed 5 years against mechan- 
ical defects. Guaranteed by GOOD 
HOUSEKEEPING as advertised 


therein. 
Ask your jobber for Catalog 
and prices 
HANSON SCALE COMPANY 
(Est. 1888) 
510 N. Ada St., Chicago 
1150 Broadway, New York 


HANSON 


BATHROOM SCALES 











H Make This 


a “RICH” Year 


Sell the ladders that you 
can recommend to your cus- 
tomers as the lightest, 
strongest, safest ladders 
ee 


RICH Ladders 


A few of the many Rich 
features: 


@ Carefully - selected, long- 
grained spruce. 


@ Rust - resisting, cadmium- 
plated hardware. 


© Creosote dipped rung tips. 
@ Three steel truss rods in each 
section of an extension. 


24 hour delivery service. 





Ask your jobber or write 


The Rich Pump & Ladder Co. 


1028 Depot St. Cincinnati, Ohio 
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“EXTRA BIG PROFITS 
LITE 
——_ on MACHINE RENTALS 
Modennize Cuma PROFITS o72 
YOUR FLOOR FINISHING MATERIAIS 
PAINT SPEEDS UP TURNOVER 
DEPARTMENT OF RELATED ITEMS... 



















“OVER $119.74 INCREASED SALES A 
MONTH THROUGH SPEED-O-LITE RENT- 
ALS," WRITES ENTHUSIASTIC DEALER. 


Not one but hundreds of Old and New 
dealers are reporting tremendously increas- 
ing profits, The same clear sailing into a 
Big Profit field awaits you. Take advan- 
tage of the big demand for SPEED-O-LITE 
sanders——the machine that clicks with the 
customer. Feature it in your store and put 
to work our FREE Advertising which has 
never failed to produce waiting lists of cus- 
tomers, and has skyrocketed sales of floor 
finishing materials. 


ANYONE CAN RUN ONE 





GREATEST. MER. NO DUST 
OR FINISHING 

developed. Actual NO MUSS 

equal or exceed rental earnings. Mak: 

this YOUR Biggest Profit year. 


5-DAY FREE TRIAL OFFER 


MAIL THIS COUPON TODAY 


| 


LINCOLN-SCHLUETER FLOOR MACHINERY CO. 237 8 

212 W. Grand Ave. icago, Illinois s 
Please send full details of your 5-day FREE Trial SPEED-O-LITE Offer. ; 
Also complete information on your Merchandising Plan for Dealers. 5 
oon cnsscodnvscseben sbncednddsssieedespaednseetdenecOshitedie kets ane 4 
Oe, cn sav.nsidsdéu acinus ¥awedak ph AUpORRsr een) Masaseeen Seabee eeeekebele . 
DON pedi na tucanadcenssdehtaehia reese nea tone MR Shien aia + 
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3200 BELMONT AVE. 
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Larned, Kan., discussed the Con- 
sumer Co-operative movement and 
urged members to take a firm stand 
against Federal or State assistance 
which further the aims of such or- 
ganizations. 

Chairman L. H. Dunton, Arcadia, 
Kan., then offered the report of the 
Resolutions Committee. In addition 
to the resolution on Consumer Co- 
operatives being adopted, as previ- 
ously mentioned, others approved 
may be summarized as: recommend- 
ing special consideration, by State 
Legislatures, of certain problems 
arising in connection with the Social 
Security Act; commending the ef- 
forts of the National Implement 
Federation’s committee for the 
progress made in revising the Fed- 





eral wholesale price index on farm | 


machinery; expressing regret that 


some manufacturers of implements | 
continue to place their agencies with | 


“curbstone” dealers, thus indirectly 
encouraging excessive trade-in allow- 
ances on old equipment; approving 
the action of the National Imple- 
ment Federation relating to the 
trade-in evil; requesting manufac- 
turers to declare a price differential 
in favor of the service implement 
dealer; expressing gratitude for 


wholesalers’ help in meeting chain | 
thanking | 


store price competition; 
manufacturers for establishing a list 


and discount basis on implements, | 
and urging manufacturers of major | 


hardware items to follow a similar 
plan; expressing regret concerning 
the unsatisfactory condition caused 
by foreign and prison-made binder 
twine; conveying appreciation to the 
Kansas State Agricultural College 
for its work on soil conservation; 
deploring the distribution of nation- 
ally known hardware and kindred 
lines, by some wholesalers, to cut 
rate stores for a brokerage commis- 
sion; requesting participation by 


| rubber tire manufacturers in the ex- 





hibits staged by hardware and im- 
plement dealers; asking more pub- 
licity for local dealers in farm paper 
advertisements; endorsing the 4-H 
Clubs; advocating further progress 
and development for the associa- 
tion’s local clubs; thanking E. B. 
Gallaher, editor, Clover Business 
Service, for his interest in the asso- 
ciation; and expressing appreciation 
to secretary Hodge for his efficient, 
and uninterrupted forty-seven years 
of service, as well as to others for 
their assistance in making the or- 
ganization’s 48th annual meeting an 
event long to be remembered. 

J. D. Reynolds, Carthage, Mo.. 
chairman of the National Implement 
Dealers’ Federation’s special imple- 


| ment-tractor trade-in guide commit- 





Get Set 


WITH 
WESTFIELD 


Bicycles 


It’s time to get set for even 
greater bicycle sales. 

Look at Westfield’s models 
and resources! They are more 
likely to provide everything 
you need. 

Moderately priced Westfield 
models — superb Columbias— 
the whole Westfield - made 
range of models gives you wide 
selection and extra values in 
superior construction, finish 
and equipment. 

Get set with Westfield. Write 
today! 


COLUMBIA- 


WESTFIELD 
BICYCLES 


THE WESTFIELD MFG. CO. 
WESTFIELD, MASS. 














The Sign of Good Seeds 


) F dre : 
OER; ; 
STOCK 
TURFMAKER 

AND 


TRU-SHADE 
LAWN SEED MIXTURES 


TWO OUTSTANDING 
BLENDS 


Less than 3% Inert Matter 


Less than 3/10 of 1% 
Weed 


NO NOXIOUS WEEDS 


Write for Prices 








F. H. WOODRUFF & SONS 


MILFORD, CONNECTICUT 


TOLEDO. OHIO -- 
SACRAMENTO, CAL 


BELLEROSE, t 1 N.Y 
ATLANTA. GA 


HARDWARE AGE 
































Townsend 
Wire Stretcher 


With this implement the person 
stretching the wire can quickly and 
easily nail it to the post from 
which he is stretching with- 
out assistance. 


Made with 3-ft. wooden 
lever, to which is at- 
tached sturdy malleable 
iron pinchers, into 
which are riveted Ser- 
rated Steel Grips war- 
ranted not to slip. 





It stretches to the last 
post at the end of the 
fence as well as to any 
other. Works equally 
well on plain, twisted, 
barbed wire, or woven 
wire. Also ideal for 
tightening bands and 
wire on large shipping 
boxes, crates and bales. 
Profitable seller. 


Will last 25 or 30 years. 


B. W. TOWNSEND 
Painted Post, N. Y. 














No More—_ 
Wrong Sizes With 





LEATHERS 


Save time, prevent errors and keep customers 
satisfied by selling only sized-marked pump 
leathers, an original merchandising idea de- 
-veloped in our plant. Size-marked pump leathers 
avoid delay and confusion and assure utmost 
satisfaction. Made of finest selected leather, 
available in two brands. 
“LONG WEAR” and “STANDARD” 
Ask your jobber or 
write us for prices 


SIMPLEX MFG. CO. 
AUBURN “a. ¥. 
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| tee then reported on the progress | 


preparing that important price ref- 
erence manual, which will be of- 


Implement and Tractor Trade - In 
Guide.” 


H. C. Dunn, district representa- 


Board, Kansas City, Mo., was then 


and many dealers asked for advice 
on their individual problems in con- 
nection with the application of this 
law. 


Millner, Miami, Okla., the commit- 
tee’s chairman, offered the following 
slate of officers: president, Frank 
H. Spink, Kansas City, Mo.; vice- 


Smith, Richmond, Mo. All officers 
proposed by the committee were 
unanimously elected, and at a later 


secretary-treasurer Hodge was re- 
elected for his forty-eighth term. 
Retiring president Ackarman ex- 
tended thanks to all who had assist- 
ed with the convention, and follow- 
ing this he called upon past presi- 
dent Taylor, to introduce Mr. Spink, 
the incoming president. The new 
vice-president, Mr. Zuercher was in- 


ciation, president Spink adjourned 
the convention. More than one 
hundred firms exhibited their prod- 
ucts in the hardware and implement 
show staged in conjunction with the 
meeting. 


Magic Wall Paper Remover 


to old wall paper with brush or spray, 
will enable one to remove the old 


injure or leave a residue on the plaster 
and that it does not contain anything 
injurious to varnished, lacquered or 
enameled surfaces. Packed in pint 
cans to retail at 85 cents and half-pint 
cans at 50 cents; dealers’ discount, 


display racks, folder, and hand bills 
also available. Commercial Products 
Co., 2618 Hampshire Road, Cleveland 
Heights, Ohio. 





being made by that committee in | 
ficially designated as the: “United | 


tive of the U. S. Social Security | 


called upon to answer questions re- | 
lating to the Social Security Act, | 


Reporting for the Nominating | 
Committee, past president F. E. | 


president, Sam Zuercher, Wichita. | 
Kan. New directors: George | 
Straight, Eureka, Kan., and Edward | 
Potter, Macon, Mo. Directors who | 
were re-elected were: Edward Fitz- | 
gerald, Jamestown, Kan., and H. B. | 


meeting of the board of directors, | 


troduced by past president Millner, | 
and after Mr. Ackerman, retiring | 
president, had turned over the gavel | 
to him as the new head of the asso- | 


Maker states a pint of the Magic 
remover stirred slightly in two gallons | 
of hot or warm water, and then applied | 


paper easily. Maker states it will not | 


40 per cent. Counter display cards, | 


| 
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THE 
OUTSTANDING 
FURNITURE 
CASTERS 


Bassick 


“‘DIAMOND-DART”’ 






FULL 
FLOATING 
BALL 
BEARING 


These are casters that every 
hardware dealer should feature! 


Two sizes with solid tread or rub- 
ber tread composition wheels. 
Ask your wholesale distributor for 
Bassick “Diamond-Dart” casters. 


THE BASSICK DISPLAY BLOCK 





Write for information. and how to secure 
this display (8" x 12") that will double 
your caster sales, 


THE BASSICK COMPANY 


Bridgeport Connecticut 
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American Hardware Supply Co. 


(Continued from page 100) 


he answered many questions from 
the floor relating to various phases 
of the Robinson-Patman Act. 
MacDonald Witten, associate edi- 
tor, HarpwareE Ace, New York City, 
in a short talk, urged dealers to take 
full advantage of their present op- 
portunity, and advocated an aggres- 
sive effort to obtain new customers. 
Mr. Whittam’s address at the eve- 
ning session dealt with the subject 
of “Co-operation,” and he declared 
that this word means more than it 
is interpreted to mean by many per- 
sons, and that one of the big things 
to remember in connection with the 
word is that it means an interchange 
of ideas. Faith—one with the other, 
is also essential, he said and declared 
that if a thing is right and you are 
willing to work and make sacrifices 
you can obtain it. In closing his talk, 
and in emphasizing the preceding 
point, Mr. Whittam made effective 
use of several verses that began 
with these words: “Dont use the 
word can’t, but say I’ll try—.” 
William M. Stout, the company’s 
general manager, in speaking on 
“The Evolution of American” re- 
lated and demonstrated by large 
charts and graphs depicting facts 
and figures showing the extent of 
the company’s growth and better- 
ment during the period from July, 
1933, to date. Former catalogs and 
price services were also contrasted 
with those now being used to make 
graphic their improvement. As an 
indication of satisfactory operations 
Mr. Stout stated that there were no 
major changes to be recommended 
at this time, and that the company’s 
financial condition was excellent. In 
discussing overhead expenses, he 


called attention that operating ex- 
pense was 15 per cent in 1930, and 
had been gradually reduced each 
year until the 1936 figure was 9.4 
per cent. The firm’s 1936 inventory, 
he said, reached a new high, both in 
total value and in the number of 
items being carried, with the mer- 
chandise stocked being worth $141.,- 
000 and embracing 17,000 different 
items. 

At the final business session on 
Tuesday afternoon, the usual order 
of business was transacted, includ- 
ing the presentation of the Treasur- 
er’s Report by E. A. Hastings, trea- 
surer and assistant secretary, it was 
emphasized by Mr. Hastings that the 
report showed that the firm had 
more than doubled its net worth dur- 
ing the past three and one-half 
years. Following the report the re- 
vised plan of operation, as adopted 
at the company’s meeting last July, 
was discussed and explained in de- 
tail with unanimous approval being 
given to its continuance. 

Changes in the by-laws, as pro- 
posed at the meeting of July 27, 
1936, were then adopted without a 
dissenting vote. In choosing three 
directors, S. M. Wylie, Wylie Bros., 
Elizabeth, Pa., and J. M. Scott, in- 
cumbent secretary and assistant 
treasurer, W. M. Scott & Co., Car- 
negie, Pa., were re-elected, although 
the illness of Mr. Scott prevented 
him from attending the meeting. 
The new member of the board is 
H. H. Martin, Manheim, Pa., who 
succeeds J. R. Andrews, Adams- 
ville, Pa. 

Before the annual meeting ad- 
journed it was voted to hold the 
usual semi-annual meeting in July. 





Oil Colors In Tubes 


The Du Pont Harrison brand oil colors 
are being offered in tubes to retail at 
25 cents. The tubes, one inch by five 
inches, are offered in the 24 following 
colors; lamp black; drop black; sign 
writer’s black; raw umber; burnt 
umber; raw sienna; burnt sienna; Van- 
dyke brown; Tuscan red; Indian red; 
Venetian red; American vermillion; un- 
fading vermillion; flaming red; rose 
pink; rose lake; red lake; chrome yel- 
low O; French ochre; golden ochre; 
chrome green D; Prussian blue; cobalt 
blue, and ultramarine blue. E£. J. Du 
Pont de Nemours & Co., Wilmington, 
Del. 


New Galvanized Sheet 


The “Armco Galvanized Paintgrip” 
sheets, the maker states, can be painted 
without special treatment by the user. 
They are chemically treated to produce 
a finer crystalline phosphate coating 
which in itself is neutral to paint and 
keeps the paint from direct contact 
with the zinc surface. This coating is 
an integral part of the sheet and is 
slightly granular in nature. These sheets 
are available in any of the grades of 
galvanized sheets manufactured by the 
company. The American Rolling Mill 
Co., Middletown, Ohio. 


HARDWARE AGE 


























It’s Goop “HORSE SENSE 


TO SELL 


Kohler Quality 
CURRY COMBS 


WE ALSO 
MANUFACTURE: 


STEEL GOODS 
PRUNING SHEARS 
GRASS SHEARS 
GARDEN SPADES 


SCREEN 
HARDWARE 


HOSE REELS 


EIGHT AND NUMEROUS 
BAR OTHER SPRING 
AND SUMMER 

ITEMS. 








REVERSIBLE 


“Ask Your Jobber or Write Us.” 


The C. K. R. Co. 


SUCCESSORS TO 
¥. H. KOHLBROOMPANY « CRONK&OARRIPRMFG.CO. « J.F. RITTENHOUSE MFG. CO. 


us 1836 Euclid Ave., Cleveland, Ohio gus! 








THE 
“SIMPLEX” 


Applied Direct 


to 


Door Casing 


without 


Hanging-strip 





The “Simplex” has many features which Dealers will 
find to be excellent selling points. An example is the 
construction of the barrels and web from one continu- 
ous piece of metal, formed so that there are no joints 
where the barrels continue as the web. This avoids ex- 
posing the springs to moisture which would cause rust 
and breakage. 


Send for literature describing other important fea- 
tures of the “Simplex.” 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U.S.A. 


Arcade Craft Tools make sales easy be- 
cause of their reasonable cost. They make 
it possible for consumers who want good, 
efficient home workshop equipment to 
have it without investing a lot of money. 
All Arcade Tools are quality built with 
heavy cast iron bases and moving parts 
of high grade steel. 

Retail prices: Sander $4.50, Bench Saw 
$10.00, Jig Saw $4.80, Drill Press $4.80, 
Lathe $8.50. Write for Free Catalog of 
Tools and Accessories. 


ARCADE MFG. CO. 


1201 Shawnee St., Freeport, Ill. 


* ARCADE 
POWER TOOLS 
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RESOLVE 


... this year... not 
to keep your mer- 
cRandise hidden away 


counters. In years to come, more than 
ever you will have to DISPLAY 
your wares, in order to sell. Heller 
equipment for Hardware Stores is 
especially designed to stimulate buying 
... to make it easier for customers to 
select .. . to remind them to buy what 
they otherwise would forget. 

Consult us before you install new store 
equipment. e can suggest a mod- 
Boxes and Drawers ernization program that will be a per- 
Shelving and Wall manently profitable investment, instead 
Cases of an expense, even if you move your 
Paint Shelving store. Simply tear out this ad and 
Sample Holders mail to us, checking ems = 
Send Complete Store which you are most interested. 


Fixture Catalog No. 
35H 


( ) Display Tables 

( Complete line of Bulb 
Edge Glass, Price Card 
Holders, etc. 

Price Cards 

Nail Bin Counters 
Screw Bolt & Drill 
Cases 





aan aa” aan 


W. C. HELLER & COMPANY 


20 Vesey St., Suite 1111 700 Bryant Street 
NEW YORK CITY MONTPELIER, O. 


in old-fashioned show cases, bins and 
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NOW 
10¢ 


Formerly 


Sales Wiiaaal 


Once Again 


3-IN-ONE OIL 
LEADS THE WAY 


With the new 10cpriceonthelouncecans 
and the 25c price on the 3 ounce cans, 
3-In-One Oil sales have skyrocketed. 
Dealers everywhere report big increases 
whenever they have displayed it and 
shown the new prices. Your customers 
know that 3-Iln-One offers TRIPLE AC- 
TION (Lubricates, Cleans, Prevents Rust) 
—now tell them of the new prices and 
watch your sales increase. Remember— 
you make bigger profits on 3-In-One 
Oil now. 

More Advertising in 1937 
Every week, millions of people see 
3-In-One Oil advertisements in a list 
of 40 leading magazines, including 
Saturday Evening Post, Collier's, Liberty, 
American, Ladies’ Home Journal, Good 
Housekeeping, American Weekly, This 
Week, etc. Tie in with this tremendous 
campaign by displaying 3-In-One Oil 
at the new low prices. 


The A. S. BOYLE CO., Distributors 
JERSEY CITY, N. J. 


3-IN-ONE OIL 


LUBRICATES-CLEANS*PREVENTS RUST 
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Labor Problems and Legislative 
Trends 


OUIS D. BRANDEIS, the noted 
liberal and friend of labor, has 
the following to say about labor and 
law: “Lawless or arbitrary claims 
of organized labor should be resist- 
ed at whatever cost. . . . The history 
of Anglo-Saxon and of American 
liberty rests upon that struggle to 
resist wrong—to resist it at any cost 
when first offered rather than to 
pay the penalty of ignominious sur- 
render. ... 

“Industrial liberty, like civil liber- 
ty, must rest upon the solid founda- 
tion of law. . . . If lawless methods 
are pursued by trades unions, 
whether it be by violence, by in- 
timidation or by the more peaceful 
infringement of legal rights, that 
lawlessness must be put down at 
once and at any cost.” 

We are prompted to ask whether 
this doctrine, so ably expressed by 
a man who is now an eminent mem- 
ber of our Supreme Court, has not 
specific and pointed application to 
conditions which exist today. 


Industrial Life More 
Complicated 


Industrial life is constantly be- 
coming more complicated and vul- 
nerable. In a modern mass produc- 
tion plant a single department or a 
few key machines may determine 
the continuity of work for many 
other departments or machines and 
for hundreds of employees. Because 
of this fact, a few “sit-down” strik- 
ers can throw thousands of other 
men out of wovk both directly 
through closing the plant immedi- 
ately concerned and_ indirectly 
through stopping the flow of prod- 
ucts and materials along the chan- 
nels of trade. 

There is apparently developing to- 
day a philosophy of labor relations 
which would result, it would seem, 
in a subversion of majorities and the 
imposing upon them of the will and 
wish of aggressive, arbitrary minor- 
ities. Will not such a philosophy in 
the long run prove injurious to the 
whole idea of trade unionism and 
have a detrimental effect on em- 
ployees generally? 


Changed Conception 
of Property 
Involved in this tendency is a 


changed conception of property 
rights which affects all of us from 


the greatest to the least. Is it not 
true that most citizens of the United 
States own property — homes, per- 
sonal effects or business establish- 
ments? Is not every American vital- 
ly interested in property rights and 
desirous of having these rights main- 
tained for self protection? Doesn’t 
it seem reasonable to expect—or is 
it futile to hope—that the actions 
and attitudes of “sit-down” strikers 
and their sympathizers, will result 
eventually in restrictive legislation? 
Is it not likely that the illegal sei- 
zure of property as a measure of 
coercion and that the practical 
abrogation of what has hitherto been 
considered a fundamental right of 
property ownership will create a 
popular demand for laws regulating 
labor organizations and making of- 
ficers of union responsible, legally, 
for acts which adversely affect the 
public welfare? 


Labor’s History in 
England 


Such is the history of labor in 
England. The great general strike 
of 1926 brought about the passage 
of laws which, if on our own statute 
of laws hich, if on our own statute 
books at the present time, would 
make “sit-down” strikes impossible. 
The English law has in no way 
harmed labor nor prevented it from 
asking for and getting changes in 
hours or wages or working condi- 
tions. That is as it should be. Would 
not organized Jabor in America ben- 
efit materially if it, too, were sub- 
ject, as such, to the same laws which 
apply to all other groups in Ameri- 
can life? 

Does not history show that we 
progress through the cooperation of 
all interests subject to the same or 
equivalent legislative restrictions? 
Can we build prosperity on favors 
extended to a few at the expense of 
the many? Can such prosperity 
endure? 

Is it not apparent that there are 
so many different and diverse inter- 
ests in this country that no one of 
them can be exploited without detri- 
ment to all? 

Is it not evident that the future 
welfare of both labor and capital is 
dependent upon fair laws, equitably 
enforced without political consider- 
ations? 
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SEAL-PAKTanaSEAL-KRAFT 
ROSE BUSHES 


Bring Added Profits and Sales 
SEAL-PAKT 


A new and revolutionary type of package 
for Rose Bushes and other plants. Recog- 


your customer. 


SEAL-KRAFT 


The original, wax-coated, wrapped 
Rose Bush — the standard package 
used by us in the past. Keeps plants 
in excellent condition while on your 
counter. 


THESE PACKAGES ARE ABSO- 
LUTELY CLEAN. NO WATERING 
REQUIRED. EASY TO HANDLE. 





Write for information 
on a new and complete 
Nursery Service 





SEAL-KRAFT 
U. S. Patent 
1894506 
Canada 
Patent 
328017 





SEAL-PAKT C. E. WILSON & CO.., INC. 


U. S. Patent 
1988886 Manchester, Conn. 
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MOTO-MOWER 


FOR 19 YEARS THE PREFERENCE OF USERS 
OF POWER LAWN MOWERS 


HERE’S A Profitable—NATIONALLY-ADVERTISED 





NATIONALLY-KNOWN LINE of ... 


LOW-PRICED MOTO-MOWERS 
FOR THE LIVE HARDWARE DEALER 


You can create sales and profit by displaying on your 
floor our hardware line of power lawn mowers— bearing 
a name that for 19 years has been a symbol of power 
mower quality throughout America. Priced to be sold 
in competition with mail order lines. Write for literature 
upon this hardware line of Moto-Mowers and informa- 
tion upon our exclusive deal- 
ership proposition. 


Complete line of larger power 
lawn mowers up to 72” cutting 
% width also available. Write 
§ for catalog. 












MOTO-BOY MODEL 


A WELL-DESIGNED, RELIABLE $7622 bow 
MOTO-MOWER RETAILING AT —— Detroit 


THE MOTO-MOWER CO. 


DETROIT. MICHIGAN 





4607 WoopwarpD AVE. 
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nized as the best package yet developed to 
protect a plant during the period from the | 
time it leaves the nursery until it reaches | 


WHAT GOOD 
“DEVIL” 


CHAINS? 


They’re of no use to you, unless 
you’re in the deep-sea fishing in- 
dustry. Sometimes we furnish 
devil Chains equipped with wire- 
rope “‘lizards.”’ We tell you this 
simply to show that we make 
EVERYTHING in Chain. And 
our Chain customers, in every 
field of commerce and industry, 
always get A-No. 1 quality be- 
cause of **MeKay’s 50 
years of knowing how.” 





For quality Chain, better handle 
the products of... 


THE McKAY COMPANY 


McKAY BUILDING PITTSBURGH, PA 


wet iE Pe 








Model 860 
LIST PRICE 


$4850 


Complete 
less motor 


















Speedy Paint Sprayers 
Professional type with famous Clean Air 
compressor on steel base, pressure feed in- 
ternal mix spray gun with quart aluminum 


Send for price list, cup. List only $18.50—others $5.00—$14.00. 


DEALERS: 


Autepower sprayers $2.60 and up. No cylin- 
ders, pistons or rings to wear out. Sturdy, 
efficient, yet low in cost. 


W. R. BROWN CORP. 


5724 Armitage Ave., CHICAGO, ILL. 


discounts and details 
on electric and auto 
power paint sprayers. 





—————m—mKXmKXmNmem»Om 
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FOR 1937 


2 COMPLETE LINES 
SIGNAL 8’ to 16 


$6.00 to $29.00 List 


OL O10) FANY od OY ito an co ho) 
$3.00 to $19.75 List 





Two quiet type fan lines 
improved mechanically 
and electrically — more 
salable; bigger values 
than ever. The “Cool 
Spot" line offers a new 
measure of quality at 
lower prices. . You won't 
experiment if you sell 
Signal Fans.. They are 
known, tried, proven, 
and accepted — and 
backed by a well-rated 
manufacturer. Complete 
information, prices, and 
discounts upon request. 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICH. 
Offices in all principal cities 
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“Pots and Pans 
and 
Everything Else” 


A Tribute to 
Hardware Stores 


By EDNA K. WOOLEY 
In The Cleveland News 


WELL’ equipped hardware 

store is a fascinating place. 

Once I get into one, it’s hard 
to leave. I finger the gadgets on the 
display counters, run my eyes over 
the shelves, usually see something I 
think I need, and depart with a new 
kind of can opener or a different 
sort of cake pan or, if nothing else, 
a.small box of assorted nails. 

There’s much besides hardware in 
one of these stores. You can buy 
a radio tube or a radio, garden seeds 
and fertilizers, shaving mugs and 
sets of china, mops and garden hose, 
flashlights and dated batteries, light 
bulbs, paints and pots and pans, and 
goodness knows what else in addi- 
tion to the regular line of hardware. 

Quite as useful as the neighbor- 
hood grocer, is the neighborhood 
hardware store. It’s always ready 
for emergencies that grise in the 
home. Did you lose your garage 
key? The hardware man will sup- 
ply you with a skeleton key. He 
will also make new keys for you at 
a moment’s notice. 

Maybe the hot water boiler 
springs a leak. The handy man of 
the neighborhood store can fix it, 
at least temporarily. Need to re- 
place a rusted section of stovepipe? 
The hardware store -has it and will 
send a man to do the job. Something 
wrong with the washing machine? 
Maybe the hardware man can fix it. 
Need some weather stripping? The 
hardware store will supply it. One 
of the outside water spouts drip- 
ping? Call the hardware man. He'll 
fix a leaky roof, too. Vacuum 
cleaner makes a queer noise when 
you use it? Send for the hardware 
store’s fixer. 

Really, I believe the hardware 
store man is the biggest fixer in 
creation. There seems to be no 
limit to his uncanny ability. And 
as yet fame knows him not—at least 
in a public way. He is one of the 
unsung blessings of humanity. 

Some time ago a trade magazine 
for the hardware business made a 











SHERMAN 


Hose Nozzles 


(Patented) 
Fig. 40 





Sherman Diamond Nozzle 


FOR QUALITY 


The Diamond Nozzle 
Chromium Plated 


This famous WROUGHT BRASS 
Hose Nozzle is the featured 
leader with thousands of dealers. 
Its exclusive spray point swivels 
and adjusts itself without rotary 
motion or wear on the conical tip. 
It throws more water and throws 
it farther. Its big waterway is as 
smooth inside as out. 


Sold Through Jobbers 


H. B. SHERMAN MFG. CO. 
Battle Creek Mich. 


“CUT LONGER 


BETWEEN 
SHARPENINGS” 





Collins Axes are first 
on every point — Bal- 
ance — Steel — Tem- 
per — Cutting Ability 
— Straight Eye. Order 
Collins Axes from 
your jobber. If he can’t 
supply you, write to us. 
The Collins Company, 
Collinsville, Conn. 





MICHIGAN 


Collins offers a com- 
plete line of axes — 
small axes, hatchets, 
picks, mattocks, brush 
hooks, hoes. 


For 110 years 
this trade mark 
has been the 
guide to the best 
in axes. 









DAYTON 
BEVELED 


dserrsmus 


AXES «xd HATCHETS 
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STEEL 


of Every Kind ... for 
Every Purpose... in 
Stock ... Ready to Use 


@ All shapes, kinds and sizes 
of steel are carried in Ryerson 
stocks for Immediate Ship- 
ment... Unusual facilities for 
cutting, handling and ship- 
ping assure accuracy, de- 
pendability and speed. 
PRODUCTS INCLUDE: 


BARS ALLOY STEEL 
STRUCTURALS TOOL STEEL 
SHEETS STAINLESS 
PLATES TUBING 
SHAFTING WELDING ROD 


SCREW STOCK Nuts, Washers, Etc. 
Write for the Ryerson Stock List 
JOSEPH T. RYERSON & SON, INC., 
Chicago, Milwaukee, St.Louis, Cincinnati, 
Detroit, Cleveland, Philadelphia, Buffalo, 
Boston, Jersey City 








anew design 








Champion Covered Hinge 
No. 777 


a modern appeal 


Comsininc the smart- 
est, modern design with 
Champion’s traditional rug- 
gedness in construction, this 
new covered hinge seems 
destined to set the pace in 
screen door hardware sales 
for the coming season. 


The modern home de- 
mands modern hardware and 
Champion Hardware is the 
answer. 


GENEVA, OHIO 














THE CHAMPION HARDWARE CO. 
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survey among housewives with re- | 


gard to their use for hardware 
stores. The result of this survey 
showed that when the housewife 
patronized the hardware store, three 
out of five times it was for emer- 
gency items. 

And the hardware man can be 
depended upon for good advice. 

What’s the best thing to take 
water spots out of a polished table 
top? He’ll tell you and furnish the 
material. He'll advise the process 
and kind of paint to refinish the 
kitchen chairs, or fix the badly-worn 
floor in the front entry, or show you 
how to do a small soldering job— 
maybe lend you the soldering iron. 
He’ll tell you what kind of screws 
or nails or brads to use for certain 
things, and what kind of a washer 
to put in the dripping faucet. 

Why, that hardware man is a 
wizard! We depend upon him for 
everything but food, drink and cloth- 
ing, often not realizing how impor- 
tant he is in our daily lives. 

Especially is he a treasure in a 
manless household, such as mine. 
It was a sad day when our old handy 
hardware man sold out and de- 
parted from this neighborhood. We 
called upon him for all emergencies, 
from puttying a rattling window to 
putting up a new stovepipe for the 
kitchen gas range. Once, when 
mischievous Hallowe’eners upset our 
two tubs containing boxwood and 
plenty of earth onto the front steps 
so we couldn’t open the front door, 
he sent his own son to clean up the 
mess. 

Fortunate is the neighborhood 
provided with an obliging hardware 
store. 
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This counter display basket holding 
two sizes of handy small screwdrivers 
was created and produced by The 
Forbes Lithograph Co., Boston, Mass., 
for the Millers Falls Co., Greenfield, 
Mass. 
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Stop ‘em & Sell ‘em 


*® And when they come in 
for chamois you sell them 
other items. Use these 
tested helps. 


ELECTRIC 
CHAMOIS 
SALESMAN #10-10 
Combination Display- 
Pp hat disp 
to the customer the ac- 
tual colorful packages of 
chamois and directions. 
FREE with an Assort- 
ment of 10 chamois. Re- 

tail value $10.00 


AMSCO SALESGIRL 
DEMONSTRATOR 
33 





Colorful cartoon pack 
ages. Instruction sheets 
FREE with Asst. No 
333 of 5 chamois. Re- 
tail value $5.00. 


ELECTRIC 

FLASHER 

THEATRE 
This technicolor movie 
theater will bring ther 
in so you can tell them 
—_ er _, looped 
tape feature for hangin: 
up the sponge . ™ FREE! 





individual packaging ALSO ANNA — 
. th ter d 
bility. FREE with Dea) ANDYCHAMOIS 


S-20 of 28 sponges . . 
assorted. Retail value supply you send his 
$15.35. Your cost $9.20. name and address. 


AMERICAN SPONGE & CHAMOIS CO., Inc. 


If your jobber can't 


—— THESE ‘HELPS’ FREE]——| 
EVERYONE heeds A 
SPONGE and CEANSIS 


Scientific Aids Ana avy 


CHAMOIS 





<3 > 47 Ann Street New York, N.Y. 
= “‘Demand by Brand’”’ 


DENISTON 


**Lead Seal’? NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit- maker 
and good will builder. Note the famous ‘‘Lead 
Seal’’—the lead under the head and down the 
shank actually plugs the nail hole with lead! . 

Ask your jobber or write us for samples and dem- 
onstrator blocks. 


The DENISTON Company 
4840 S. Western Ave. 


‘GUNSHINE 


»raoces® 
arench 4 


cHAM 


MADE IN U.S.A.’ 


ASK YOUR JOBBER 


HOYT & WORTHEN 
TANNING CORP. 
HAVERHILL 
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ROCHESTER ADJUSTABLE 
SASH BALANCES 


A product of Guar- 
anteed quality. Real 


profit in handling 
them. 
Write for prices. 





Rechester Sash Balance Co., Ine. 
Rechester, N. Y. 











156 


CHICAGO, ILL. 








Magic Eye Saves Time and Cuts 
Costs in San Francisco 
Wholesaler’s Plant 


AKER, Hamilton & Pacific 
B Co., San Francisco, Calif., 

wholesale hardware distribu- 
tors, save considerable time and ex- 
pense by the use of Stanley Magic 
Door equipment controlled by Magic 
Eyes, or photoelectric relays. Wake- 
field Baker, president, Baker, Ham- 
ilton & Pacific Co., says, “Here, in 
California, where our buildings are 








saves time 


In or out the “Magic Eye” 
and money 


of much lighter construction, and 
we are really, not equipped to 
properly heat a large warehouse it 
is my opinion that they (Magic 
Eyes) can be used to very good ad- 
vantage. For example, in our pack- 
ing room we have a conveyor system 
that goes out into our shipping room 
and we were always bothered with 
considerable draft which came in 
through the opening between the 
two rooms. We installed a Magic 
Eye at this point with the result 
that we have been able to raise 
the temperature in the packing room 
area approximately five degrees dur- 
ing the winter months at no addi- 
tional cost. Likewise eliminating the 
draft has reduced the number of 
colds to a minimum. The other Eye 
is installed between our receiving 
room on both sides of the swing 
doors, which permits a man, either 
coming or going with a heavy truck, 
to pass through without any delay 


and without creating any unnece-- 
sary draft. 

“Before we installed the Magic 
Eye these doors were subject to a 
great deal of punishment and then. 
too, about 75 per cent of the time 
they were kept open by means of a 
wedge. The practice used to be to 
run a loaded truck into the doors in 
order to open them or, if a large 
shipment was being handled. to 
wedge the doors open. The first 
method was inefficient and very 
costly as the doors had to be re- 
placed about every two years. The 
second method saved the doors but 
permitted a cold draft to enter the 
building which, during our winte1 
months reduced the temperature of 
our entire building considerably.” 

While no figures are available as 
to the cost of operating the two set- 
of doors using the Magic Eye at 
the Baker, Hamilton & Pacific Co. 
warehouse. Mr. Baker believes that 
those costs are “of no consequence 
when you consider the saving we 
have made in our heating cost.” 


& 





The first Magic Door was de- 
veloped in 1930 and was installed 
at the famous Pier Restaurant, West 
Haven, Conn., and while in a pre- 
liminary and experimental state the 
equipment worked perfectly, accord- 
ing to the manufacturer. Photo- 
electric relay controlled doors are 
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Sell Them 
by the set 


Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the users. 


isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try. it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 














The NEW granular 


VIGORO 


Product of Swift 


The Square Meal for Everything You Grow 








Campaign on! 


POWER FOR DEALERS’ SALES 


@ The first advertisements in magazines that home 
gardeners read are appearing right now. With 
smashing double-page spreads and full-pages in 
color, the Vigoro campaign will go on straight 
through the season. Big space and a tremendously 
powerful selling story—showing the advantages of 
this complete plant food as demonstrated by tests 
in a leading university. 

For dealers’ direct tie-in—and that’s all you need 
to sell Vigoro in greater volume this year—there is 
dynamic store and window display material, cuts 
for local use, and the most convincing selling piece 
ever presented—“The Low-down on Gardening 
Success.” 

Ask your Vigoro salesman for the whole profit 
story, or write this address today: 


SWIFT & COMPANY Fertilizer Works 
1111 Packers Ave., Chicago 
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More Reasons Why- 
It’s a“CHICAGQ” Year 


TRAOE MARK AEG US Pat OF 


Full Profits and a Price Policy Dealers 
Appreciate 


cHICAGo 6 0 
FLY eset 


The trend is up. The public are quick to 
switch from cheap, inferior merchandise to 
quality products, when it means greater 
economy. No dealer need sacrifice profits or 
fear price cuts when he sells ““CHICAGO’S.” 


Write for STORE TRAFFIC PLAN  gnic. weet 
and Complete Price Range Has 3 Lives 


CHICAGO ROLLER SKATE COMPANY 


World’s Greatest Roller Skates for Over 36 Years 
4456 W. Lake St. CHICAGO, ILL. 


























Naturally — Watson-Standard Dealers have 
unusually profitable paint departments. It's 
a matter of mathematics that means more 


money for you. 






TE WATSON: 
STANDARD CO. 


ishes, In- 
Varn Coatings 





ints, 
ze of Paint tive 

Manute er nishes and Protect 
dustria flices: 


Detroit 
' 


Warehouses: Bosto 


187 














The BEST 


TAPE 


MADE 











= 
SUPERIOR maT ExTRA 
QuALiTY ADHESIVE 


(( L772 ie Ale 
Vn 
Lgy ©) “ Le 


SLIPKNOT 
FRICTION 
TAPE 


PLYMOUTH RUBBER COMPANY. Inc 
CANTON, MASS 


Your Jobber Has It 


also 
SurKNotT CEMENT-ON 


RUBBER SOLES 








HINDLEY WIRE GOODS 


earn their way through higher 
profits, better quality 


oneal 


BRIGHT WIRE GOODS—WIRE FORMS 
COTTER PINS EYEBOLTS 


J 
HINDLEY “$.52 32.0%": 














PACKAGED TO FIT THE 





ty. CUSTOMER'S NEEDS 
b | 






to meet all competition 
«++ Packa In convenient tins 
for household trade and |, 5 = 
20-ib. spools for large users ° 
J auanies fe —_ margin 
(Asld-oa Core) is 22 real trade ‘and good-will b 1 bulhder. Selser 
supply you. We also make Monarch Ball !, 
Bar and'§ Solid Wire Solders and Babbitts “ — 


© : 

e. C haraias RS) 
@ EN ct AL co. ee me 
21 S. Campbell Ave., Chicago, I1!. 1 


'TREEKOTE 


PRUNING 
COMPOUND 
Possesses all the = er 

elements necessary in 
preparation to properly pee 
tect pruning wounds. May 
be used for grafting. Is 
applied cold and checks 
weathering and prevents 
growt 








fected by heat or cold after 
applied. Easy 
nomical to us. 

Write for Prices 


Walter E. Clark & Son 
Milford - Box 10 - Conn. 
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used to advantage in numerous 
places where there is a constant 
stream of pedestrian traffic. For 
air conditioned homes, office build- 
ings, etc., they are very effective ‘in 
preventing unwarranted mixture of 
conditioned air with that from out- 


side. In restaurants such installa- 
tions prevent unsanitary and un- 
sightly smudges of food on swinging 
doors to kitchens and eliminate 
much dish breakage and door dam- 
age caused by violent and sudden 
openings. 





The Patman Test Case Hearings 


(Continued from page 67) 


this was not accomplished. In des- 
peration, Mr. Pencke, questioning 
one witness, endeavored to enter into 
the proceedings the gist of the wit- 
ness’ alleged previous talk with FTC 
Investigator Carmichael. But the 
witness was suffering from a poor 
memory, according to his own ver- 
sion. He said it “was something 
like that but I don’t remember, it 
was a couple of weeks ago.” Then 
Mr. Pencke tried to attach to his 
testimony an alleged comment to 
Mr. Carmichael that Wards retail 
prices were ruining his floor cover- 
ing business. 

Attorneys for Respondents Ward 
and Bird continued to object and 
claim exceptions at all points and 
thereby delayed and obstructed the 
efforts of Mr. Pencke. Mr. Cotter 
indulged in sarcastic side comments 
that finally, after the close of the 
second days’ session, were beginning 
to anger Government counsel, which 
of course was clearly his purpose. 

There was plenty of evidence that 
price competition on floor coverings, 
and other related lines, is continu- 
ously severe and that sales are lost 
daily on this score but the Govern- 
ment could not commit any witness 
to a statement that Ward’s prices 
were a factor. 

Mr. Ball endeavored to have wit- 
nesses agree that their higher prices 
were unavoidable because of extra 
services provided such as laying lino- 
leum, time payments, etc. This 
strategy, is, of course, common to 
mail order and chain store arguments 
that they curtail services and there- 
by save consumers money. And so 
I predict that this point will come up 
again later in subsequent sessions of 
the first test case procedure. 

During Mr. Pencke’s questioning, 
Mr. Cotter would interject “Answer 
‘yes or no’ ”—all of which was pro- 
voking to the Government’s attorney 
and perhaps confusing to the wit- 
ness. Practically all witnesses oper- 
ated furniture and floor covering 
stores. None were in the hardware 
business. 

Respondents Bird and Ward con- 
stantly insisted that testimony be 
restricted to competitive problems 
on Economy and Neponsit brands 
and to the sizes mentioned in the 


Commission’s complaint. Govern- 
ment’s counsel, aided by Judge 
Diggs, endeavored to _ investigate 
along orderly lines that a picture of 
the situation might be available “on 
the record” when the Commission’s 
final decision is under consideration. 

None of the witnesses were precise 
about their sales volume, their cost 
or selling prices. They approximated 
on all points and suffered from poor 
memories as did the test case itself. 

According to the witnesses they all 
handled Bird goods, obtained from 
Charles Pinsky Carpet Co., Chicago. 
On this point, with each witness, at- 
torneys for the respondents claimed 
the entire testimony, meagre as it 
was, should be stricken out because 
the sales involved were “intrastate” 
and therefore not subject to control 
under the Robinson-Patman Law. 

The witnesses were also poor 
judges of distances when attorneys 
for the respondents asked about their 
proximity to Ward stores. They 
said “down the street” or “a couple 
of blocks away” or “a few miles.” 
Then came further questioning mak- 
ing the “about a mile” any where 
from 3 to 7 miles, etc. 

Following the sessions, one wit- 
ness mentioned, informally, that he 
was a former employee of Ward, 
prior to going into business for him- 
self. 

It should be mentioned that Mr. 
Pencke was the sole attorney ques- 
tioning witness for the Government 
whereas the collective legal staff of 
the two respondents numbered about 
8 or 10, with each member of this 
formidable battery interrupting with 
objections at almost every point. For- 
tunately Mr. Pencke’s experience 
and temperament permits him, 99 
per cent of the time, to be impervi- 
ous to the tactics of his legal op- 
ponents. 

And so endeth the second chap- 
ter of the Robinson-Patman Law 
first test case hearings. The hear- 
ings were resumed at Dallas and 
Houston, Texas, Feb. 1-3, 1937. 





P.S.—To properly appreciate this 
story please read the previous story 
on this subject which appeared in 
Harpware Ace, December 31, 1936. 
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REPRESENTATIVES 


NEW YORK: Ed. W. Simon Co., Inc., 
302 Broadway 
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A Symbol of 
SATISFACTION 


The JEWEL trade mark is more than an identify- 
ing brand name. It is your assurance that the emery 
cloths and flint papers your customers buy will do 
their jobs well. 

“What does this mean to me?” you say. We say— 
“As a progressive merchant you want to keep your 
customers satisfied. Stocking JEWEL Abrasive 
Papers is one way — and a good way —to do so.” 
Abrasive Products, Inc., South Braintree, Mass. 


WELL PACKAGED — FAST CUTTING 
LONG WEARING 
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TRIPLEX 
stove 
bolts 


BETTER stove bolts 


Triplex has the equipment and takes the trouble to 
make better stove bolts — better wire, truer heads, 
precision threads — washed clean and bright. 





Free samples, catalog and price list, of course 


THE TRIPLEX SCREW CO. 
5301 GRANT AVE. CLEVELAND 


IPLEX 


COMPLETE LINE OF CAPVAND SET SCREWS, BOLTS AND NUTS 








WARNING! 


More potato growers this spring 
will protect high-priced seed 


with SEMESAN BEL 


Figure on this EXTRA business — jf : an 


orver EXTRA STOCK TODAY! | 


Don’t think potato growers will take chances on that 
high-priced seed rotting in the ground this spring! Thou- 
sands of them will turn to seed treatment for protection, 
and — because of its effectiveness, easy application, low 
cost and enthusiastic recommendation by agricultural 
authorities — most of them will use SEMESAN BEL. 

Push this treatment for your own profit! Checks seed 
piece decay, reduces seed-borne scab and Rhizoctonia, 
generally increases yields. Protect yourself against lost 
sales. Order enough SEMESAN BEL from your jobber 
today. For free display card write manufacturer. 


BAYER-SEMESAN COMPANY, INC. 
Du Pont Bidg., Wilmington, Del. 
MANUFACTURERS OF DU BAY SEED DISINFECTANTS 


New Improved Ceresan for Cereals @ Semesan Jr. for Corn @ 2% 
Ceresan for Cotton, Sorghums @ Semesan for Vegetables and 
Flowers @ NusGreen and Special Semesan for Brown Patch. 
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Handy Hose Hanger 


Simple, practical, inexpen- 
sive. Holds 75 ft. of garden 
hose. Can be hung in Base- 
ment, Garage, or Cellar. Made 
of heavy steel 13” wide 
and 13” high. Finished 
in durable grass green 
enamel. Write for 
prices. 

Representatives Wanted. 


Ohio Stove Pipe & Mfg. Co. 
12713-17 Kinsman Road 
Cleveland Ohio 















TROWBRIDGE 


GRAFTING -WAX 


GRAFTING 





hand wax for grafting and 
of ail fruit, ornamental trees, 

and vines. has been one of the fastest sell- 

_ since 1850. Put up in convenient 

% Ib. and % Ib. shelf —, poeeogee. A 

PROWTTABLE SELLER a By READY MARKET. 


WALTER E, “CLARK & SON 
Milford nn. 








Horse & Mule 
Shoes 





Hand puddied 
bar iron and 
iron rivets 


THE BURDEN IRON COMPANY 


Established 1809 
TROY, N.Y. 











STREL MORTAR HODS 





26”x12” fork 


No. 158 se 
x11, 
Mortar deep 


te for prices. 
The Cleveland Wire Spring Ceo. 
88th St. and Hamilten Ave. 
* "e Cleveland, Ohio * a 













dif you’ re 
Looking for 
THE CLASSIFIED 
OPPORTUNITIES 
SECTION 
TURN TO 
PAGE 164 
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Marshall-Wells Associates 
Congress 


(Continued from page 90) 


Dykes, of the Hayes MacFarlane 
Advertising Agency, Chicago. This 
dealt with the advertising and mer- 
chandising plans for the new year. 

E. B. Gallagher, editor Clover 
Business Service and treasurer, Clo- 
ver Mfg. Co., Norwalk, Conn., re 
ceived a tremendous rising ovation, 
when presented by Mr. Marshall. 
He, too, is an honorary associate 
member, and a pioneer advocate of 
wholesaler-retailer plans such as the 
Associate Plan. He stressed the im- 
portance of the basic stock plan as 
the outstanding accomplishment of 
the plan under discussion; read 
from one of his early writings on the 
subject and said that dealers must 
buy 100 per cent from the whole- 
saler who furnished a workable plan 
and the proper service. He offered 
this fundamental as the only means 
for meeting competition. He pre- 
dicted an active and profitable year. 
particularly for those dealers who 
took full advantage of proper mer- 
chandising plans. He declared the 
basic stock plan announced at this 
congress as the crowning achieve- 
ment of the Associate Plan, because 
in all the development of the plan, 
he said a proper basic stock plan 
had always been the goal. 

Mr. Mackenroth then outlined the 
1937 electric refrigerator plan and 
models stating that the future big 
market for such goods was among 
the smaller communities such as are 
served by hardware merchants. 

The models and merchandising 
program incident to Zenith washers 
was then explained by M. R. Twiss. 
vice-president in charge of sales for 
the Zenith Washer Co., Duluth. 
Minn. He outlined ways and means 
for hardware men to properly de- 
velop the washing machine market 
and demonstrated the most efficient 
methods for selling the features of 
the Zenith line. 

George S. McQuade, sales man- 
ager, talked on specialty selling 
showing dealers how the develop- 
ment of major electrical and other 
higher unit sale items effected the 
average retail hardware store. He 
showed how a single major appli- 
ance sale made more volume and 
more profit than a complete day’s 
sales on miscellaneous items sold by 
hardware stores. Mr. MacFarlane, 
the next speaker declared his talk 
was the best presentation on this 
subject that he had ever heard. 

Hayes MacFarlane, head of the 


Ghicago advertising agency men- 


tioned before which supervised the 
production of the five skits drama- 
tizing the Associate Plan, spoke on 
merchandising fundamentals and re- 
viewed his own observation of re- 
tailing practices and the advantages 
he saw im the Associate Plan. 

The paint department, Messrs. 
Arnold Smith, Walter Clark, Jess 
Root and Herb Adams outlined the 
1937 paint merchandising plans and 
demonstrated their ideas for dis- 
plays, stock and sales building. 

In his customary dramatic style. 
Ralph Carney, general sales man- 
ager, Coleman Lamp & Stove Co.. 
Wichita, Kans., told of the profit 
sales possibilities in selling circu- 
lating heaters and developed a plan 
for making such sales. 

Practically the entire sixth floor 
of the Marshall-Wells plant was de- 
voted to displays, window displays 
and manufacturer displays. There 
were 65 manufacturers represented 
with merchandise and sales execu- 
tives. The formal program ended 
with the dinner-dance on Wednes- 
day night, with Thursday devoted to 
open house at the sixth floor dis- 
plays. 

At the Tuesday morning session, 
Mr. Marshall announced the person- 
nel for the 1937 Associate planning 
and advisory committees. These are 
as follows: The Planning Commit- 
tee: Ray Remington, Remington 
Yards, Hibbing, Minn.; Art Strom, 
M. W. Associated Stores, Glasgow, 
Mont.; Herbert Adams, Adams 
Hdwe. Co., Cavalier, N. D.; Syl- 
vester Eckes, Eckes Hdwe., Marsh- 
field, Wis.; Reuben Lendved, Lend- 
ved Bros. Inc., Clintonville, Wis., 
and Rudolph Erickson, Associated 
Stores, International Falls, Minn. 

The Advisory Committee includes 
the members of the planning com- 
mittee and the following: Chas. 
Pillsbury, Pillsbury Hdwe., Devils 
Lake, N. D.; Bill Powers, H. D. 
Powers Co., Grand Rapids, Minn.: 
Harry Myer, Farmers Hdwe. Co., 
Shawano, Wis.; Ben L. Quirt, Ben 
L. Quirt Hdwe. & Furn., Iron River, 
Mich.; Gus Hillerud, G. Hillerud 
Hdwe., Sauk Center, Minn.; Gil 
Johnson, Conlin-Johnson Hdwe. Co., 
Williston, N. D.; Joe Schmitz, 
Schmitz Hdwe. Co., Valley City, N 
D.; Geo. H. VandeBerg, VandeBerg 
Hdwe., Baldwin, Wis.; Einar Olson, 
Guarantee Hdwe. Co., Wisconsin 
Rapids, Wis., and Bob Fesenmaier, 
c/o Robt. Fesenmaier, Inc., New 
Ulm, Minn. 
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DEALERS WANT THESE NEW RODS 


If we can judge by the flood of orders from every 

part of the country, PREMAX Solid Steel Rods will 
be the biggest item of 1937! New Detachable Off-set 
Handle! Positive Reel Locking Clamp! New Brown 
Oxidized Finish optional! They’re going to town in a 
big way! Send for samples and prices. 


PREMAX SALES DIVISION 


Chisholm-Ryder Company, Inc. 
3801 Highland Ave., Niagara Falls, N. Y. 


xx STAR «x 


The most convincing advertisement for Star Heel 
Plates is the thousands of satisfied customers. Every 
pair sells others. Known for 30 years. Sell STARS 
and profit accordingly. 9 sizes to fit ALL sizes of 
shoes. 14 gross pairs in box. Sold by Leading Job- 
bers. Send for Samples and Prices. 















HEEL PLATES 
STAR HEEL PLATE CO., "Af" 











Do YOU Want 
National Sales 
Representation ? 


As successful, established manufacturers’ agents, we 
now contact jobbers, department stores, syndicates 
and other sales outlets over entire country east of 
Rockies. Write, giving details, to either address: 


THE HOUSE OF CRANE 


Indianapolis, Ind. 
New York Office—500 Fifth Ave. | 

















A List of 


WHOLESALE | 
HARDWARE] 
HOUSES Giving | | 


Names and Addresses; Capitaliza- | 
tions; Lines Handled; Territories 
Covered; Number of Men Travelled; 
Names of Officers and Buyers. 


Useful for 


PERSONAL SALES CONTACTS 
CREDIT DEPARTMENT 
DIRECT MAIL WORK 


HARDWARE AGE VERIFIED LIST 
239 W. 39th 8T., NEW YORK, N. Y. 


ALWAYS NEEDED! | 





Price $10.00 a Copy 
Cheek with Order 
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WALL ROPE 


106 YEARS OF 


Quality and Service 


WALL ROPE WORKS, Inc. 
48 SOUTH STREET, NEW YORK, N.Y. 


BOSTON +* NORFOLK + NEW ORLEANS «+ CHICAGO 
PHILADELPHIA + SAN FRANCISCO «+ BALTIMORE 
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HODELL Specialized Farm 
Chains are designed for the 
purpose for which they are 
used. 

You, too, can cash in on the 
profits which dealers report 
are as much as 64%. 


Write for complete details 
TODAY. 








HALTER CHAINS 










HEEL CHAINS 





THE HODELL CHAIN CO. 


TERK? 3934 COOPER AVE 
EXPERIENC CLEVELAND OHIO 





























Means Easy Sales 


KNOWN QUALITY Satisfied Customers 
SHARK BRAND CHISELS 


are made in 


Beware Sweden from 
of finest Charcoal Steel. 
Susie Sturdy and well made. 
mitations Discriminating workmen ap- 


preciate their known quality. 
Because of their reputation as de- 
» pendable tools, they sell with little 
effort, which means sure profits to you. 


@ Stocked by leading jobbers, or write @ 


SANDVIK SAW & TOOL CORPORATION 


47 Warren St. 740 Washingten Ave., Nerth 
New York, N. Y. Minneapolis, Minn. 
































KNIVES . 


5 Manual Training 
MADE SHARP AND STAY SHARP 


=a | PEN a ab a 
werner 


6 Standard size blades. 


They have EVERYTHING that 
makes a good work knife:— 





Here’s a partial list of other 
good sellers in the R. MUR- 
PHY line that will step up 
your Cutlery Counter sales: 


BLADES that stand rough 
usage; that STAY-SHARP. 
HANDLES that fit the hand; 


do not work loose. Preferred i 

Sh i 
by Teachers and students the Gyeter lahees ra torn ne 
country over. Write for Cata- Skiving Knives Kitehen Knives 


log and prices. — Knives Stencil Knives 
ROBERT MURPHY'’S SONS CO. Mackerel Knives ‘Roofing Knives 


Cigar Knives Shirt Cutters’ 
Ayer, Mass. Est. 1850 Paper Hangers’ Blades and 
Knives Handles 
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WHO MAKES IT?’ .~ 


Information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
Itt?” editor is here presented as an aid to others in 


the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 


buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue published on August 27, 1936. 







“A, 
4 


The “Who Makes It” issue of Hardware Age enables you to quickly locate sources of 
supply and helps you answer many questions regarding brand names, products, etc. 


Altocna, Pa.: Who makes the 
“Moto-Scoot” two wheel Scooter 
with gasoline motor?—H. N. Rines. 

ANSWER: Moto-Scoot Mfg. Co., 
215 S. Western Ave., Chicago, Ill. 


* * * 


Newberry, S. C.: Provide name 
and address of the manufacturer of 
Clark Cutaway disc harrow.—Lom- 
inack’s Hardware, Inc. 


ANSWER: Cutaway Harrow Co., 
Higganum, Conn. 


* * * 


Jersey City, N. J.: Who makes 
Frame Saver corner bracket?—Hud- 
son County Hardware & Hsfgs. 
Assn. 

ANSWER: H. Zeik, 111 Garrison 
Ave., Jersey City, N. J. 


* + 


St. Matthews, S. C.: Where can 
we obtain repairs for the Wiard 
plow?—Shep Pearlstone Co. 

ANSWER: Wiard Plow Co., Ba- 
tavia, N. Y. 


+ + 


Sarver, Pa.: Where can we secure 
parts for a Buckeye sulky cultiva- 
tor?—Sarver Supply Co. 

ANSWER: Oliver Farm Equip- 
ment Co., 400 W. Madison St., Chi- 
cago, Ill. 

* * * 

Philadelphia, Pa.: Who is the 

manufacturer of the Heatilator 
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used in fireplaces?—-Supplee-Biddle 
Hardware Co. 


ANSWER: Heatilator Co., Syra- 
cuse, N. Y. 


* + 


Bowling Green, O.: Please advise 
name of manufacturer or distributor 
of Gilsonite asphalt and paint.— 
H. Rappaport. 


ANSWER: American Asphalt 
Assn., Wainwright Bldg., St. Louis, 
Mo. 


& @ ¢ 


Ashland, Pa.: Furnish name and 
address of the manufacturer of E-Z- 
DO-ROL-A-DOR closet with the roll- 
up door.—Herman J. Stief & Sons. 


ANSWER: Decorative Cabinet 
Corp., 261 5th Ave., New York, 
N. Y. 


* & 


Habana, Cuba: Provide name and 
address of the manufacturer of the 
Mietz Crude Oil Engine.—Nicholas 
Zayas. 


ANSWER: Charter Gas Engine 
Co., 301 Wallace St., Sterling, Il. 


* + 


Thomasville, Ga.: Who makes 
Smudge Pots used in orchards to 
burn on cold nights?—T. A. Futch 
Hdwe. Co., Inc. 


ANSWER: W. R. Ames Co., 150 
Hooper St., San Francisco, Calif.; 
American Welding & Tank Co., 


Tampa, Fla.; Kittle Mfg. Co., 648 
Santa Fe Ave., Los Angeles, Calif. 


* + 


Visalia, Calif.: Where can we pur- 
chase Ladd’s discount book?— 
Cross-Horlock Co. 


ANSWER: Henry Fasig, 37 Par- 
dee Place, East Haven, Conn. 


* + 


Hartwell, Ga.: Who manufactures 
the Mogul farm wagon?—City 
Hdwe. & Furn. Co. 


ANSWER: Mogul Wagon Co., 
Inc., Hopkinsville, Ky. 


* * 


Boston, Mass.: Who makes the 
Carrier-call?—B. F. Macy. 


ANSWER: American Carrier-Call 
Corp., 36 W. 44th St., New York, 
N. Y. 


* + & 
New Kensington, Pa.: Who sells 


the London Brades brick trowels?— 
Johnston Hardware Co. 


ANSWER: John H. Graham & 


Co., Inc., 113 Chambers St., New 
York, N. Y. 


ee . © 


Pine Bush, N. Y.: Who makes 
Concrete Block Machinery?—Eg- 
bertson’s Hdwe. 


ANSWER: Besser Mfg. .Corp., 
Alpena, Mich.; Portland Concrete 
Machine Co., Bay City, Mich., and 
Multiplex Concrete Machinery Co., 
Elmore, Ohio. 
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HORSE NAILS | 
CAPEWELL 
Regular Head | City Head 
Extra Large Head ' Goodenough 


Countersunk | Regular Ice 
Plater’s Special | Special Ice’ / 


\ sonTuTeseas 


Regular Head 
City Head 
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Four effective, basic 
styles of weaners are il- 
lustrated. These and other 
variations are stocked in 
cow, yearling and calf 
sizes to meet individual 
and regional preferences. 
They are priced to sell at 
local levels—at a profit. 


Correct design, persistent 
quality and consistent 7 4 
consumer advertising ¢ § 
have made IMPERIAL &X 
weaners the time tested § 
market leaders. Specify 
them to your Jobber. 


IMPERIAL BIT & 
SNAP CO. 








HALTER 


WISCONSIN 





This fine tool with a full- 
length burner is the ideal 
torch for the occasional 
user. It has all the sturdy, 
well-built features of C & L 
manufacture, yet it is competi- 
tively priced. C & L 600A 
and C & L 158A are other 
= in our popular-priced 
ine. 












Write for descriptive folder to the 


CLAYTON & 
LAMBERT MFG. CO. 
DETROIT, MICHIGAN 


Makers of world’s largest 
selling firepots 

















EDLUND 
Modern Kitchen Tools 
Py Wear The Badge of 


TIME TESTED MERIT 


The name EDLUND on egg beaters, can openers, jar open- 
ers, bottle openers and knife sharpeners, is assurance of 
dependability. It signifies complete satisfaction to both 
dealer and consumer. Every sale of an EDLUND product 
carries a good dealer profit and a bonus in good will for 
the store. Your jobber knows. 

Write for catalog. 


BURLINGTON, VT. 





EDLUND CO. 





B. & C. No. 60 Screw Wrench 


An improved All-Steel Wrench for 
heavy work. The forged steel Bar 
is made oval shape giving additional 
stock and greater strength than 
square wrench bars. The Handle is 
sturdily braced and shaped to fit the 
hand comfortably and afford a firm 
grip. 7 sizes: 6 to 21 ins. Jaws open 
to % in. on smallest size to 4 ins. on 
largest size. All profitable sellers. 


Ask Your Jobber Ba 





BEMIS & CALL CO. No. 60 
SPRINGFIELD, MASS. a Hentte 














GARAGE DOOR HARDWARE 


Garage Doors operate satisfactorily 
when equipped with Coburn sets. The 
Coburn Garage Door sets offer a com- 
plete line—straight sliding sets, slid- 
ing-folding sets, around-the-corner 
sets and hardware sets for converting 
swing doors into a one-piece overhead 
doors Write us for full information. 


Since 1888 Coburn Products Have Been Dependable 


COBURN TROLLEY TRACK CO. 
50 CANAL ST. HOLYOKE, MASS. 

















The Story of the 
“WANT AD” 


A Business paper’s value as a vehicle for 
“Want Ads” depends upon how widely and 
thoroughly it is read in its field. Every 
classified advertiser in placing his adver- 
tisement in HARDWARE AGE offers spon- 
taneous evidence of his conviction that this 
paper is most widely and thoroughly read 
in the hardware trade. 





Year after year HARDWARE AGE has led its field 
in the volume of classified as well as display adver- 
tising published. 4 Its classified columns have proven 
a valuable aid in bringing together buyer and seller, 
employer and employee. Those who contact the 
hardware trade most closely know, from observation 
and experience, that HARDWARE AGE is most 
widely and thoroughly read by live hardware men. 


-++ HARDWARE AGE .-- - 
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CLASSIFIED OPPORTUNITIES SECTION 





Positions Wanted Advertisements 


at special rate of one cent a word, mini. 
mum 50 cents per insertion. 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES e 


Discounts for Consecutive | 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts de 
mot apply or Positions Wanted Advertise- 








NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 























All Other Classifications ments be ¢ ed 
Set Solid, Maximum of 50 words. . -0n.00 = Gee not orwarded. 
an sittttensl werd. . ameeee «0 REMITTANCE MUST ACCOMPANY ORDER Paty gia 
i ae os “a Send pare aren order, Address your correspondence and replies to 
~— ry aed aioe a 
HARDWARE AGE is published every other 7 
Di ns cere adinatbann .$5.00 | Thursday. Classified forms close 13 days Classified Opportunities Dept 
Bech additional inch............-. 4.00 previous to date of publication. 239 West 39th St., New York City 
HELP WANTED SALES REPRESENTATIVES WANTED SALES REPRESENTATIVES WANTED 
REPRESENTATIVE IN erences cat 
ING ON hardware and implement trade. ex- 
WA N TE D EXCEPTIONAL OPPORTUNITY eters ne or — rer as a side 
8 line -atented item o heavy samples to carry. 
BUILDERS HARDWARE MAN FOR Have pe ‘Ohio territory open also. or an 
One who h i bility, k kt 1 Box 7609-A, care of Harpware Ace, 802 Otis 
saben, ond ly waediiens croaneenian SALES REPRESENTATIVES Bldg., Chicago, Ill. : 
Ht «kA TE . Saar te an Salesmen wanted acquainted with 


Address Box C-436, eare of HARDWARE AGE, 
239 W. 39th St., N. Y. City 











WANTED—YOUNG MAN—EXPERIENCED 
IN the sale of houseware, hardware and paint. 
Must be willing to come to Rhode Island to live. 
Address Box (C-402, care of Harpware Acer, 
239 W. 39th St., N. Y. City. 





A GOOD YOUNG STOVE REPAIR man ac- 
customed to Eastern and Middle Western trade. 
Advise age, qualifications, experience and mini- 
mum wages expected. Address Box C-431, care 
of Harpware Ace, 239 W. 39th St., N. Y¥. City. 

CLERK—EXPERIENCED IN HARDW ARE 
AND paint line, with some executive ability, who 
can dress windows attractively and take complete 
charge of sales force. $45.00 weekly. Ofppor- 
tunity for advancement to right party. Address 
Box C-424, care of Harpware Ace, 239 W. 39th 
S.. HM. WV. City. 








WANTED: 
able retail hardware clerk that knows his 
and how to get business. Must 
man and under 35 years old. This is a good 
pred job for the right man. Nevada town. 

Address Box C-434, care of Harpware Aor, 
239 W. 39th St., N. Y. 


“stuff” 


City. 





WANTED — CHICAGO BRANCH SALES 
AND Office Manager by a well-known manufac- 
turer. Energetic and capable of handling office 
and do some traveling. Experience with Builders’ 
Hardware preferred. Address Box C-403, care 
of Harpware Ace, 239 W. 39th Street, New 
York City. 





BUSINESS OPPORTUNITIES 


MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, surpluses and any discontinued 
seme in ro hardware and harness line. Write 

what you have to offer. Address Harry J. 
Epctela, sis Central St., Kansas City, Mo. 


FOR SALE—GOING HARDWARE BUSI- 
NESS, established over fifty years. Excellent 
opportunity, with no competition, in Maine town, 
village population 2500 and good surrounding 
rural territory. Write for details. Address Box 
C-418, care of Harpware Acre, 239 W. 39th St., 
N. Y. City. 


WONDERFUL OPPORTUNITY—FOR SALE 
HARDWARE store building; two apartments 
above store—hot water, heat. Owner occupancy 
11 years. Bad health has forced owner to move 
to southern climate. Good living for energetic 
hardware man. Main thoroughfare Long Island 
town. Address Box C-425, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 
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A GOOD LIVE WIRE depend- | 


be a western | 


Hardware, Paint or Mill Supply Jobbers 
to sell paint for a nationally known 
manufacturer. Our proposition is new, 
revolutionary and enables the jobber to 
make more profit than heretofore. 

We are interested in getting a man who 
is thoroughly grounded in handling of 
jobbers, in soliciting jobber business and 
who is also capable of helping jobbers to 
build volume on his line, by working 
himself and with jobber’s men. 

If you feel you can qualify, write, giv- 
ing all details about yourself and your 
experience, with references. 
COMPENSATION—Salary and Bonus. 
Earnings will be governed only by 
salesman’s own ability. 

Previous paint experience not necessary. 
Opening for salesmen in several terri- 


tories. 
Address 


VITA-VAR CORPORATION 
46 Albert Ave., Newark, N. J. 





REPUTABLE MANUFACTURER WANTS 
EXPERIENCED SALESMAN now _ handling 
other lines to carry complete line of insecticide 
sprayers and insecticides on commission basis. 


Territory south of Maryland now open. Ad- 
dress Box C-421, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 





MANUFACTURER’S REPRESENTATIVE 
TO DISTRIBUTE FAST selling 20, 40, 60c 
necessity to hardware, paint and lumber trade. 
Steady repeats build sales volume rapidly. Must 
be in a position to carry own small accounts. 
We carry jobbers’ accounts only. Protected terri- 
tory assigned. Address Box C-419, care of Harp- 





ware AcF, 239 W. 39th St., N. Y. City. 
SALESMEN WITH ESTABLISHED 


TRADE, SELLING to wholesale hardware and 
department stores. A complete line of chromium 
and nickel plated stove pipes, garden hose _ reels 
and hose hangers. See ad this issue. When 
writing give territory now covering. com- 
mission. Address—Ohio Stove Pipe & Mfg. Co., 
12713-17 Kinsman Road, Cleveland, Ohio. 








WANTED MILL 





TO SALESMAN 

now calling on 
HARDWARE, VARIETY AND GENERAL STORES, 
we offer a good staple side line of 10¢ 
and 25¢ paints on commission basis. 
Write, advising territory covered. 


Address Box C-432, care of HARDWARE AGE, 
239 W. 39th St., N. Y. City. 


SALESMEN CALLING ON RETAIL HARD- 
WARE trade in New Jersey and adjacent New 
York and Pennsylvania to handle Stove and Fur- 
nace Repair Parts for long established whole- 
saler. These are essentials with little knowledge 
required. Commission on everything in your 
protected territory. Advise territory covered. 
Address Box C-405, care of Harpware Acez, 239 
W. 39th Street, N. Y. City. 














LIVE WIRE SALESMEN 
sideline good line putty. 
U. S. Plastics Company, 


TO HANDLE as 
Write immediately to— 
Scranton, Pa. 


SUPPLY MAN—ONE who 
possesses real technical knowledge to call on in- 
dustrials in the Metropolitan New York area. 
State qualifications and present status. Address 
Box C-423, care Harpware Ace, 239 W. 39th St., 
N. Y. City. 





SALESMEN CALLING ON SMALL JOB- 
BERS and major retail hardware stores, New 
England, Central and Southwestern States, and 
who can do justice to good repeat line paying good 
commission. For particulars write—Reynolds As- 








bestos Products, 2004 W. Godfrey Avenue, Ger- 
mantown, Philadelphia, Pa. 
SALESMEN WANTED BY OLD 1 ESTAB. 


LISHED manufacturer, covering Eastern Indi- 
ana, Illinois, Iowa, Northeast Missouri, Southern 
Minnesota, Nebraska, Western Kansas and East- 
ern Colorado, calling on Retail Hardware Trade 
to sell harness and saddlery as side line on com- 
mission basis. State territory wanted and lines 
handled. Address Box C-406, care of Harpware 
Ace, 239 West 39th St., New York City. 


HARDWARE OR SEED SALESMEN CAN 
make substantial commissions, at once, handling 
our sensational new lawn dandelion and weed 
killer. Guaranteed to kill instantly and_ per- 
manently -yet, absolutely non-poisonous. Devel- 
oped in laboratories of leading University. Lib- 
eral commissions, exclusive a offer. Vast 
possibilities. Write today for details. Address- 
Weedkiller Co., Dept. 205, 550 Roosevelt, Chicago. 








SALESMEN TO SELL SENSATIONAL 
NEW Rug Cleaner Deal with attractive premium 
sales promotion selling plan to Hardware Job- 
bers, epartment and Furniture Stores. Li 
Commission. Original and Repeat orders, pro- 
tected territory. leaner retails 35c. Three years 
a proven seller and repeater. State experience, 
lines selling,, territory desired. Address Box 
= ase of Harpware Acz, 239 W. 39th St., 

. City. 





SALESMEN—TO REPRESENT OLD ES. 
TABLISHED saw manufacturer offering com- 
lete line of saws, including crosscut saws and 
and saws, to the hardware trade; opportunity to 
sell hardware jobbers and hardware dealers. Must 
travel most of time and have experience selling 
hardware jobbing trade. Give full details in first 
letter stating age, education, lines now carried, 
territory cover and how often. Address Box 
oe a of Harpware Ace, 239 W. 39th St., 

. Y. City 
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SALES REPRESENTATIVES WANTED 


POSITIONS WANTED 


POSITIONS WANTED 





OPPORTUNITY FOR MANUFACTURER’S 
AGENT. A reputable, long-established manufac- 
turer of garden insecticides wishes to arrange for 
representation in a few open sales territories. 
Products are known for quality, attractively pack- 
aged; nationally advertised, replete with dealer 
sales helps, carry extra liberal profit margin for 
both dealer and wholesaler. State fully your 
present connections and area serviced. This is 
a liberal and practical arrangement for the right 
sales agent. Address Box C-422, care of Harp 
WarRE AcE, 239 W. 39th St., N. Y. City. 


SALES ACCOUNTS WANTED 


Manufacturers Attention! 


Exclusive nut and bolt house, selling best So. 
Calif. industrial, motor parts and hardware acets. 
Operate warehouse and own stocks. Desire addi- 
tional kindred lines. Expanding sales organization. 


ALVO SALES COMPANY 
659 W. Washington Bivd., Los Angeles, California 




















TO THE MANUFACTURER DESIRING 
REPRESENTATION. Fifteen years’ sales ex- 
perience in the southeast territory available to 
manufacturers of quality products known and 
distributed through hardware and supply jobbers 
in substantial volume. Submit details. Address 
eee Sales Co.. 495 4th St., N. E., Atlanta, 
sa. 





MANUFACTURER’S REP RESENT ATIN E, 


TEXAS, OKLAHOMA, ARKANSAS, LOUISI- 
ANA. Established. Can give real effort to addi- 
tional line selling to hardware, mill supply, oil 
well supply trades. Correspondence invited. Ad- 
dress Box C-420, care of Harpware Ace, 239 W. 
39th St.. N. Y. City. 


HARDWARE CLERK, 
RETAIL. Married, excellent reference. Nominal 
salary. Metropolitan area, Suffolk or Nassau 
Counties. Address Box C-426, care of Harp- 
warE AGE, 239 W. 39th St., N. Y. City. 


POSITION ‘WANTED AS SALESMAN EX- 
PERIENCED in general hardware, paints, stoves, 
household and sporting goods, retail or commer- 
cial; desires to connect with jobber, manufac- 
turer or agent. Well known—excellent refer- 
ences as to ability, habits, trustworthiness and 
personality. Past forty; good health. Address 
D. E. Worley, 29 Glenwood Street, Warren, Pa. 

SALESMAN HAVING ABILITY, AMBI- 
TION, and initiative. Given an opportunity and 
cooperation, he can prove his talent. Now em- 
ployed and for thirteen years connected with a 
nationally known hardware manufacturer selling 
in the metropolitan area, and parts of the States 
of New York and New Jersey. In early forties. 
Address Box C-414, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 





EXPERIENCED, | 





HARDWARE MAN THOROUGHLY EX- 
PERIENCED IN retail and wholesale hardware, 
paints, sporting goods and kindred lines desires 
a position with responsible retail firm. Refer- 
ences. Capable of buying, bookkeeping and store 
management. In late forties and good health. 
Free to go anywhere. Middle West or South pre- 
ferred. Salary secondary. Address Box C-428, 
care of Harpware Ace, 239 W. 39th St., N. Y 
City. 





MANUFACTURER’S AGENT—34, WITH 
STRONG tre apt fy td in Metropolitan terri- 
tcry, New York and New Jersey, with hardware 
jobbers, housefurnishing jobbers, chain stores, 
also automotive jobbers and large auto chain 
stores, desires to represent manufacturer on 
straight commission basis. Twelve years’ experi- 
ence, good record, excellent reference. Address 
Box C-427, care of Harpware Ace, 239: W. 39th 
St, Mm. ¥.. Cary. 








HARDWARE, TOOL MANUFACTURERS— 
ARE YOU represented in the world’s richest 
market—Metropolitan New York. Young ener- 
getic man with eight years of wholesale hard- 
ware experience, having contact with metropolitan 
jobbers, invites your offers. Desires standard 
factory lines for jobbing trade only. Commis- 
sion basis. Address Box C-430, care of Harp- 
WARE AGE, 239 W. 39th St., N. Y. City. 


POSITIONS WANTED 


SEWING MACHINE MECHANIC OPERAT- 
ING OWN shop wishes private employment. Age 
twenty-five, single. dress—Louis Linker, 2053 
Murray Ave., Pittsburgh, Pa. 








RETAIL HARDWARE MAN-—12 YEARS’ 
EXPERIENCE—28 years old, married. Adept 
buyer, display man and merchandiser. Long ex- 
perience covers builders’ hardware, hand and 
power tools, paints, wall paper, electricians’ sup- 
plies, plumbing fittings, fishing tackle, garden 
implements, seeds and insecticides, office work 
and window display. At present employed as 
manager and buyer of tool and hardware depart- 
ments in $75,000 stocked store. Store a family 
affair—little opportunity for outsider. Would 
like to hear from firm offering opportunity for 
merited advancement in exchange for hard work, 
honest business dealings, and a full and earnest 
application of the benefits of my experience. 
Prefer Northern New England States but will 
accept real opportunity anywhere. References. 
Address Box C-433. care of Harpware Acer, 239 
W. 39th St., N. Y. City. 





Hardware Personnel 


Our files centain applications of several hundred ex- 
perienced and well trained employees in the hard- 
ware industries. 
NO CHARGE TO EMPLOYERS FOR THIS 
= 
If to you, just phone 
ASSOGIATED “PLACEMENT BUREAU 


152 West 42nd Street 
WIS. 7-1802, 1803 


New York City 








YOU are looking for a man qualified by experience, 
acquaintance, personality, age, etc., to represent you. 
1 am looking for a position with a future where my 
experience in handling and soliciting the wholesale 
hardware jobbers and mill supply distributors from 
Maryland down through Oklahoma and Texas wiil 
be of value. 

WE should get together for our mutual benefit. 
Address Box C-435, care of -—og AGE 

239 West 39th Street, N. Y. City 











AVAILABLE—CONTACT REPRESENTA- 
TIVE to carry out plans and policies for the 
promotion of sales—to develop new channels for 
distribution. Practical merchandising experience. 
Successful sales record. Wide and _ intimate 
acquaintance in hardware field. Traveled exten- 
sively over the entire United States. Desires con- 
nection only with manufacturer. Salary second- 
ary to proposition offering stability and future. 
Address Box C-404, care Harpware Acre, New 
York City. 


BUILDERS’ HARDW: ARE MAN SPECIAL- 
IZING IN detail work in connection with contract 
jobs. Twelve years’ experience in same capacity 
with a leading manufacturer. Thorough knowl 
edge of plan reading, take-offs, preparing sched- 
ules, master key and template work. Finest of 
credentials. Seeks an opportunity with a manu 
facturer or large wholesaler. Salary secondary 
to opportunity. Single and can locate anywhere. 
Now in East. Know all lines although Russwin 
is preferred. Address Box C-429, care of Harp 
ware AcE, 239 W. 39th St., N. Y. City. 





YOUNG MAN WITH SUCCESSFUL REC. 
ORD of eleven and half years as advertising and 
sales promotion manager manufacturer hardware 
and house furnishing items seeks new permanent 
connection with definite future opportunity. Ca- 
pable planning complete advertising sales promo- 
tion campaign. Also experienced directing sales 
men. Thirty-five years old with proven record 
results. Also ten years’ experience as export 
manager. Address Box C-401, care of Harpware 
Acg, 239 W. 39th St., N. Y. City. 














A “Classified Advertisement” In 


Will Be Read By the “Class” 


For securing desirable Sales Representatives, Sales Accounts, or for Busi- 
ness Opportunities of any kind use the Classified Opportunities Section 
of Hardware Age, which covers the Hardware Trade thoroughly. 


Hardware Age will tell your story to the right “CLASS” — reach the 
greatest number of Hardware readers of any hardware paper and is noted 
for securing quick, tangible RESULTS for its advertisers. 


You 


Send your copy with remittance to— 





FEBRUARY 11, 1937 


HARDWARE AGE 


CLASSIFIED OPPORTUNITIES DEPT. 


239 West 39th St., (4 Chilton Publication) New York, N. Y. 


® 


A.B.C.—Charter Member—A.B.P. Inc. 


Hardware Age 
Want to Reach— 
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Actual size of sheets 9% by 12 inches 
over all; writing area 8, x Il1% 
inches. Sheets printed on both sides 
of good white bond paper, with 28 en- 
try lines on each side. Price $1.25 for 
200 sheets (400 pages). 


Simplify Your Stock Taking with the WHITE 


To make your annual inventory taking an 
easier, surer job, we asked 1,000 leading retail 
hardware dealers to help us design a new 
HARDWARE AGE Inventory Record Sheet. 


From the many suggestions we received, a 
new sheet was designed—in a new size and form 
to sell at a new low price—200 sheets for only 
$1.25, which includes postage. As these sheets 
are printed on both sides of good white bond 
paper, this means you really get 400 pages of in- 
ventory record sheets. Each page has room for 
28 items. Your $1.25 investment provides inven- 
tory space for 11,120 items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used mil- 
lions of HARDWARE AGE Inventory Sheets be- 
cause they found them simple, convenient and 
handy to use. This new form is the best ever— 


FEBRUARY l11, 1937 


CONDENSED HARDWARE AGE INVENTORY FORM 


it's even more simple, more convenient and 
easier to use. Our entire effort was directed to- 
ward making your annual inventory taking an 
easier and surer undertaking. 


These new HARDWARE AGE Inventory Sheets 
will fit the HARDWARE AGE Inventory Sheet 
Binders which are used by thousands of dealers 
who reorder their HARDWARE AGE Inventory 
Sheets year in and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. Use the coupon below to order 
your supply today and make your inventory 
taking this year easier and surer with these 
sheets. 


el THIS ee re 


HARDWARE AGE, 
239 West 39th Street, New York, N. Y. 


Gentlemen: 
ae ee Please send me ........ hundred white HARDWARE AGE Inventory Sheets (200 for $1.25, 
which includes postage). Also send me ........... Binders (50c each). Send these to me by return mail. 














“CONTROLLED IRREGULARITY" 


A New Principle 
of 
File Construction 





Means Faster 
Filing 
Increased File 
Sales 


NICHOLSON FILE COMPANY 
, Providence, R.J., U.S. A. 


sts, 


11aa08 teases 





PATENTS PENDING 


A FILE FOR EVERY PURPOSE 


M’KINNEY 


MANUFACTURING CO. PITTSBURGH,PA. 


PREFERRED FROM COAST TO COAST, 
A PROFITABLE LINE FOR YOU 





DESIGNERS «cd MANUFACTURERS of BUILDERS HARDWARE 





BOMMER 


Standard Type 
Lavatory Partition Fittings and 


Stall Door Hardware 


™ Send for Catalog No.55  ™ 


BOMMER SPRING HINGE CO., Brooklyn, N. Y. 
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:) BRUSH NU COMPANY icp 








THIS NEW ALL-METAL 
REVOLVING DISPLAY 
CABINET 


i A display of Moore Push- 


Pins, glass and aluminum 
7 heads, and pushless han ers, 
will ring up many an extra dime 
on your cash register. 
A new revolving display cabinet is 
given free with an order for 72 
assorted window front packets. 
Start today to increase your pro- 
fits ... order from your jobber. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 






























Genuine NOMES & SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 


40$ SET~ 10$ SET- 105 SET SAVE FURNITURE 
; es & FLOORS-CREATE QUIET 
(=p 


"Look for words DOMES f SILENCE 

ah NOISELESS FOR TILE 

Wz a cena OR MARBLE FLOORS IN 
EAM Pay BATH ROOMS. RESTAURANTS, ETC. 


LARGE SIZE FOR METAL & WOOD BEDS 
LARGE CHAIRS & ALL FURNITURE. 






























DZ Ask your Jobber— T 
If he is not supplied, write to 
7 DOMES of SILENCE, Inc., 35 Pearl St., N. Y. C. = eoy ei, 


© 





MOLDED RUBBER GOODS 
- & fp me 


We stock a complete assortment of rubber 
tips and bumpers, and are equipped to mana- 
facture most anything for your special re- 
quirements. Catalogue No. 50 on request. 


ELASTIC TIP a 
370 Atlantic Ave., Boston, 
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—But It’s Never Wholly Dark 
For Those Who Own One or Two 
DIETZ LANTERNS - - - - - 


HEN fires, floods or other causes shut off 

electric power, all stores in the community 
are besieged for any thing that will give light. 
That is what happened in Newark, N. J., on De- 
cember 29, 1936, when fire caused a power shut- 
down. The preceding January a considerable 
portion of New York City was plunged into dark- 
ness by power failure. 


Hardware Dealers in districts of the country 
affected by the severe floods last Spring will not 
soon forget the frantic demand for lanterns. 


Why not push Dietz Lanterns continuously as in- 
valuable emergency lights! Urge your customers 
to keep a Dietz Lantern or two somewhere about 
the home—ready at all times to furnish light at a 
moment's notice. That is better than not to have 
half enough lanterns to go around when an emer- 


gency does arise. 


R.E.DIETZ COMPANY - NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD. FOUNDED 1840. 
Output Distributed Through the Jobbing Trade Exclusively. We 
Do not Sell Chain Stores, Catalog Houses or Syndicate Buyers. 


DIETZ LANTERNS 
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the very latest 


OUERSIOMES 


| THE HUENEFELD COMPANY °* CINCINNATI + OHIO 
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